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The most responsible brake 
lining job in the world 


What was selected by experts to fill it and why— 


More responsibility is placed on the brake lining of the 
Fifth Avenue (New York) Busses than on the brake lining 
of any other vehicles in the world! 

They carried 16,000,000 persons in safety 
through the densest traffic in the wortu last 

Fully loaded, with 44 passengers, a driver 
ductor, these busses weigh eight tons. 

They stop at nearly every street corner. They make 
many thousand stops every day. These stops must ve 
smooth and easy, without the suggestion of a jar. And 
they are. 

Think what depends on the efficiency of the brake lin- 
ing on these huge busses—the lives of 44,000 passengers 
every day; the lives of several million motorists and 
pedestrians who use the same streets. What brake lin- 
ing is selected for this great task—the most responsible 
brake lining job in the world? It is Thermoid Brake 
Lining. ) 

President Richard W. Meade of the Fifth Avenue Coach 
Company, which operates the Fifth Avenue Busses, says: 
“The smooth and easy stopping which is characteristic of 
our busses is brought about by the use of Thermoid Brake 
Lining.”’ a - 

Thermoid Brake Lining on Bus No. 252 gave 19,376 miles 
of service. The Fifth Avenue Coach Company says: ‘‘We 
consider these results extremely satisfactory.’ This is 
typical of Thermoid service. 

Used by best cars and axles 

Some of the cars that use Thermoid Brake Lining are: 
Pierce-Arrow White Stephens ilot 
Studebaker Metz Kline Kar Empire 
Chalmers Service Truck Patterson Union Truck 
Peerless Hudford Unit Pathfinder Denby Truck 
Marmon Cole Atlas Truck Fulton Truck 
Apperson King Denmo Truck Gersix Truck 
Autocar Davis Rauch & Lang Republic Truck 
Premier Briscoe Sapartes Trask Bessemer Truck 
Auburn Hudson Sun Sayers & Scovill 
Haynes Cadillac Ames Colum bia Truck 
Kissel National Moon BethlehemTruck 
MorelandTruck Lexington-Howar Lippard-Stewart Truck 

Some of the axles that use Thermoid Brake Lining are: 
Timken-Detroit Peru Torbensen Empire Russel 
Columbia Sheldon Celfor Hess American 


Why experts select Thermoid Brake Lining 
These car makers and their engineers select Thermoid 
Brake Lining because they find by scientific tests that it 


and comfort 
year. 


and a con- 


gives consistently efficient SERVICE. They 
“coefficient of triction’’ 1s 1aeal for a brake lining. 

This means its entire construction is such that brakes 
equipped with Thermoid brake Lining cannot grab or 
slip, no matter how thin Thermoid becomes throughout 
long usage. 

Scientific construction of Thermoid Brake Lining 

_The reason Thermoid Brake Lining has the ideal coeni- 
cient of friction, is impervious to moisture, and is dura- 
ble, lies in its scientific construction. In its process of 
manufacture it has three exclusive features: 

1. It has over 40% more material, by actual weight, 
than any woven brake lining 

This means longer service—best service, 

2. It is Grapnalized. 

Thermoid Brake Lining is impregnated throughout with 
Grapnal. This exclusive process makes it impervious to 
gasoline, oil, water, dust, etc. No other brake lining is 
Grapnalized—or can be. 

3. It is hydraulic compressed. 

This makes it far tougher and stronger than ordinary 

linings. 


find its 


Specify Thermoid 

When you reline your brakes, specify the brake lining 
the experts specify—Thermoid. Jobbers, garages and 
dealers will be glad to supply you. 

Remember, your life depends on the efficiency of your 
brakes, and the efficiency of your brakes depends on your 
brake lining. Be sure your brakes are lined with Ther- 
moid Brake Lining. The cost is a littl more—and well 
worth it. 

Our guarantee 


Thermoid will make good—or WE WILL, It is posi- 
tively guaranteed to out-Wwear and give better satisfaction 
than any other brake lining. 


Factory and Main Offices: TRENTON, N. J. 
Branches: New York San Francisco 
Indianapolis Detroit Philadelphia 
Pittsburgh Boston Paris 





Chicago 
Los Angeles 
London 
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100% 


GRAPNALIZED 


BRAKE LINING 


Makers of ‘‘Thermoid Tires’’ and ‘‘Thermoid Garden Hose’’ 


———— amie 
Will (UA) Wildl ULL 
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A New Market for Winchester 


22. Rifles and Ammunition 


Vacation is near, and this year every boy in the 


country will have more than an ordinary interest in shooting. 
He will have the natural desire of every young American to be as 
much like a real soldier boy as possible, and one of the first 
steps is practice with a Winchester .22 rifle. 


The boys have read all about our Winchester Junior 


Rifle Corps medal contest plan, in the double page spread of the 
Saturday Evening Post as well as in the boys’ papers and 
magazines in general, and are eager to have a chance to become 
«‘Marksmen” or “Sharpshooters” by making high scores with a 
Winchester .22 rifle and cartridges. 


Do you realize what this big Winchester advertising 


campaign is going to mean to you? It will bring scores of boys 
into your store who are going to make other purchases besides a 
Winchester rifle and cartridges. It is going to mean that you 
will be able to build up a splendid trade in the gun and ammu- 
nition business among the coming generation of shooters. 


In order to get the full benefit of our advertising 


however, you must be posted on the situation and ready to give 
the young enthusiasts full information. If you are not thoroughly 
familiar with our medal contest plan, and would like to know 
more about it, we will be glad, on receipt of your request, to send 
you full information, consisting of booklets, targets, etc. 


Look over your stock of Winchester .22 rifles and 


cartridges and see if you are ready to take advantage of our big 
Winchester advertising campaign. Have on hand a large enough 
supply of these popular little guns to meet the demand for .22’s 
which is bound to come. 


WINCHESTER 


REPEATING ARMS CO. NEW HAVEN, CONN. 
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THE GENUINE WALWORTH STILLSON WRENCH 


THE 


| UNDISPUTED WORLD'S CHAMPION 


| 
| 


THE 
PARMELEE BRASS 
PIPE WRENCH 














PERFECT FOR 
BRASS PIPE AND 
COIL WORK 





THE WALWORTH CRAFTSMAN 


WALCO ADJUSTABLE HEX WRENCH 


FOR 


HANDLING HEXS WITHOUT DAMAGE 


Ca» / _ 


WALWORTH MAKES THEM ALL 


WALWORTH MFG. CO. 


BOSTON 


New York Branch: Chicago Branch: 
19-21 Cliff St. 218-220 No. Desplaines St. 
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Only 
Steel Handles 


Can Give 


Maximum Service 


When you consider the bruising, 
battering service through which a 
wrench must pass at the hands of a 
mechanic in the course of a year you 
can see that it must not only have 
strength as regards actual mechanical 
bending-moments, but it must have 
durability which will preserve it when 
used in damp places or when exposed 
to heat, water, insects or when misused 
in any of the many ways which ruin a 
wooden handle. 


By no means have we overlooked 
the fact that some mechanics still do 
prefer a wooden handle, and for such 
men we have built a wooden handle 
wrench that is absolutely the strongest 
of its type on the market. 


But we still insist that to obtain 
maximum service it is necessary that a 
wrench have a steel handle, and we 
further say that the Coes steel handle 
wrench is 30% stronger than any other 
wrench made. 





COES WRENCH COMPANY 


WORCESTER, MASS. 


Agents: 
J. C. McCarty & Co., 29 Murray St., New York 
John H. Graham & Co., 113 Chambers St., New York 

















HARDWARE AGE July 19, 1917 


The Stewart Handy Worker 


FOR THE FARM, SHOP, GARAGE AND HOME 



































Weight: 
85 pounds net. 


100 pounds boxed. 
Comprises a two- 


speed drill press, 


grinding outfit, ° ‘ 
powerful vise and Price: 
pipe vise, heavy Complete with al) 
anvil, metal cutter, tools, grinding 
and a sturdy three- wheel and attach. 
speed machine with ments shown. 


clamp spindle for 
attaching and oper- 
ating emery wheels, 
scratch brushes, 
buffing wheels, etc. 





GRINDING POWERFUL VISE 
Tool and knife sharpening; axe, scythe and sickle grind- Vise jaws are 4 inches wide and faced with steel. They 


ing; grinding wats ew - ies farm implement open up to 4% inches and are operated by hand wheel. 























= 


DRILLING 






‘PIPE VISE | 


uare shank drills fit into a socket in upper spindle. 
ork is fed to the drill by ogurning hand wheel as The all-steel pipe vise is of special design and very strong. 
justrated. 





TheStewart Handy Worker is one of the most useful and best selling 


devices we have ever placed on the market. The field for its sale is almost unlimited 
and dealers that stock and display the Handy Worker are well repaid in profits. 


Chicago Flexible Shaft Company 


606 North La Salle Street, Chicago, U. S. A. New York Branch: 16 and 18 Reade St. 






























July 19, 1917 HARDWARE AGE 





~ WHEN ORDERING 


STILLSON WRENCHES 


Demand TRIMO With the 


Steel Frames and Nut Guards 


Of all Stillson Wrenches 
TRIMO is 
the Best 





Send for Catalog No. 133 


MADE BY 


TRIMONT MFG. CO. 


55-71 Amory Street Roxbury (Boston), Mass. 
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The Imprint of 
File Quality — 


Shrewd merchants find it wise to feature the 
NICHOLSON imprint at the very commence- 
ment of the sale. 





They discover in this familiar stamp a means 
whereby they can gain instant recognition and 
approval resulting in a saving of time and selling 


expense. 


The NICHOLSON trade mark stands for over 


fifty years of specialized experience; stands for 


a guarantee of shape, cut, quality and temper; 
for maximum ser- 

vice and positive 

file satisfaction. 


Have you read our book- 
let File Filosophy? If not, 
byall means getit at once. 


Nicholson FileCo. 


Providence, R. I., U.S. A. 


GY INVITATION 
MEMBER OF 
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“BROWN & SHARPE TOOLS from BOTH SIDES of the COUNTER” 











“Selling Side” 


Can Make Many Extra Sales of 
Brown & Sharpe Tools 


By acquainting himself with this line thoroughly he can quite often sell 
more tools than a customer planned to buy. Not by a polite “Is there 
anything else?” but by showing the customer the use and advantages 
of a new or improved tool. 


Study the possibilities for tool sales in your vicinity, acquaint yourself 
and your salesmen with this world-known, reliable line and add to your 
profits while making pleased customers for your store. 


WE PROTECT THE DEALER 











Next Week—Part 7 Our Catalog 27 sent on request. Send for it TODAY. 
The 
Final Judge BROWN & SHARPE MFG. CO., Providence, R. 1, U.S. A. 
A stock of our tools is carried at our Chicago Office and Store, 626-630 Washington Boulevard, Chicago, Ill. 
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Mark 


MEANS MUCH TO YOU 


It represents the highest quality pos- 
sible to make in screw cutting tools. 


It represents all the prestige and 
good will that have been accumulating 
for years for Little Giant, Green River, 
Lightning and Smart tools. 


It represents the most complete line 
—the line that contains the right tap 
or die or assortment for every specific 
purpose. 


Every tool is backed by the experi- 
ence of 45 years of making dependable 
taps and dies. 


Send for G.T.D. Catalog Ne. 37. 


Greenfield Ta 











Gitte Giant Co Div 


GREENRIVER 


The G. T. D. 
‘Mark 


means more than ever now on acceunt 
of the extensive advertising of the mark 
and products in the national magazines 
in addition to a larger-than-ever trade 
paper campaign. 

Millions of users are regularly seeing 
G.T.D. advertising in such papers as 
Saturday Evening Post, Literary Digest, 
Popular Mechanics and Scientific Amer- 
ican. 


Be ready for the calls for G.T.D. 
tools. 


If you are not familiar with mur pub- 
licity methods, send for the booklet 
“G.T.D. Plans.” 


We have some attractive stickers in 
colors, showing the G.T.D. mark prem- 
inently. Can you use a supply? 








pardllie Corporation 


Lariyng ~ 





gaccmaut Massachusetts. U.S.A. 


NEW YORK-28 Warren St — CHICAGO-I3 So. Clinton St — LONDON- 149 Queen Victoria St 
Canadian Factory ~ Wells Brothers Co.of Canada,Ltd — Galt,Ontario. 
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O buyer or user of 
Waste can afford 
to miss the new book, 
‘Producing the Fittest 
in Waste’’—telling 
how to buy and why. 


Write for yours to--: 


day——on your business 
letterhead, please. 
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LL twelve grades 

of Royal Cotton 
Waste are guaranteed 
for Quality (uniform)— 
“Tare’ or wrappings 
(6%)—W eight (even, as 
ordered). A grade for 
every need of service or 
price. Order by name. 


SIX WHITE ROYAL COTTON WASTE  $iX coLorep 





Baron 
Count 
Czar 
Duke 
Earl 


Twelve Standardized Grades 





King 
Marquis 
Mikado 
Prince 


Rajah 
Sultan 


Ask your jobber or write for Royal Sampling Catalogue; ask for samples of Royal Wool Waste. 


ROYAL MANUFACTURING C2 


New York Office—z Rector Street 
St. Louis Office—Pontiac Bldg. 


GENERAL SALES OFFICES AND PLANT 
RAHWAY, N. J. 


Chicago Office—People’s Gas Bldg. 


Pittsburgh Office—Oliver Bldg. 
San Francisco Office—Wells Fargo Bldg. 


LOOK FOR THE BRAND ON EACH STEEL BAND 
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The Lon? and the 
Short of It 


is that we make good rivets 
in many different sizes, 
shapes and finishes. Lon, 
slim rivets and chunky 
little rivets—they are all 
part of the big, Grand Cross- 


ing, rivet family. 


Grand Crossing, rivets 
keep their heads. They 
are made from rivet steel 
that is tougher than ordi- 
nary—steel that has high 
shearing resistance and 


high tensile strength. 


This Z00d steel is made 
into rivets by rivet-makers 
who know the “how” of it 
—men who have been 
makin, rivets in the Grand 


Crossing, plant for a Zener- 
ation. 


That's why Grand Cross- 
ing, rivets come to you with 
smooth, well-formed heads 
—no rough, 1 rapped edges, 


no imperfect heads. 


Made in various shapes 
and finishes, and in sizes 
up to one-half inch, for 
different requirements. 
Black, tinned and plated 
rivets, wheel rivets, barrel 
rivets, cooper rivets, hame 
rivets, trunk rivets, belt 
rivetsand many otherkinds. 
But wherever used, they 
are a big, factor of safety, 
worth many times their 
cost. 


July 19, 1917 


INTERSTATE IRON & STEEL COMPANY 


(Successor to GRAND CROSSING TACK CO.) 


Grand Crossing Works Grand Crossing, Illinois 
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\ Another Great Industry 


has chosen Atkins Silver Steel Saws 
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Battle planes, scout planes and the construction of the motors which drive them has made 
the use of the finest tools a necessity. 


Atkins Saws have been chosen because of their high quality and ability to produce the best 
results. 


You should complete your stock and derive profit from the fields which Atkins quality has 
opened for you. 


Serd at once for the right literature 
and let us help you get the profits. 


E. C. ATKINS & CO. Inc. 


Established 1857 
THE SILVER STEEL SAW PEOPLE 


Home Office and Factory, Indianapolis, Ind. Canadian Factory, Hamilton, Ont. 


Branches Carrying Complete Stocks in All Large Distributing Centers, as follows: 


Atlanta Minneapolis Portland, Ore. Vancouver, B. C. 
Chicago New Orleans San Francisco Sydney, N. S. W. 
Memphis New York City Seattle Paris, France 


John Shaw & Sons Wolverhampton, Ltd., Wolverhampton, England, Agents for Great Britain 
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Government 
Requirements 


* The Mark Thet Stands For 
. The Gest in Rope 


It has suddenly devolved upon Uncle Sam to serve the 
Nation and practically the whole world at large in the 
capacity of buyer and distributor. 


Our Government is in immediate need of goods of every 
description to an extent unparalleled in the history of the 
Nation. Manufacturing, transportation and labor in 
development of the country’s resources—all are co-oper- 
ating and are being co-ordinated to produce quality and 
service in this unprecedented need, that the situation may 
be met efficiently and with credit to ourselves and to the 
principles of democracy which are involved. 


With pardonable pride the Plymouth Cordage Com- 
pany points to the fact that through strict adherence to 
clearly defined business policies and high manufacturing 
standards we are already in position to intelligently serve 
the Government with Manila Rope of highest quality to 
meet their exacting needs. We have just recently been 
awarded a large Government order for Manila Rope with 
the following simple provision which is significant— 
“Manila Rope to be the standard grade of the Plymouth 
Cordage Company, known to the trade as Plymouth 
Manila.” 





PLYMOUTH CORDAGE COMPANY 
North Plymouth, Mass. Welland, Canada 


DISTRIBUTORS IN ALL LARGE CITIES 
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Ws do not claim 

especial commen- 
dation for adhering 
to our established 
policy of “All-Manila” 
in the manufacture of 
WHITLOCK Manila 
Rope. 


It pays our customers and it pays us. 


. WHITLOCK Manila is guaranteed 


100% Manila hemp with a minimum 
amount of high grade lubricant. 


Buyers of this rope invariably get 
what they have a right to expect. 


There are, however, a sufficient num- 
ber of “near-Manila” imitations to 
warrant suspicion, and Dealers should 
look for our trademark. 


Send for particulars regarding our complete line of 
Cordage Products and get posted to your advantage. 


Department C 


WAITLOCK CORDAGE (oO. 


46 South Street, New York 
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Blue Print Stage 


This is the time to sell the com- 
plete line of hardware for new 
buildings. Get in touch with the 
architects, builders or owners and 
show them that “Sargent” is to 
hardware what Sterling is to 
silver. 


Sargent locks, latches, escutch- 
eons, window catches and other 
furnishings add finishing touches 
to the perfect house. Sargent 
quality, durability and design sat- 
isfy the most exacting demands. 


SARGENT & COMPANY 


Manufacturers 


New Haven, Conn. New York 
Boston Chicago 


SARGENT 


REG. U.S. PAT. OFF. 
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Simonds Saws 
Create Good Business 


The store that sells Simonds 

Saws reaps a continual har- 

vest of good-will—that 

A ; makes good business. There 
a S is always a large measure of 

x F profit and satisfaction, both 


Al \ | 
Mae LL MMA ‘ to dealer and customer. 
A RR 





The makers of 


\ 


have an 85 year old reputa- 
tion for making satisfactory 
saws. The service they can 
render you in building a 
great saw trade requires no 
comment. 


There is substantial profit for 
you in Simonds Saws. Are 
you ready for our proposition? 


"SIMONDS 


MANUFACTURING COMPAN 


“The Saw Makers” 


. 7 Fitchburg, Mass. 
Five Factories. Kleven Branches. 
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BLUE STREAKS 


TRADE MARK REG. U. S. PAT. OFF 





Reaching the Millions 


E reproduce, on the opposite page, another 

one of the policy advertisements through 
which Goodyear is talking from week to week 
to the bicycle riders of America. 


We direct your attention to this campaign be- 
cause it is of such vital interest to every bicycle 
dealer in America, as well as to the rider. 


Goodyear Blue Streak Tires 
are rapidly putting bicycle 
tire buying, generally, on a 
clean business basis. The 
rider need no longer buy in 
the dark. He may figure out 
for himself where the mis- 
take was made in the past— 
why he was so often disap- 
pointed in his tires. 


Goodyear explains in this 
advertising the modern and 


efficient way of making and 
selling tires. 


And this great movement for 
better tires cheaperis mak- 
ing bicycling better than 
ever, every where. 


Naturally, such a campaign 
helps the dealer. It means a 
bigger and better bicycle 
business. 


Do you stock Goodyear 
Blue Streaks? 


The Goodyear Tire & Rubber Company, Akron, Ohio 
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WHE N the Government 
puts a stop to food spec- 
ulation the public is pleased 
bat the speculators are not. 


It Took Nerve to’RKedu 





Durable Tires Help You Save 





You get more for your money 
ina Goodyear Blue Streak Bi- 
cycle Tire than in any ordinary 
tire. Goodyear Blue Streaks 
have tough, long-wearing treads 
with two reinforcing strips of 
rugged fabric under the tread. 
The tire body is two-ply and 
extremely stout. This makes 
Good year Blue Streaks rugged 
and strong and economical. 





Lively Tires Help You Pedal 





Goodyear Blue Streaks are 
not only long wearing but they 
are full of life. The two-ply tire 
body is laid in active rubber, 
making the tire elastic and quick. 
A high grade of fabric is used, 
immensely strong but not heavy. 
Such construction means resil- 
ience. Resilience makes pedal- 
ing easy. 






TRADE MARK REG. U. S. PAT. OFF.€ 

















T does not cost as much to make a good bicycle 
tire as some dealers’ prices would lead you to 
believe. It is the needless profits consumed between 
the factory and the rider which have been to blame 
for the high prices of bicycle tires in the past. 


The Good year plan of mak- 
ing and selling Blue Streak 
Bicycle Tires has finally 
changed this condition for the 
rider. You may now buy really 
good quality tires for as little 
as $3.25 each. 


You have a right to know 
how most bicycle tires are sold. 
The dealer does not buy di- 
rectly from the factory. Sev- 
eral profits are made before the 
dealer receives his tires. en, 
too, most manufacturers make 
a great many brands of bicycle 
tires. That means their cost is 
much higher than necessary. 
And in the past the dealer has 
fixed his own prices and de- 
termined his own profits. The 
rider has paid what the dealer 
asked. 


Goodyear decided to save 
the rider these wastes and need- 
less profits on bicycle tires. 
The Good year dealer makts a 
fair profit on Blue Streaks. He 
buys direct from Goodyear. 
Good y ear makesonly one tire, 
standard quality. Goodyear 
advertises the price of that tire 
to you. 

Some dealers do not handle 
Goody ear Blue Streaks. They 
prefer to sella tire on which 
they make more profit. So it 
took nerve to reduce the deal- 
er’s profit. 

But the dealer who believes 
in giving the rider a square deal 
prefers to sell Goodyear Blue 
Streaks. He sells more tires in 
the long run at a smaller profit. 
And each tire makes a friend. 





WHEN Goodyear began 
giving better bicycle tires 
cheaper, not all dealers were 
pleased, but the bicycle rider 
was. 


ee the Dealer’s Profit 


Blue Streaks Don't“ Side-Slip™ 





Of course, you want a good 
non-skid tread. Goody ear Blue 
Streaks have this. Sharp-edged 
blocks of rugged rubber bite the 
road like teeth, under your 
weight. Press your thumb on a 
Blue Streak tread and you can 
feel the “bite” which prevents 
side-skpping. 





Tires Must Look Good, Too 





Goodyear made its Blue 
Streaks as good as could be. 
Then we added beauty. You 
can always tell a Good y ear Blue 
Streak by its handsome appear- 
ance. Your friends will admire 
these tires. Be sure your dealer 
gives you tires with the hand- 
some Blue Streaks around the 
side. 


See your Goodyear Dealer or write The Goodyear Tire & Rubber Co., Akron, Ohio, for his address. 


ERTS 
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Customer 


Confidence 


Ask 100 hardware dealers what their greatest business 
asset is. 


Niece REVOLVER 


ce 


Ninety will answer— 


“Customer confidence.” 


Back of Iver Johnson products stands a 46-year reputation for 
producing “Honest Goods at Honest Prices.” 


Millions of satisfied Iver Johnson users have learned from experi- 
ence that the name “Iver Johnson’’ pn Revolvers, Shotguns, Bicycles 
and Motorcycles is a guarantee of originality and correctness of Design 
—of super-quality of Materials—of super-quality of Workmanship. 


Iver Johnson products are easily sold. They stay sold. Why not 
win greater customer confidence for your store by selling Iver Johnson 
Revolvers, Shotguns and Bicycles? Iver Johnson goods will win out 
against honest competition and are profitable to handle. 





Indicate which books you want: A, “Arms”; B, ‘‘Bicycles’’; C, 
“*Motorcycles.”’ 


Iver Johnson’s Arms & Cycle Works 


332 River Street, Fitchburg, Mass. 


New York: 99 Chambers Street San Francisco: 717 Market Street 
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Steel Fishing Rods | 


Samson and Sunnybrook Brands 


MADE IN .. 


Bait, Fly and Casting Rods 








TAKE ADVANTAGE. On account 
of the extremely cold weather that 
prevailed during the Spring, July and 
August are going to be big fishing 
tackle months. An unusual demand is 
assured. It is therefore up to the dis- 
tributer to have a complete stock and 
take advantage of these conditions. 


We are prepared and have in stock a 
full assortment of rods. Your orders 
will be shipped immediately. 


INTERESTING FACTS. The scar- 
city of bamboo rods coupled with 


the high prices indicates an unprece- . 


dented demand for steel rods. We 
suggest seriously that you take up the 
matter of your next season’s require- 
ment with us at the earliest possible 
moment. Our salesmen will leave the 
factory soon after August first with 
full information. 


LL. UNION HARDWARE COMPANY ——— 


New York Office, 99 Chambers St. TORRINGTON, CONN. 
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Noiseless! 


“Silence is golden.” That is the principle on 
which these casters work. They do not speak, pre- 
ferring to allow their good points and features to 
do it for them. 

Their frictionless bearings prevent noise. They 
cannot scratch or mar highly finished floors. The 
roller axle is three times the size of ordinary wire 
rivets used in other casters—built extra strong to 
stand a heavy strain. 
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They Sellas Easily 
as They Roll 


And that is saying a whole lot. 


Tell your customers how easy- 
running and noiseless the Dia- 
mond Velvet Casters are, and 
they will be interested. Just 
examine a sample Diamond Vel- 
vet Caster. It will appeal to 
you. We will send that sample 
on request. 


M. B. Schenck 
Company 
Meriden, Conn. 
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Every Range Buyer Is a Linoleum Prospect 


“We sincerely believe that nine out of every ten who are 

discarding the old cook stove take advantage of the opportunity 

| to buy new linoleum, having it put down before placing the new 
range.” 














This is, in effect, the opinion of the Reynoldsville Hardware Com- 
pany, Reynoldsville, Pa., who have found it quite profitable to sell 


Armstrong’s (A) Linoleum 


The customer will ‘‘look for the new range first and follow it up by 
purchasing linoleum,”’ they say. It is their belief also that the hardware 
merchant who does not handle linoleum ‘“‘not only loses the profit on the 
sale of it, but also drives the customer to the other fellow’s store.” 


Bathroom fixtures, kitchenware, porch swings, stoves, étc., all draw 
prospective linoleum customers to your store. May we send you, without 
obligation, prices, samples and complete information about our free win- 
dow displays, lantern slides, show cards, newspaper cuts, etc. ? Don't over- 
look this real sales opportunity. 


Mail the coupon 


N 
| 








Armstrong Cork C0. “sssesx= 


Linoleum Dept. Lancaster Pa Ye Ae 


Please send prices and samples of 
Armstrong's Linoleum; also complete 


information about the free window 
\ G eo. B S w ay ne displays lantern : slides, Pi moa ; 
\ Selling Agent : 3 
= Name Coeeeeoeosreeeseseeseeseseesoecoes » 





212 Fifth Ave New York- Heyworth Bldg Chicago 
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Two Good Brands | 


Here are two good brands of poultry netting, each brand best meeting the 
purpose intended. 

For customers who want an especially strong, durable, well made netting 
our Excelsior Brand will surely satisfy. This popular brand always wears well, 
hangs well and is pliable and easy to handle. It is thoroughly galvanized 
after weaving and every point and twist jis carefully soldered to insure the 

greatest strength and : service. 

For those who want a netting that 
will cost them less money yet fill 
every requirement for a popular Las 
priced wire we recommend our 
Western Brand. This brand is made 
with the same care as Excelsior ex- 
cept that it is galvanized before in- 
stead of after weaving. It gives 
very good satisfaction, however, for 
all purposes where a lower priced 
brand will fill the bill. 

You are safe in handling either 
brand. 

Send for Catalogue and Trade 
Prices. 
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Wright Wire Company 


Worcester, Massachusetts 


; Bostor, New York, Philadelphia, Chicago, San Francisco 
Galvanized After Weaving Galvanized Before Weaving 
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OU can make these Clinton specialties move “like “CLINTON” 
hot cakes”—just show them—your trade will do | Flestrically-Welded 

the rest. 

The name “Clinton” means quality — Clinton Wire Cloth, Clinton 

Pompeiian Bronze Screen Cloth, Clinton Silver Finish Poultry Netting 

—every item in the Clinton line is the best that can be made. 


SEND FOR CLINTON CATALOG 





























| ? “CLINTON” 
Electrically-Welded ‘CLINTON” Poultry Netting Electrically-Welded 


- ZED AFTER WOVEN i nt Support 
Park Basket “ CLINTON BRAND GALVANIZED BEFORE WOVEN Folding Plant Supp 


Clinton Wire Cloth Company, Clinton, Mass. 


BOSTON NEW YORK CHICAGO 


First Weavers of Wire by Power in the World 
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A @estclox Alarm 


Growth 


O great institution 

leaps into being 
in the winking of aneye. 
Most notable move- 
ments or achievements 
find their being under 
stress. 

So the Western Clock 
Company, too, had its period 
of probation to experience. 
There were obstacles. There 


were discouragements. But, 
also, there were triumphs. 


The Westclox patented 
construction was new—rad- 
ically different. Critics were 
busy. But Westclox construc- 


La Salle, Ill., U.S. A. Western Clock Co. Makers of Westclox 


Westclox: Big Ben, Baby Ben, Pocket Ben, America, Bingo and Sleep-Meter 


tion proved itself. Westclox 
confidence, persistence and 
determination won their 
victory. 


Progress and growth came 
quickly as the yearsadvanced. 


In 1889 the Western Clock 
Company had an output 
of only fifty clocks a day. 
Twenty-five men built them. 

Today there is an annual pro- 
duction of over four million clocks. 
Fifteen hundred workers build 
them. 


The Western Clock Company 
is the youngest alarm clock manu- 
facturer in the United States. 


It is also the largest in the world. 
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Wickwire Cortland 
Brothers 


New York 
Inc. 


There's more than one reason for the popularity and selling sue and highest qual Wickwire fpodees, but all 
of them can be traced back to the idea of giving the best value aaa quality possib 

We mine our own ores, operate our own blast furnaces, open hearth mills, rod and Biss mills, etc. 
In short, we control every step in the manufacture, and therefore can regulate the quality from the 
beginning to the end. Nothing but the best is allowed to pass. Ask your jobber for prices. 
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A Back Breaking Job 


FOR A STRONG MAN 


IS CHILD’S PLAY 
WITH A ROSE TIRE PUMP 














ON THE MARKET THREE YEARS AND NOW 
THE BIGGEST SELLER IN ITS LINE 


For Sale By Most Jobbers 


TO SHOW YOU we will send you a sample Rose Pump 
direct from the factory at the regular dealer's price, 
transportation charges prepaid, providing you will send 
us the name of your jobber. 


J. H. Haney & Co., Hastings, Neb. 


Manufacturers 


The Rose Way Rose Tire Pumps, Rose Grease Guns, Rose Fan Belts, and All 
The E, Z. Way Automobile Leather Accessories 
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Surpassed in their 
Uniformly Good Qualities 


INLAND STEEL COMPANY 


First National Bank Bldé. Chicago. 


Works, Indiana Harbor, Ind. and Chicago Heights, Ill. 
Branch Offices, ST.LOUIS-ST.PAU l- MILWAUKEE: DENVER-DALLAS. 
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GET OUR 240 PAGE CATALOG OF 


“BATH ROOM FIXTURES 


OUR LINE includes every known fixture for furnishing the bath room 
—the largest line made by any one manufacturer. 


WE USE only the best quality of ma- 
terial. Every article is made of brass 
and is highly polished before being 
nickel plated. 


WE SELL to dealers only. From the 
large variety in our line, every dealer’s 
want can be satisfied, and from our large 
stock carried at all times, prompt ship- 
ments are assured. 


OUR PRICES are moderate, making the 
line a popular seller to the consumer and 
attractive to dealers. 

















Ask for Catalog F 


AMERICAN RING CO. 


Established 1810 Incorporated 1852 
Waterbury, Conn. 


Sales Offices: 
2 Hudson St., New York 170 Summer St., Boston 
116 New Montgomery St., San Francisco 
1611 Heyworth Bidg., Chicago 









































cc THE 
VITAL POINT 


The dasher is the heart of 
any washer. The famous 
Voss Vacuum Dasher is the 
most efficient one on the 
market today. It is a proven 
success. The Voss Dasher 
takes its air supply from in- 
side the tub, therefore al- 
ways using hot air and never 
cooling the water. 


Write at once for our 40 
page catalogue No. 7 


VOSS BROS. MFG. CO. 
DAVENPORT, IOWA 























Decide Right Now 7 
THE STARR ORANGE 
DERINDER 
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wa, aay to Uperate The DERINDER is new, novel and sanitary, 
‘ote th imp! it , . . 
Of derinding. ‘Takes the ried ot It is nickel plated; abnormal demand cre- 
either thick or thin skinned oranges ° . . 
without losing a drop of juice or ated by its efficiency and low price. 
soiling the hands. 





Retails for the Popular Price of 25c Each 








The DERINDER removes the rind from 
ORANGES, GRAPE FRUIT and LEMONS, 
without losing a drop of juice or soiling the 
hands. It is easy to operate and incompar- 
able for its practicability. 












































aff WE SUPPLY YOU WITH A BEAUTIFUL FOUR 
vractical and Efficient COLOR COUNTER DISPLAY CARD 


Above you see just how well tne 
STARR ORANGE DERINDER does 
its work The rind is removed in- 
tact and the orange fruit is left 


wan A Pm Write for a trial order of DERINDER NOW 


THE JOHNSON -STARR COMPANY, “srrincrtep, onto" 
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Fall In Line for a Big Fall Trade 


“In time of peace prepare for war.” In time of 
heat prepare for cold. Shrewd Hardware mer- 
chants are planning now for a big Fall trade on 
Ironton Bunsen Gas Heaters. 

Unless all signs fail 


Ironton Bunsen 
Heaters 


will sell well the coming Fall, because people have 
learned during these days of high prices to econ- 
omise. On cool mornings and nights and during 
moderately cold weather they won't run coal fires 
in stoves, furnaces and steam boilers when these 
gas heaters will provide ample heat at a fraction of 
the cost. 
These popular heaters actually save 50% more 
° e gas than any other heater. No odor—no soot—no 
Made in various smoke. Push them this Fall when the first cool 
weather comes. 
Our exclusive agency proposition is a trade win- 


Sizes and Styles ner. Write to us now. 


for all sorts of Ironton Incandescent 
Rooms at Prices Light and Supply Co. 


to suit all Classes Ironton Ohio 
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AAMERICAN 
ScrREWw 
CompPaNy 


WOOD SCREWS 
MACHINE SCREWS 
TIRE BOLTS 
STOVE BOLTS 


PROVIDENCE, RHODE ISLAND 


WESTERN DEPOT: 
69 East Lake Street, Chicago, Illinois 
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Place It Where It Can Be Seen 


Place this cabinet with its array of 
Forstner Auger Bits where your carpen- 
ter and woodworking customers can see 
it, then sit back, or rather, stand alive 
and watch them stop and bite. 

Forstner Bits bore their way through 
hard, knotty, cross-grained wood, leaving 
a smooth hole and polished surface. They 
are the only bits not dependent on a 
center level to guide them. They cut 
from the outer rim, the entire surface is 
at work all the time; no jagged ends. 
You can use them as gouges or chisels; 
you can do scalloping, fancy scroll twist 

columns, newels, rib- 
bon moulding, etc. 

Let us send you de- 
tails on this free display 
cabinet. 














| The Progressive Manufacturing Co. 
Torrington, Conn., U. S. A. 


RN OR CR RR 8000000 
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STEEL CEILINGS 


Perfect in Quality, Design and Workmanship 


For All Classes of Buildings 


Whatever your requirements are, our large and com- 
plete line is sure to contain the very design your 
customer wants. Catalog on request. 


Die Cut Nail Holes and Repressed Beads 





Design No. 2435 
New, Beautiful, Exclusive Designs 





Illustrating one of the several new Easv : : : 

L 5 uas an uick 10 

desiens. We have the largest and s} d q erect . at less COR and with more 
most exclusive selection. satisfaction. All plates in perfect alignment. 


MILWAUKEE CORRUGATING CO. 


Branch at Kansas City, Mo. Milwaukee, Wis. 


























No Spreading of the Wires 


If you have ever had complaints about the wires spreading 
in Hardware cloth—here’s a pointer worth knowing. 


In all of the ‘“Perfect’’ Galvanized Wire Cloth the galvan- 
izing is done after the cloth is woven. This method securely 
solders each joint and prevents spreading of the wires when the 
cloth is in use. 


For fruit evaporating purposes, for belts in drying machines, 
for fireproof construction in place of wood lath, for cellar win- 
dows, for ash sifters, for lining corn cribs to protect against rats 
and field mice and for countless other purposes, the ‘Perfect 
Galvanized Hardware Cloth is unequaled. 


Its great strength, rust resisting qualities and long service 
make it the most reliable cloth you can handle. 





Ludlow - Saylor Wire Co. 


St. Louis, Mo. 
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In the Long Run a 
Bishop s Greyhound’ 


Picture a greyhound with wings—the long, graceful 
certain stroke of the dog’s limbs that carries him tire- 
lessly on and on; a balance, a poise that insures the 
evenness of his stride; a fineness of bone and of build 
that carry him forward and forward. 


Wipe out the picture of the flying dog and substitute 
one of a saw that fits the same description. 


It is a Bishop’s “Greyhound” Saw 


Geo. H. Bishop & Company 


Lawrenceburg indiana, U. S. A. 
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It's the sensible thing for you, Mr. Dealer, 
==" under present conditions, to take a few 
minutes of your time one of these days in 
the near future and look over your stock 


of seasonable MYERS Lines—Pumps for 
Every Purpose, Hay Unloading Tools, Hay 








HAY TOOLS & DOOR HANGERS Rack Brackets, Stayon and Tubular Door 
NY 


Hangers. 


Get in under the wire with an order for the additional you will require for your 


THEN---scnne: trade. Chances are you will be disappointed if you delay. 


; Our factory facilities and supply of raw materials are way above the average 
WHILE--:.: a time like this and naturally revert to the benefit of Myers Dealers, yet 


freight shipments move slow and are uncertain, and disappointment will be 
the lot of many a procrastinator who waits until the eleventh hour. 


Protect yourself and meet the demands of your customers by 
WHY NO Toweentcipating? This is the wise thing to do, and especially on sea- 


sonable goods like Myers Pumps, Hay Tools, Door Hangers, Etc., 
for which there is always a general demand. 


CERT AINLY--- Probabilities os Rant yer ton — ie 
F. E. MYERS & BRO. - - ~ -_ Ashland, Ohio 


Ashland Pump and Hay Tool Works 
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O.K. Plumbs 


and Levels 


Here is a complete line of plumbs and 
levels made to suit the various require- 
ments of different types of workmen. 
The stocks are made of the best selected 
seasoned hardwood, light weight, glued 
together with waterproof glue and guar- 
anteed to give better service than metal. 
The level glasses are the best quality, 
clear tubes, accurately proved inside, 
leaving a true cylindrical form. Send for 
complete catalog showing the full line. 


The Toledo Rack & Level Co. 


Ad edt, babs : Toledo, Ohio 
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> EAVES TROUGH 
. AND CONDUCTOR 
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Conductor Pipe: Plain Round, 
Plain Square, Round Corru- 
gated and Square Corrugated. 
All styles Elbows and 

Fittings, Etc. 


Eaves Trough: Lap and Slip 
Joint Single Bead; Lap and Slip 
Joint Double Bead. Also “Angle- 
Edge” —“cannot sag.” 





Hevistitensinz, 










LL Corco Eaves Trough, Conductor Pipe and Fittings are furnished in Galvanized 
Steel, Terne Plate, Iron or Copper. They are made from full weight prime stock 

and formed on specially designed and constructed machinery. 

Materials used are the same that have made Corco Sheets and Formed Roofings the 

“stand-by”’ of trade and consumer for a quarter-century. 

Stocks are carried at all warehouses. Write nearest address for prices and catalog. The 

Corco Line of sheet metal products consists of hundreds of items for fire-safe building 

and household utility. 










Whitaker-Glessner Company 
WHEELING CORRUGATING DEPT. 
Wheeling, W. Va. 


Branch Offices and Stores: 


Philadelphia Kansas City New York 
Chattanooga Richmond St. Louis 
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A Line That Is 
Especially in Demand 
At This Time 


Chops 2 Ibs. of meat 
per minute. Weight, 
4 Ibs. 


Chops 2% Ibs. of meat 
per minute. Weight, 
4% Ibs. 


Chops 3 lbs. of meat 
per minute. Weight, 
8 Ibs. 
Housewives everywhere are talking, are 


practising economy. It has become a na- 
tional issue. 


Hardware dealers should take advantage 
of this opportunity to increase their sales of 


“ENTERPRISE” 


Food Choppers 


The women, if told of the variety of 
appetizing dishes that can be made from 
cheap cuts of meat and from left-overs, will 
in most cases be glad to purchase an “En- 
terprise.” 


The market is already made; the demand 
has been created; it only remains for the 
dealer to show the housewife the economy 
of “‘Enterprise’’ Food Choppers and reap the 
benefits: 


THE FOUR CUTTERS 


(1) For Chopping (3) For Choppi 


sausage and Mince " 

Meat, a le 1D 

Steak, ttes, 

© : : .  Tripe, 
° ki 

amc Cc nds for Soups, 


Fine : , Coarse °¢- 


(2) For Chopping 
Scrap Meat for | iy Ma 


aoanun Fini 0 of an oily nature. 
Fritters, etc. 
Medium Nut Butter Cutter 


You can depend on a substantial profit 
and successfully meet all competition with 
the ‘Enterprise’ Line. 


Order from your jobber. 


The Enterprise Mfg. Co. of Pa. 
Philadelphia, U. S. A. 


29 Murray Street 530 Golden Gate Avenue 
New York San Francisco 














Sturdiness 


in kitchen ware is abso- 
lutely essential to stand up 
under the hard use that it is 
put to. What good is a pot 
or a pan if it is going to leak 
or chip off and in a few 
months be consigned to the 
scrap heap? 


Real Solid 


Aluminum Ware 


has the inbuilt strength to stand up 
for years under the hardest usage. 
It is drawn or stamped from a single 
piece of pure aluminum. The fin- 
ished product consisting of aluminum 
only and in one piece—no seams to 
leak, no enamel tg chip off. The 
metal is not skimped to save cost— 
there is a generous amount of it to 
ensure long, hard use. 

Thrifty housewives are taken with 
the sturdiness of “‘Real Solid:’ ware 
— it lasts a life time. 

Surely you want our catalog. 


The Buckeye Aluminum Co. 


Wooster, Ohio 



































If You Deal in Pumps 
You Need This Catalogue! 


Wouldn't you like to havea real pump book— 
one which tells which pump to recommend for 
certain conditions; how it should be installed; 
how and why it works, and why it won't, when 
it don't? 

The new No. 25 Deining Catalogne isa cyclo- 
pedia of pump knowledge. If you are at all 
interested in pumps, you will prize a copy of 


this splendid book which tells all about 


CTEMMIN 


Hand and Power Pumps 


Following is a partial list of the contents of the 
new Deming Catalogue, which is separated 
into fifteen different sections: 


Cistern and Pitcher Spout Pumps 

Set Length Pumps 

Well Pump Standards 

Cylinders or Working Barrels 

Pipe and Pump Supplies 
Miscellaneous Hand and Power Pumps 
Hydro-pneumatic Water Systems 
Triplex and Deep Well Power Pumps 
Spray Pumps and Nozzles 


Send to-day for your copy. 


The Deming Co., Salem, Ohio 


General Distributing Agencies 
Chicago, Henion & Hubbell 
Pittsburgh, Harris Pump & Supply Company 
New York, Ralph B. Carter Company 
Buffalo, Root, Neal & Company 


Agencies in Principal Cities 
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It Keeps Cool 


In any situation, under any circum- 
stances, in the hottest weather and in 
the presence of the most elaborate 
electrical equipment you can rely 
upon the record of the 


<Grant: Brown SreepoMETER 


Its centrifugal principle makes it 
immune to all extraneous influences. 
This quality alone should be sufficient 
to place the Corbin-Brown on your 


dash-board, but there are others— 


A strong, simple mechanism, a 
shock-absorbing, flexible shafting, a 
steady hand and a handsome readable 
dial. 


Then there is the Corbin-Brown 
Maximum Speed Hand Attachment 
which precludes the necessity of keep- 
ing your eyes on the speedometer dur- 
ing fast driving. This hand registers 
the highest speed and remains at that 
point until reset at zero by the driver. 


Extra cost for equipping this device, $2.50 
At the nearest garage. 
Write for Catalog. 


The Corbin Screw Corporation 


THE AMERICAN HARDWARE CORPORATION, Successor 
NEW BRITAIN, CONN. 
BRANCHES: New York Chicago Philadelphia 
Makers of Corbin Duplex Coaster Brakes for Bicycles 
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Floor Brushes 


RUSHES of this construc- 
tion are designed for Fac- 
tory, Office and Home use. 


Our assortment includes a 
range from High-Priced Bristle 
to the Cheap Fibre Brushes. 


A special OSBORN Combina- 
tion Wire and Fibre Floor Brush 
is being recommended for Fac- 
tory, Garage, Office and House- 
hold use. 


Dusters 


Counter Dusters of various 
shapes and sizes, in line with the 
requirements of Factories, Of- 
fices, Stores and Homes, and a 
quality for every purpose. 


A catalog showing a com- 
plete line of BRUSHES and 
BROOMS, HARDWARE SPE- 
CIALTIES and FOUNDRY 
SUPPLIES will be sent on re- 
quest. 


THE OSBORN MANUFACTURING Co. 


CLEVELAND NEW YORK 
5401 Hamilton Avenue 395 Broadway 


CHICAGO DETROIT 
155 North Clark Street 672 Atwater Street, East 


SAN FRANCISCO, 61 First Street 














HARDWARE AGE 


ANKYRA 
Bolts 
do Sell 


Every new building 
—every old building 
—is your market for 


ANKYRA 


| It matters not what 
| the wall is—wood or 


wire lath, plaster, 
sheet iron, stone or 
hollow tile—ANKY- 
RA will hold till the 


wall gives way. 


' 
And yet grounds may 


be adjusted or fixtures 
removed and replaced 
at will. 

Ankyra Ankor Bolts 
are “Self - riveting, 
Self-adjusting.” 

That is only one rea- 
son why they are so 
easy to sell. 

We furnish dealers an 
attractive and striking 
counter stand, which 
illustrates the meth- ; 
ods of using and ap- 
plying ANKYRAS. 
Dealer helps and cir- 
culars with your im- 


print are part of our 

additional co - opera- 

tion. 

Write for information 

and the ANKYRA 

booklet — no_ obliga- 

tion, of course. 

ANKYRA MFG. CO.# 

150 Berkley Street, Wayne Junction " 

PHILADELPHIA 


ANKYRA holdi-g shade 
fixtures through metal 
window frames. 


.) 


Method ” adjusting 
grounds with wedges— 
always tight. 
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—lumber is high 
—labor is high 
—speed is demanded 


Naturally men in the construc- 
tion business are seeking every 
possible way to reduce building 
costs. 


You can make YOUR HARD- 
WARE STORE a center of inter- 


est if you offer 


“TROUBLE SAVER” 
STEEL SCAFFOLDS 


and cash in on our advertising in trade 
papers to Contractors, Carpenters, 
Plasterers, Bricklayers, Painters and 
Stuccoers. 


“Trouble Savers’’ fold up and take but 
little shelf room—nor do they stay on 
the shelf after your community knows 
you havethem. They MOVE. Weare 
constantly advertising to the trade to 
help make them move. 


There are other, mighty profitable ways 
we help make sales for you, too. 


Wouldn't it be worth while to ASK 
about it? 


THESTEEL SCAFFOLDING CO. 


105-107 Governor St., EVANSVILLE, IND. 











The Purpose 
of 


Hardware 
Age 


is to Serve 


YOU 


The one idea back of all its editorial work 
is to present in an attractive, understand- 
able way, the news, comments, helps and 
suggestions that will assist you to make 
your business more profitable. 


The foundation of our work is service. 


We want to serve you, not only by telling 
what others are doing, but in a real per- 
sonal sense. 


Should it happen that the articles, broad 
in their scope as they are, do not meet 
your particular need, write us. 


If you want information regarding where 
to get certain lines, write us. 


If you want suggestions on merchandising 
your stocks, write us. 


Don't hesitate because you think the re- 
quest too small to bother us about. We 
want to serve you in both the big and little 
things. 

And if there is any subject you think 
would be of interest, not alone to you 
personally, but to the trade in general, 
suggest it to us. 

This is your paper, published in your in- 
terests and edited with the idea of giving 
you the things you want to know. 


Hardware Age 
239 West 39th Street 
New York 








July 19, 1917 








July 19, 1917 


Six Feet of Wrenches 
Including a Wide 
Range of Types 
and Sizes 


To the motor accessory 
‘store, garage and hardware 
store, a direct sales display 
‘board such as is here shown 
is a valuable asset. 


Many thousands of deal- 
ers have used them with the 


most marked success. 


They stimulate sales 

‘They increase profits 

‘They save time 

They aid the purchaser 
‘They show the stock on hand 


The board illustrated here is 
‘No. 3. Each bracket contains 
‘six wrenches of a type, and each 
‘type has a practical purpose and 
is included because the demand 
“on the part of the consumer has 
justified it. 


This is the modern and pro- 
gressive way to sell wrenches. 
‘It is also the most practical and 
Profitable. It has already dem- 
‘onstrated its value .and more 
dealers every day are falling in 
line. More than 4000 merchants 
‘throughout the country are dis- 
playing with marked success 
Billings & Spencer Wrench 
‘Boards. 


Get in touch with us at once. 


Send for 34th Edition of Cata- 


flog just issued. 


LG FILLINGS 


SPENCER 


HART FORDCCONN. LSA 
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Arch Joint—Pull Bound 


Double Arch Joint—Full Bound 


Boxwood Rules 


The name “STANLEY” on a BOXWOOD 
RULE carries with it a guarantee of quality. This 
is assured by the materials used in the production 
of the goods, the advanced methods employed in 
their manufacture and the experience of a com- 
pany which has been making Boxwood Rules for 
nearly sixty years. 


The dealer who stocks STANLEY BOXWOOD 
RULES can depend on his customer being satisfied. 


STANLEY Rute & Lever Ca. 
New Britain, Conn. U. 
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This Will Interest You— 


One 25 watt 32 volt Lux Nitro Lamp gives 23 spher. C.P. 
“ “ Standard Tungsten“ “ 18 “ “ 
An increase for equivalent current consumptionof 5 “ “ 








\Each Sale Means Another 


Recommendation has sold 850,000 Royal Self 
Heating Irons and will sell many thousands 
more—many in your store when you handle 





There's a good profit for you and the certainty of 
added sales on recommendation. Women in your 
town are looking for modern, labor-saving devices— 
the Royal will turn their attention to your store. 
“Royal Salesmanship,” handsome bound book free 
with dealer’s information on request. Request now, 
with your name and address. 


Royal Iron Mfg. Company 


522 Wayne Street BIG PRAIRIE, OHIO 








THE OSCILLATOR 


Vacuum Washer 


“Ask the Woman Who Uses One’”’ 


THE EFFICIENCY WASHER 


The great objective in every washing machine 
built today is more efficiency. And efficiency merely 
means making one motion do what it took two to 
do before—making one hour yield up results that 
two gave you before. The “Oscillator” gives this 
service to its users. Wouldn’t this efficiency please 
your trade? Let us tell you how to sell ten washers 
where you now sell one. 


We make Hand, Electric and Engine Power Washers 
Write for Prices and Our Exclusive Agency Propositi 





Kiel Manufacturing Co. 
Albert Lea, Minnesota 























CARY’S SUPERIOR 
METAL JOINT FASTENERS 


Warranted satisfactory in every respect. They are given the 
preference for their uniform high grade quality and finish. 
Made in many widths and with any number of 
corrugations desired. 

Divergent 
and 
Parallel 


Corrugations 


SAW EDGE PLAIN EDGE 


Packed in cartons of 500 and 1000 and in bulk. Also put up in 
coils, wound right-hand and left, and with straight corrugations 
for use in Automatic Driving Machines. 


Largest Stocks Always on Hand—Immediate Shipment 


Cary Mig. Co, ™ LE 











Don’t Forget To Consult The 


CLASSIFIED INDEX 








The classified index of Hardware Age con- 
tains much valuable information. Some- 
times an advertiser makes several lines— 
and only one line will be represented in 
his advertisement—but if you will refer 
to the classified index in most cases you 
will find what you are looking for. 








IF IN DOUBT REFER TO THE INDEX 
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No. 234, 1% In. Special Washer. No, 238, 1 In. 


SLOTTED SCREW TIPS 


This slotted screw Tip has been made principally to satisfy a demand for a cheaper 
grade of Tip. A Special Washer has been constructed so as to prevent the rary ved 
head from pulling off. Write for full information. 


ELASTIC TIP CO. 370 Atlantic Ave., Boston, Mass. 
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one time, 
cost $115, 
but sold 37 
F Hoovers— 

zai} over $2,000 
=| worth! 


This ad was supplied by the Hoover Advertising 
Service. Produced 52 inquiries from the Milwaukee 
Journal, April 2nd. 75% were sold. Scores of 
people mentioned having seen the ad. 









Wherever good. 
reliable, old New 
England quality is 
appreciated you 
will find Parker 
Clocks giving good 
service, 
















Since 1873 
Parker Clocks 
have been known 
as reliable time- 
pieces, built up to 
a standard, not 
down to a price. 
Parker Clocks are 
sold on their own 
merits exclusively. Each clock is run and tested 
before shipment. 













Dealers—Here is a reliable New England product, 


With Patented Motor-Driven Brush thoroughly guaranteed, with a better profit than you 
can make on any clock with a forced demand. Are 
Regularly each month all Hoover dealers are furnished live ads, | you strong enough in your local trade to sell it and 
small and large, that actua/ly sell the goods, like the one shown here. | make a legitimate profit ? 
That is one reason why Hoover dealers make 150% to 300% gross a 
profit per dollar put in the Hoover line—and total large volumes. Write for our proposition. 


We'll enable YOU to do fully as well. 
Write for proof. Better still, send us an order for demonstrators. 


The Hoover Suction Sweeper Company 


Box 606 New Berlin, Ohio Meriden, Conn. - 
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Don't pass up profits like thesel The Parker Clock Co. 





QUALITY plus SERVICE equals SATISFACTION 


In offering you our line of goods, we are offering you QUALITY and SERVICE, and 
complete Satisfaction comes only in the selection of _— that have stood the test of time. 
In stocking our goods, you get this SATISFACTION. 

EAGLE MOP WRIN S and BUCKETS COMBINED and 
SUPERIOR FOLDING WASH BENCHES have the reputation of 
never failing to satisfy. You will find these lines quick sellers and 
big profit producers. 

All of our products are built of high grade material, and are 
guaranteed against all defects and imperfect workmanship. The in- 
creasing demand for these goods is conclusive evidence that they are 
the Standard of Comparison, the Highest point of Mechanical Skill, 
and the Acme of Perfection. 


The Eagle Woodenware Manufacturing Company 


Manufacturers 


HAMILTON, OHIO, U. S. A. 








Made in three sizes, 
10, 14 and 22 Qts. 













































OE ean, 










ty A em Dae 






































HARDWARE AGE July 19, 1917 








One Minute Washers 


TWO NEW MODELS 


Built in Both 
Power and Electric 


ere Bargain Clothes 
Sait wa Line Sells to the 


Swinging 


ee Average Class 


We mean just this: 99% of your 

business comes from the “common 

Simple, people,” so called. They demand 
Safe and low-in-price articles. 




















Strong As far as good material and careful 

workmanship are concerned you'll 

rT not find a better article than our 

Bargain Clothes Line. Best of 

BIG PROFITS all, it gets hot on the trail of com- 
FOR YOU petition. 


MR. DEALER Early orders get early trade. Lay 


No. 41 Electric Power in your supply at once. 


(As Illustrated) 
No. 40 Belt Power 


Ask for Bulletin No. 41 E S T E S M | Fe L » 
ONE MINUTE MFG. Co., “idwe” FALL RIVER - 
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‘UN IF ORM) ~McKINNEY Wrought Steel 


The “Perfect” | Half-Mortise Butts 
brand of Galvan- | 
ized Poultry Net- No. 2745 


ting is always uni- 





JQCCRSTRERCEOTERRARESAEe 


In hanging doors with these 
butts the carpenter mortises the 
jamb only, as the ornamental, 
bevel-edge leaf is attached to 
the surface of the door. This 
saving in time and labor appeals 
strongly to every contractor and 
builder. 


The butts can be made re- 
versible by simply unscrewing the 
slotted tip at the bottom, re- 
versing the pin, and inserting the 
tip in the opposite end. 

You'll find the McCKINNEY 
half-mortise butt No. 2745 a 
profitable addition to your build- 
ers’ hardware stock. Better order 
a stock now. 


McKINNEY MFG. CO. 
Pittsburgh, Pa. 


form in mesh and 


accurate in length 


and width. 


Its rust resisting 
quality is due to 
the fact that it is 
galvanized before 
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woven. 


Sell wire cloth 
that “makes good 


because made 


good.” 


Ludlow - Saylor 
Wire Company 
St. Louis, Missouri 
TITIDITITTITITITITITITITIMI (a HS aR a RRR 0 aR ce RRS.) mena 
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War conditions have brought about a great shortage of 
paper-making materials. Paper makers, deprived of their 
usual source of raw material, are paying high prices for 
every pound of waste paper they can get. rospects are 
that even higher prices will be offered. verybody—business 
men and useholders—should take advan 
Be ey to convert all waste paper into profit. 

save and handle waste paper safely and advantageously 
you the 


PAPER 
BALER 


Helps convert waste into cash—protects against fire risk. 
away with the most potent source of fire—trash piled 
in the corner. 

The Schick is strong, simple, easy to operate and most 
compact baler on the market. Boy «an operate. Takes up 
less room than a pile of waste on floor. Helps keep your 
establishment clean, too. Really costs you nothing be- 
cause it 

Pays for itself and earns money for you. 
Ma of our customers say that the Schick Bailer pays 

“For itself the first year; some say it will do it in 

a few months. Depends upon the amount of 

waste you have. Made in five sizes. 


Write Today for This 
Free Book 


pene 


t 


‘“‘How to Make Money in Waste 
Paper’’ will reveal startling facts 
to you. Shows enormous loss in 
waste paper destroyed. Tells how 
this waste can be 
turned into cash. 
Send for your 
copy now. 


Jobbers and 
Saleamen Wanted 


Daven port 
Mig. Co. 


Dept H, Dav- 
enport, Iowa 








Cary's Universal 
Box Strapping 


In Many Widths and Gauges 
Always Carried in Stock for Prompt Shipment 


The only strapping on 
the market guaran- 
teed to run true to 
width and gauge. It 
is made from an extra 
soft annealed steel of 
great tensile strength, 
and nails can be 
driven thro’ it with 
greatest ease. Each 
reel contains 300 feet 
equipped with patent 
metal reel frame; 20 
reels packed in a case. 
We also manufacture Flat and Twisted Wire 
Box Straps, Box Corner Fasteners, Clasps, 
Seals, Corrugated Joint Fasteners, Hinges and 
Hasps, and Cary’s EVERLASTING FLEX- 
IBLE STEEL MATS. 


SEND FOR PRICES AND LITERATURE 


CARY MANUFACTURING CO. 


Manhattan Bridge Plaza BROOKLYN, N. Y. 
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Here’s a 
New One 


from Beacon 


THE POCKET EDITION 
SEARCHLIGHT 


An entirely new idea in 
flashlight design that is 
especially welcome at 
this time when dealers 
everywhere are desirous 
of stocking the articles 
that attract and appeal 
to vacationists. 





Stock early. Order by number 
5868, from your jobber or write us 


direct for folder 5016. 


BEACON ELECTRIC WORKS 
of NATIONAL CARBON CO., Inc. 


NEW YORK CHICAGO 
132 King Street 11 South Desplaines St. 

















Noahs Pitch 


will stop that leak 


In roof, gutter, chimney, flue, skylight 
or cornice 


Get Acquainted With It, Mr. Dealer, At Our 
Expense. Simply send your name and address. 
We'll forward free a liberal six-ounce can of 
this special plastic com- 
pound. A favorite Carey 
staple. Demand for it is 
growing. An easy seller. 
Satisfaction guaranteed. 
Comes in big-mouthed 
cans. One pound and up. 


The Philip Carey Co. 


222 Wayne Avenue 








Cincinnati, Ohio 
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OPAL 
Wire Screen Cloth 


Heavy Zinc Coated After Weaving 


Made in 12, 14 and 16 Mesh 
13 Mesh Extra Heavy 


There are much wider variations of 
quality in the class of Galvanized After 
Weaving wire screen cloth than in 
any other grade. 

For many years OPAL has been the 
standard by which all others are 
judged. 


PROCESS PATENTED SEPT. 19, 1911 


SATIN 


GENUINE FINISH 


Manufactured by 


New York Wire Cloth Co. 


233 Broadway, New York. Works: York, Pa. 











Bright Wire Goods 
Brass Cup Hooks 
Cotter Pins 
“Hicks Belt Hooks 


Coat and Hat 
Hooks 


Wire Hardware 
Wire Mill Goods 


Special Wire 
Forming 


E. Jenckes Manufacturing Co. 

WORCESTER MASSACHUSETTS 

Selling Agents 
JOHN H. GRAHAM & COMPANY 

113 Chambers Street New York City 


























Cobbler Sets 


= Why 
i= = Not? 


This is the time to con- 
sider Cobbler Sets, Shoe 
Lasts and Stands and 
Heel Plates. 

We happen to have The 
Best in the country. 


wr” All good sellers that 
bring repeat orders. 


Empire 
Heel Plates 


Economical 


Shoe Lasts and Stands 


Comparison is the only 
proof, and all we ask. 


One shipment will 
insure more of the 
Try it. 


Ask for Catalog 15 


Star Heel 
Plate Co. 


Louis Sacks, Prop. 
Newark, N. J., 
U. &S. A. 


same kind. 








a 
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H. ARDWARE : 


WIRE 


MORGAN SPRING COMPANY | 


WORCESTER MAS 
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CAN YOU FIND 
WHAT YOU WANT IN THIS LIST ? 


“STANDARD” DOUBLE-ACTING SPRING FLOOR 
HINGE—hold-open at angle of ninety degrees. 
“STANDARD” ADJUSTABLE DOUBLE-ACTING 
SPRING FLOOR HINGE—hold-open at angle of ninety 
degrees. 
“STANDARD” DOUBLE-ACTING C yg ety FLOOR 
HINGE—hold- -open at angle of ninety degree 
“STANDARD” DOUBLE-ACTING CHEC KING FLOOR 
HINGE without hold-open at angle of ninety degrees. 
“STANDARD” SINGLE-ACTING CHECKING FLOOR 
HINGE without hold-open feature at angle of ninety 
degrees. 
“STANDARD” SINGLE-ACTING CHECKING FLOOR 
HINGE with hold-open feature. 
The more you know about Hardware the more you'll 
respect the “STANDARD” line of FLOOR HINGES, 
for that name indicates the highest quality. 
They are guaranteed. Let us send you literature of 
each of the above. 


THE STANDARD MANUFACTURING CO. 
SHELBY, OHIO, U. S. A. 


New York Office and Sales Room, 
Harmon & Dixon, Agents, 117 Chambers St. 
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OS 


INVISIBLE 















INVISIBLE HINGES 


meet every demand. They are 
made of frictionless metal in the work- 
ing parts. They carry the weight ofall 
sizes of doors and casements of wood or metal. 
They “‘sell because they appeal instantly to every one, 
po matter whether it be a cabinet maker, builder or “* busy 
around the house" customer. Made in 15 sizes for all pur- 
poses where hinges are used. 
SEND FOR CATALOGUE No.“‘H” 

It is interesting and instructive and contains the key to more 
profit and sales. 


SOSS MFG. COMPANY 
435-443 ATLANTIC AVENUE 
BROOKLYN, N. ¥- 
BRANCH OFFICES 
CHICAGO, 160 North sth Avenue 
LOS ANGELES, 224 Central Bidg. 
AN FRANCISCO, 164 Hans 
ford Building. 
DETROIT, 922 David 
Whitney Building 




















(Patented) 


THE CHAMPION 


acme Floor Hinge 


Acting 


This handsome hinge of few parts has 
the “call,” and deserves it. 

The entire weight of the door rests on 
a ball bearing and allows the door to 
swing freely and easily without jar or 
noise. 


And all a carpenter has to do to attach 
this hinge, is, simply saw out a rectan- 
gular piece at the bottom corner of the 
door and make a slight mortise for the 
strap ends of the hinge. No wonder 
it sells. 


Send for our Catalog of Profitable 
Hardware Specialties. 


The Champion Hardware Co. 
GENEVA, OHIO 








ONLY 





DOUBLE ACTING 
SPRING BUTT HINGES 


have the weight-sup- 
porting bearings cor- 
rectly located to 
liberate the action of 
the springs, reducing 
breakage and increas- 
ing spring power, 
preventing unequal 
wear of the barrels, 
and giving practically 
unlimited durability. 








Bommer Floor{Surface Spring Hinge 


Has Release and Holdback Features and 
Ball Bearing and Alignment Device 


Suitable for either double-acting or single-acting doors 


fhe most durable hinge of its type; holds the door 
open when swung to 90 degrees. The spring-action can 
be entirely released so door will swing free, with- 
out spring-action, by inserting a wire nail (when 
the door is open) into a hole provided in the side 
plates. The spring- 
action can be restored 
by withdrawing the 
nail. 








No. 18 Type 


BOMMER BROTHERS, Mfrs., Brooklyn, N. Y. 
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HELLER’S 


PIVOT DOOR 


CABINETS 


showing the largest assortment of 
Hardware, Shelving, Fixtures, etc., in 
the United States. 


DISPLAY ALWAYS IN SIGHT Send for Catalog No. 24. 


W. C. HELLER & CO., Montpelier, Ohio 




















The Chest is Free 


We give it to you a gee free with a 
moderate assortment of sockets, handles 
and accessories. 


That assortment relieves you of decid- 
ing just what you need because the quan- 
tities of each size are determined by the 
exact ratio of their demand. 


Write for Special Free Offer and ask, 
too, for our catalog of Socket Wrenches 
and other fast-selling Mossberg specialties. 


Frank Mossberg Co. 


Attleboro, Mass. 














We are selling iil for any 
Are we selling them for you? 


We are di of 

to dealers. ‘th = let us send 
some to you? 

Why not make the added profits? 
Mechanics ip all parts of the country 
are 7-1 Klein Toole—are you 
cashing in? 

Thousands of dollars are being spent 
4 aed you—are you getting the bene- 





Write today and get your name on 
our Distributor List for free service 
and sales helps. 


Mathias Klein & Sons 
Mfrs. of High Grade Tools 


Canal Stn. 21 Chicago Socket Chest No. 300 

















Increase Your Sales Voltage 


There’s a break in the circuit if you do not stock these 


(“"iaac") Compasses 


Our advertising is lining up the outdoor people. Can you fit out their kits 
when they ask for a Tplor Compass? Here is your customer—the automobilist, 
traveler, tourist, motor-boater, fisherman, hunter, pedestrian, cyclist, boy scout, 
camper, sailor, woodsman, guide. Sell them Tptor Quality Compasses. 

ORDER A SAMPLE ASSORTMENT 
of eight different Compasses: Leedawl, $1.00; Magnapole, $1.50; Flodial, $1.50; Litenite, $2.00. 
Gydaw!l, $2.00; Aurapole, $2.50; Meradial, $2.50; 
Ceebyalte, $860, atted in velvet ned eate-beck — Trlr Instrument Companies 
ree ROCHESTER, N. Y. 


Write for trade discounts 
Makers of Scientific Lnstruments of Superiority 
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The Neverip Stitcher A TIME AND MONEY SAVER 


The greatest invention with which the un- Set of needles 
skilled man can repair leather goods or any carried in handle 
heavy material. under metal cap. 


A Miniature Sewing Machine 


Packed % dozen in attractive counter dis- 
play box. 





Show cards and circulars in 4 languages. 
Foreign and domestic trade solicited. 


WRITE FOR PRICES 


Stewart-Skinner Co. 


420 Herman St., Worcester, Mass., U.S.A. 














Competition forbids increas- 
ing profits by raising prices, 
but it doesn’t forbid increas- 
ing sales by selling a bet- 
ter line. More sales mean 
bigger profits—you give 
more and get more when 
you sell 


Rothweiler Pump 





Price ih: Empties a 
$750 2 . Barrel or Drum 
ci aiaeaiall : Completely. 


No Waste. 
IN BARREL No Drip. 


EITHER WAY 
Good for Oil, 
Gaso- 
> line, 
| Tur- 
i) pentine 
|) Light 
Paint 
etc. 

















Made a little different— 
a little better than others, 
cost no more, sell easier and 
oftener. Our catalog shows 
= a long line of profit makers 
Patent Pending —pumps of special design 
Works Easily, Quickly and Efficiently construction and adapta- 
A Great Trouble Saver bility. 


ROTHWEILER & CO. = 
SEATTLE, WASH. HAYES PUMP & PLANTER CO. 


CALVA , ILL. 


[XARA AAA ney 
2) . \\ 
































K & E “Ready Reading” Tapes 


prevent errors and save time. The foot numbers are in the most con- 
venient position, for both horizontal and vertical measuring. 


Other exclusive features, such as KECO finish (to guard against 
rusting), Patent Adjustable Centers, etc., insure satisfied customers for 
the dealer handling K & E Tapes. 

Ask for our Trade Price-List of Measuring Tapes No. H 1398. 


KEUFFEL & ESSER CO. 
NEW YORK, 127 Fulton Street General Office and Factories, HOBOKEN, N. J. 
CHICAGO ST. LOUIS SAN FRANCISCO MONTREAL 
$1620 S. Dearbern St. 817 Locust St. 48-50 Second St. 5 Notre Dame St. W. 
Drawing Materials, Mathematical and Surveying Instruments Measuring Tapes 
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These fellows demand 


DISSTON 


SAWS AND TOOLS 


— Repeated investigation has shown that 
3 the majority of mechanics insist upon 


J 


having DISSTON SAWS. 


And it pays to serve other customers 


with goods endorsed by the professionals. 


It builds customer confidence and 
good-will. 


It encourages the use of tools by 
amateurs for diversion or economy, and 
this in turn leads to the purchase of 
additional tools and other hardware. 


Tell your customers that the Disston 
is the saw that the big majority of me- 
chanics use. They'll be glad to know 
it. Most people like good tools. 


Another point—you probably carry 
Disston Saws for your mechanic trade. 
If you give them to your other custom- 
ers also, you're carrying just one line 
of saws—the best. This means either 
a wider assortment with the same in- 
vestment or a saving in investment for 
the same assortment you now carry. 


Try it out a while. Others find it 
pays—-so will you. 


Henry Disston & Sons, Inc. 
Philadelphia 


BRANCHES: 


Chicago Boston San Franci Cinci ti 
New Orleans Memphis Portland, Ore. Seattle 
Bangor Vancouver, B. C. Sydney, Australia 


Canadian Works: Toronto, Canada 
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Quality 


"LAWN MOWERS 


on’t blame your jobber 

for not completing your 
orders for “Pennsylvania” 
Quality Lawn Mowers. 


He didn’t get all he ordered. Consequently, he is 
unable to serve you as well as in normal times. 


In the face of a demand for “PENNSYLVANIA” 


Mowers greater than ever, our production has been 
somewhat curtailed by scarcity of the high-grade 
materials required for their “Quality.”” We were un- 
able to supply all the Mowers ordered in July, August 
and September of last year, and the unfilled balances 
were cancelled this July | st. 








“Pennsylvania” “Lawn Cleaner” 

“Great American” 

“Continental” 

“Pennsylvania, Jr.” “Putting Green” 

“Keystone” “Horse” 

“Shock Absorber” “Pony” 

“Braun Grass “Undercut Trim- 
Catcher” mer” and Others 





This trade mark is 
on the handles of 
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Where Quality Comes First 


Where quality must be made certain, machinists use tools 
of known accuracy. They are also very careful to use the 
tools especially adapted to the work in hand. 


It makes little difference what sort of work it is, if accuracy 
is the first thing, you can be sure of it with 


Starrett Tools 


There are 2,100 styles and sizes of these fine tools. One or 
more of them matches every demand for the fine work 
needed in a well-made product. 


So turn your sales efforts to completing the tool equipment 
of machinists who come to your store. Use that catalog. 
Let it help you in selling the Micrometers, Vernier Height 
and Depth Gages, Vernier Calipers, Rules, Squares, Cali- 
pers and the rest. Catalog No. 21A on request. 


The L. S. Starrett Company 


THE WORLD’S GREATEST TOOL MAKERS 
Athol, Massachusetts 
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Garage Owners 
want this 


Door Latch 


Its striking appearance appeals in- 
stantly to car owners who have fine 
garages and want the swinging doors 
equipped with good fittings—fittings 
of character and distinction. 


Every time they “Thumb that latch’”’ 
they are pleased with it. They admire 
the long, graceful lines of the handles; 
they are also pleased because it works 
so freely and effectively; they like its 
reversible feature—for either right or 
left-hand doors and they’re simply de- 
lighted because it always works right 
—no complicated parts to get out of 
order. 


It has been termed ‘“The Aristocrat 
of Garage Door Latches,”’ and it lives 
up to the title. It’s having a large sale 
—stock it now. Our method of pack- 
ing saves time for you and your clerks 
—each latch comes complete with 
screws in a neat, strong box. One 
dozen in a case. Any desired finish. 


Send for 1917 Catalog and see what 
an attractive line of Builders’ Hard- 
ware we make. 
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No. 27 Garage Door Latch 





Every article listed is a live wire— 
the kind of stock that moves and keeps 
moving. 


National Mfg. Company 
STERLING, ILLINOIS 
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The Government's July grain report says: The indicution is for a combined harvest of wheat 38,000,000 bushels im 
excesg of dast year’s, and, what is more important, corn may equal the maxymum production of nearly 
3,125,000,000 bushels, attained in 1912. Other cereals have: also done well, and corn, wheat and oats together 
promise about 780,000,000 bushels more than the actual output in 1916. This is especially gratifying in @ year 
when requirements are particularly pressing, but it is to be remembered that the result is not yet definitely 
determined, and this week’s official weatier bulletin told of less favorable prospects in spring wheat territory 
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Man Behind 


the Counter 


The Open Door of Opportunity 


T is said that opportunity knocks but once. Per- 
sonally I don’t believe it. If opportunity regis- 
tered but one gentle tap on the portals of our 

future there wouldn’t be enough retail hardware 
stores in the country to furnish decent competition 
for the pack peddlers. Take it from me, opportu- 
nity beats a tattoo on the panels every time she 
thinks that there is anybody at home. She not 
only knocks—she pounds; then she waits a minute, 
and pounds again. She rings every door bell on 
the place before she gives up and moves on. Even 
then, its ten chances to one she will call around the 
next day to*give you another chance. A man may 
pass up an occasional opportunity and still make 
good. It’s the slacker who never answers the bell 
that is booked for the business discard. 

At the National Retail Hardware Dealers’ Con- 
vention in St. Louis, a few weeks ago, a live wire 
from North Carolina hit the nail on the head when 
he intimated that if cremation ever became general 
most of us would lose our last opportunity to acquire 
real estate. What he really wanted to impress on 
the minds of the delegates was this: The majority 
of merchants fail to take advantage of oft-repeated 
opportunity. If we dodged our taxes as systemati- 


cally as we sidestep our opportunities, the Govern- 
ment would soon be bankrupt. 


Neglected Advertising Opportunities 


The average retailer’s idea of advertising con- 
sists of buying a few inches of space in the local 
paper and then forgetting all about it until the 
local editor drops in for the copy. Naturally, it 
isn’t ready, so he dashes off the usual notice to 
the effect that Bill Jones is still in business, with 
a full line of hardware, etc. As a trade-pulling 
advertisement, that accumulation of “bunk” is 
hardly worth the paper on which it is printed. The 
customers are fully aware that Bill Jones is still in 
the hardware game. They are also wise to the 
fact that he carries the regular line. His notice 
hasn’t even the redeeming feature of being a news 
item. A card to the effect that he had gone out of 
business would make twice the hit with the general 
public. Even if Bill Jones really does wake up to 
the fact that his newspaper space is worth money, 
and fills it with a cleverly worded appeal for trade, 
he is still only commencing to recognize his opportu- 
nity. To be sure, a well-written advertisement is 
going to be read, even though it does appear in a 
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Sporting goods display of H. G. Beatty & Co., Clinton Ill., that formed the basis of a news item in the local paper 
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little old weekly newspaper. However, it isn’t going 
to move the stock at any alarming rate unless it is 
backed up by a real advertising campaign of some 
kind. The dealer who uses it is merely selecting 
one opportunity from a basket of live ones. The 
others are wasted. 


Where the Local Editcr Comes In 


The biggest opportunity for the dealer who pat- 
ronizes the weekly paper, and the one most neg- 
lected, is that of making his advertising carry a 
news value. If a good window display can be coupled 
up with a few inches of advertising space, and 
enough human interest injected to get it into the 
news columns, the results are bound to boost busi- 
ness. If this campaign also includes a systematic 
use of the mailing list, another 25 per cent can 
be added to the profit batting average. H. R. 
Beatty, junior member of the firm of H. G. Beatty 
& Co., Clinton, IIl., has demonstrated that it pays 
to play partners with the editor of the weekly pa- 
per. He believes in treating the editor as a legiti- 
mate business man rather than as a parasite. He 
knows that the man behind the paper can give him 
value received for every cent he spends in the adver- 
tising section, and he makes it his business to see 
that the value is forthcoming. When he has any- 
thing worth while to sell he first sells it to the 
editor of his local paper. In other words, he points 
out to the newspaper man the news value of his sell- 
ing idea, and gets a little free advertising that has 
a high cash value. Mr. Beatty experimented a little 
to start with. He ran an advertisement on a cer- 
tain line, without using any follow-ups. and found 
mighty little in the way of results. He tried an- 
other line, backed it uv with a window display 
and a form letter, and results were more in evidence. 
Then he played his trump card. He put in a window 
display of sporting goods, wrote a selling adver- 
tisement for the paper, sent out his form letters 
and then sent for the editor. He led him out in 
front of the store and told him about the merchan- 


dise, the window, and his advertising idea. He 
explained that the farmer was just as much inter- 
ested in the news that the Beatty Hardware Com- 
pany had installed a fine sporting goods window as 
in the fact that John Smith had built an addition 
to his barn or chicken coop. The editor was fair 
minded. He saw the point, and the next issue of 
the paper contained a description of the window 
that helped to break all previous records of sport- 
ing goods sales in the Beatty store, and also helped 
the editor to fill his columns, for local news items 
of value for the average small weekly newspaper 
are very hard to find. 


How It Worked Out for Beatty, and Will Work 
Out for You 


The results of the partnership game were so 
encouraging that the system was put into more gen- 
eral use. Mr. Beatty did not take any undue advan- 
tage of the free copy. He has not tried to get into 
the news columns every week, and when the store 
has received complimentary notices it has been be- 
cause he has turned out something that is really of 
interest to his community. The value of this ad- 
vertising opportunity, so generally neglected, can 
hardly be overestimated. It has greatly added to 
the business of this progressive Illinois firm, and 
made the name of Beatty a familiar one in all parts 
of the county. Opportunity had knocked several 
times, and at iast had found somebody at home. 

Hardware dealers, with the exception of those in 
the larger cities, have a similar chance to get legiti- 
mate publicity. The editor knows that his pros- 
perity depends upon the prosperity of the business 
men, and is usually willing to do his part. If you 
are not getting your share of publicity the fault 
is mainly your own. Forget the opportunities you 
have lost and answer the knock of the present. It 
will mean bigger and better business, coupled with 
real, tangible profits. 

Yours for merited success, 


THE MAN BEHIND THE COUNTER. 


Salesmen of the Winnipeg Branch of the Wood Vallance Company, who attended a dinner given them by A. H. 
Vayo, general sales manager, Eclipse Mfg. Company, Indianapolis, Ind. 


C. C. TIEDEMANN has been appointed special rep- 
resentative for the Walker Ke-Les Lock Company, 
140 North Dearborn Street, Chicago, Ill. Mr. Tiede- 
mann will attend to the establishing of State offices 


and will introduce the Walker Ke-Les lock to the 
manufacturers of automobiles, with the object of 
having it adopted as a part of the standard equip- 
ment of high grade cars. 
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3,012,996 Cars Registered in 1916 


United States Department 


of Agriculture Census to 


January 1, 1917, Shows Gain of 1,067,332, or 43 Per 
Cent Over 1915—Revenue $25,865,369.75 


By DonaLD McLeEop Lay 
In The Automobile, July 5 


TATISTICS compiled by the United States De- 


partment of Agriculture show that there were 

3,512,996 automobiles and motor trucks regis- 
tered in this country at the end of 1916, a gain of 
1,067,332, or 43 per cent, over 1915. Circular No. 
73 of the department, prepared by the Division of 
Road Economics, Office of Public Roads and Rural 
Engineering, containing these statistics, also places 


Motor Car Registrations and Gross Motor Vehicle 
Revenues 1913 to 1916 
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,@ Does not include motorcycles nor dealers’ and manu- 
facturers’ licenses. 
b Estimated. 
ce Registration law declared unconstitutional. 
d State registrations only. 
e Total cars registered under perennial system. 
'f Registrations 1915 only. 
g Cars registered darted 1916; total numder of cars, 
appronimatoly, 138,000. 
Estimated number of cars in State. 


the total revenue from motor vehicles in the form of 
fees, fines, taxes, etc., at $25,865,369.75 for the 
year. The circular remarks that the 43 per cent 
gain in registration follows very closely the per- 
centage of increase during the three preceding 
years, the same applying to the 42 per cent, or 
$7,619,659 increase in revenue for the same period. 

When viewed over a period of years, the increase 
in motor car registrations and gross revenues has 
been remarkable. In 1906 the total State registra- 
tions were approximately 48,000 cars, on account 
of which the several States collected in fees and 


licenses a total gross revenue of about $193,000, a 
sum equal to less than three-tenths of 1 per cent of 
the rural road and bridge expenditures for that 
year, but of which only a small portion was applied 
to road work. In 1916, however, of the total gross 
motor vehicle revenues amounting to $25,865,370, 
or a sum equal to about 9 per cent of the totai 
rural road and bridge revenues, 92 per cent, or 
$23,910,811, was applied directly to construction, 
improvement, or maintenance of the public roads 
in 43 States. Of the total amount applied to road 
work, about 70 per cent, or $16,411,520, was ex- 
pended more or less directly under the control or 
supervision of the State highway departments. 
The 714 per cent, or $1,954,559, not applied to road 
work, was expended very largely for tags and in 
carrying out other administrative provisions of the 
various motor vehicle registration laws of the sev- 
eral States. 

Recent years have shown a very marked ten- 
dency to place the expenditure of the motor vehicle 
revenues directly in the hands of the State highway 
departments. In the following twenty-one States 
all, or the major portion, of the net motor vehicle 
revenues of 1916 were expended by or under the 
supervision or direction of the State highway de- 
partment: Arizona, Connecticut, Illinois, Kentucky, 
Maine, Massachusetts, Maryland, Minnesota, Mis- 
souri, Montana, New Hampshire, New Jersey, New 
York, Ohio, Oklahoma, Pennsylvania, Rhode Island, 
Tennessee, Utah, Vermont and Virginia. 


How Revenue Was Expended 


In seven States one-half to one-quarter of the 
State motor vehicle revenues were expended either 
jby or under the direct supervision of the State 
highway department, and the remainder by the local 
authorities. These States are: Arkansas, Cali- 
fornia, Colorado, Idaho, Michigan, New Mexico and 
Wisconsin. In Iowa, Florida and Tennessee a cer- 
tain portion, varying from 5 to 15 per cent, of the 
motor vehicle revenue is designated for the mainte- 
nance of the State highway departments, while the 
remainder is expended on local road improvements. 
The thirteen States in which the State government 
exercised no appreciable or direct supervision or 
control over the manner of expending any of the net 
automobile revenues, and which are not included in 
the above three classes, are Georgia, Indiana, Kan- 
sas, Louisiana, Mississippi, Nebraska, Nevada, 
North Carolina, North Dakota, Oregon, South Da- 
kota, Washington and Wyoming. 

As the number of motor vehicles registered under 
the general designation of automobiles, motor 
trucks and commercial vehicles in continental 
United States in 1916 was 3,512,996, and the total 
road mileage of the United States outside of incor- 
porated towns and cities was 2,445,761 miles, there 
was an average of 1.4 motor cars for each mile of 
rural public road in the United States. But the dis- 
tribution of the motor cars among the several 
States was far from uniform. There was only 
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Motor Vehicle Registrations, Licenses and Revenues for the Calendar Year 1916 
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a—Approximate; exact data not obtainable. 
b—Included under automobiles. 
c—Registration not required. 

d—No data. 


about one motor car for every 31% miles of rural 
road in Arkansas, while in Massachusetts and New 
York there were 7.3 cars per mile of such road, 
and in Rhode Island the density reached 9.8 cars 
per mile. While there was an average of 1 motor 
car registration for every 32 persons in the United 
States, in the State of Iowa there was 1 for every 
11 persons, but only 1 for every 116 in Arkansas. 

While there seems to be a general tendency to 
increase the registration fees required for motor 
trucks, there is as yet no well-developed and definite 
basis for determining in a logical manner the fees 
to which different cars shall be subject. In some 
States the fee is based on the net weight of the 
vehicle; in others the carrying capacity, the horse- 
power, or some combination of these factors is 
used. The amount of fees collected per car, whether 
pleasure or commercial, is as yet far from uniform, 
and is still further complicated by the widely vary- 
ing requirements for the registration or licensing 
of chauffeurs, owner operators, dealers, etc. Thus, 
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e—License not required. , 
f—Registrations 1916; total number of cars approximately 138,000. 
g—Partial totals.. 

h—No state registration; estimated number of cars in state 


if the total registration and license fees he used as 
a basis of revenue, and the total number of auto- 
mobiles, trucks and commercial vehicles as a basis 
for motor cars, it is found that for the entire 
United States the average fee per motor car was 
$7.36. On the same basis the State of Vermont 
secured in 1916 a gross revenue of $19.02 for every 
motor car, while Minnesota received only about 50 
cents annually for each car, as the registration is 
for a three-year period. Furthermore, in Texas 
and South Carolina, no annual registration fees 
were collected, the only requirement being a county 
fee of 50 cents and $1 respectively. These varia- 
tions are shown in the table in column 11. 

In most States motor cars are taxed as personal 
property in addition to the registration fees. In 
Idaho, Iowa, Michigan, New-York, Oklahoma, Penn- 
sylvania and Vermont the registration fees are in 
lieu of all other taxes. Therefore, in making any 
comparison of the fees as between the several 
States, this fact should be borne in mind. 











Cashing in on Gunpowder 


Present Day Patriotism Finds an Outlet That Helps the 
Hardware Dealer 


By FRANK FARRINGTON 


HE average American, poy or man, has an in- 
T stinctive love of sport with a gun of some 

sort, even under the most peaceful conditions, 
and now, in war times, there is an even greater 
tendency to take up shooting. 

The hardware dealer is the logical source of sup- 
plies for all kinds of shooting, and he should see 
that the local public does not find it necessary to 
look to outside competitors, to sporting goods 
houses, or to the mail-order concerns, for these 
goods. 

The boys are not the only ones who like to stand 
on the bank of the river and plug away at tin cans 
or bottles floating down stream; but the boys do 
like it and wise fathers who want to be the com- 
panions of their boys are going out with the boys 
to shoot at such marks, or at a target. The patriotic 
father wants to teach his boy early the use of a 
gun for the advantage it may be to him later in 
helping to defend his country. The older fellows 
want to learn to shoot, so that when the day comes 
that they are called out for military duty, whatever 
they may need to learn about marching, they will al- 
ready be able to hit what they shoot at. 

The hardware dealer is the man who ought to 
cash in on these inclinations. He is doing some- 
thing for his country when he teaches the young 
men how to handle guns and encourages the sports- 
manlike use of shotgun or rifle. 


The Du Pont people are pushing the trap shooting 
game hard all over the country. They publish a lit- 
tle house organ which always contains interesting 


matter about trap shooting. They will do a good 
deal to help any hardware dealer get a gun club 
started in his town. A gun club interested in trap 
shooting means a good deal of business for the 
hardware dealer who gets his share in the sale of 
arms and ammunition. 

By making use of the advertising matter that 
can be obtained from gun and powder manufac- 
turers you can increase interest in shooting and the 
work you do during the summer in developing trap 
shooting will result in increased sales of guns when 
the fall hunting season opens. 

Make this a summer when you will take advan- 
tage of young America’s desire to use a gun. Show 
your air-guns and your target rifles in the win- 
dows together with good sporting pictures and Boy 
Scout literature and Army recruiting posters. The 
military feeling is strong and you will be doing a 
creditable, rather than a discreditable, thing in 
capitalizing it for your store in this way. 


Hardware Dealers Have the Advantage 


The mail-order houses are going after the gun 
and ammunition business in your community and 
they are interesting the farmers’ boys in such 
things. You have a great advantage over these 
concerns. When a man buys a gun, he wants to 
see it. As a matter of fact a man ought to see a 
gun and see that it fits him before he spends any 
money for it. There are, as you know, several 
items about a gun that ought to be adapted to the 
user; such as the weight, length of barrel, drop, 
sights, etc. Why don’t you emphasize in vour dis- 
plays and in your advertising the fact that it is 


even more important that a man’s gun fit than that 
his clothes fit, and that it is harder to get a fit by 
mail in buying a gun than to get a fit in buying 
clothes that way? 

Of course you should know something about guns 
if you are going to pose as an expert in this direc- 
tion, but haven’t people a right to expect expert 
knowledge on your part regarding the goods you 
sell? If you are not already well informed on the 
subject, you should remedy that defect at once. 

When a man comes in to buy fishing tackle from 
you and asks you what kind of a line or flies he 
needs, if you cannot tell him, he does not get very 
enthusiastic about buying and you make only a 
small sale. You cannot blame him. He wants to 
go and buy from somebody who knows. It is the 
same way with guns. If you do not know any more 
about a shotgun than which end the charge comes 
out when the trigger is pulled, you cannot make 
any money selling shotguns. You would not be able 
to measure me if I wanted to put in a special order 
for a hundred-dollar trap gun, made on my own 
specifications. 


Imposssible for Catalog Houses to Give Dealers’ Service 


We have to admit that if you meet the prices of 
the catalog houses on guns, you will not make a 
very large profit on the individual item, and right 
there is the reason, one reason, why you need to be 
an expert in such matters. If you are an expert, 
you can render a service that no catalog house can 
render. You will be in a position to advertise: 
“No hunter can do good work with a gun that 
does not fit. Nobody can get a gun that fits unless 
the gun can be tried, or made to order, or ordered 
to fit the individual specifications. We know all 
about what makes a gun fit the user. We know how 
to equip you with a gun that will improve your 
marksmanship a hundred per cent. If you are mak- 
ing too many misses, bring in your gun and let us 


’ gee whether it is the fault of a gun that does not fit 


you.” 

You can emphasize this phase of the situation as 
much as you like, and you will be justified. The 
mail-order house can fill an order for a gun, but it 
will be merely, “1, No. 3456 shotgun,” and it may 
be of such dimensions that the purchaser could not 
become efficient with it through any amount of 
practice. Bear hard on the fact that it is not so 
much the make or the price of the gun that pro- 
duces results as it is the fit. Of course quality 
means durability and efficiency; but fit means pro- 
ficiency. 

You can give a man a chance to try the gun he 
buys from you. He can get the gun he likes. I 
would as soon think of buying a mail-order shot- 
gun as of buying a mail-order set of false teeth. 
No matter how cheap a gun may be, if it is not 
suited to me, it is of no value to me. 

Emphasize this matter of fit in advertising boys’ 
rifles. Ask the father if he wants to start his boy 
wrong by giving him a rifle that cannot be handled 
properly, that is no more adapted to his boy than 
a pair of rubber boots two sizes too large. The 
mail-order people sell standard arms, so the qual- 
ity of these goods cannot be criticised. 
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Dealers Score on Permits 


The laws of some States forbid the sale of pistols 
to persons not having permits. This should help 
you against the mail-order house. The buyer does 
not have to give up his permit to buy from you. To 
buy by mail, he must send his permit with his or- 
der and it may be lost. Call attention to the advan- 
tage of buying without the chance of loss of the 
permit. 

Every man who uses a gun likes to handle guns 
and look them over. The man with one gun is a 
better prospective purchaser for another gun than 
is the man who has no gun. Every hunter has in 
mind some special gun that he wants to get some 
day, something a little different from what he has 
and that is specially adapted to certain uses. If you 
make frequent displays of guns and invite men to 
come in and look at them and handle them, you 
develop new prospective buyers. Of course guns 
may rust from fingermarks and you will have to 
keep the guns wiped to prevent that, but if you 
are going to keep them where nobody can handle 
them except when they show a definite inclination 
to purchase, you will make few sales. Don’t be 





The Color Creed 
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fu.sy about your gun stock. Use all the care you 
like in keeping it clean, but don’t let people think 
you hope they won’t touch anything. A “Hands 
Off!” sign on anything you want to sell, or a 
“Hands Off!” attitude will keep hands off all right 
and it will keep purchasers off too. 

The arms and ammunition companies are over- 
whelmed with orders for war munitions, but they 
are not giving up the peace phase of the matter and 
they are going right on with their advertising 
appeal to the private citizen because they know the 
war is a temporary proposition, while their busi- 
ness must continue after the war on a basis of the 
demand for guns and ammunitions for peace uses. 
So it will pay you too to look ahead into the future 
and plan for the use of guns in peaceful ways in 
your community. 

Prices have advanced somewhat on these lines, 
but this advance is more than overcome by the in- 
creased interest in such matters and the consequent 
greater ease of making sales. 

Get your gun displays into the windows and show 
with them all kinds of targets and accessories. 
Make your plans to cash in this summer on the 
natural interest in guns and shooting. 


Texas Hardware Store Adopts a Color Scheme and Uses It 
Aggressively to Develop Business 


BY THE ASSISTANT MANAGER 














Price and shipping tags, 
yellow in the originals of 
the Corpus Christi Hard- 









ware Company. The mod- 
est gray halftones cannot 
do justice to their vividness 








HERE’S a streak of the most aggressive yellow 
in the Corpus Christi Hardware Company. 
They are busy demonstrating the difference be- 
tween a streak of yellow and a yellow streak. Cor- 
pus Christi is down in the southern part of Texas. 
It’s bounded on the south by the Gulf of Mexico 
and on the other three sides by farms developed 
and in the making. Corpus Christi waited a long 
time to get going but for a few years past its 
progress has been truly astounding. The Corpus 
Christi Hardware Company is one of the axles on 
which the town revolves. It’s a big store with 
plenty of young blood in it. One day one of the 
boys came back from lunch with a color scheme and 
presented his ideas to the board of directors in such 
a convincing manner that the dream became a 






reality. Corpus Christi orange was the choice, 
and it is the best advertised hardware color on the 
Gulf to-day. 

They started in by painting the store front. It 
had been a dirty gray and the town greeted the 
change like picnickers greet the sun after a threat- 
ened rain pour. Then the delivery trucks in their 
new dress blossomed out like Sunkist oranges. 
Their delivery trucks are now recognized as far as 
the eye can see and on rush orders they are indeed 
streaks of yellow. 

These motor power delivery wagons are also ad- 
vocates of the power of suggestion, for between the 
tail lights each of them carries a sign, “The Store 
for You.” 

Then the interior of the store caught the fever, 

















The store has a good corner location 


and, of course, it was yellow, of the orange variety. 
When the fixtures and the show cards had been 
changed to reflect sunshine, the boss fired the Mexi- 
can janitor and tried to hire a Chinaman, but, fail- 
ing to find this supreme example of the yellow race 
who was not already in business for himself, com- 
promised on a yellow nigger. And still the fever 
raged. The shipping clerk demanded recognition, 
and they gave Dennison’s an order for orange ship- 
ping pads. The wholesale department of the Corpus 
Christi Hardware Company does rattling good busi- 
ness for two or three hundred miles around, and 
yellow tags have come to be recognized in retail 
stores up and down the line. 

In spite of these peace offerings, the disease in- 
creased in violence. The next evidence of its spread 
came in price cards—yellow price cards labelled 
“Quality Goods—Price only 25c.” Prices in plain 


Summer Outing of the Toy 


Association. 


HE first annual summer outing of the Toy Man- 
ufacturers of the U: S. A. was held in Atlantic 
City Friday and Saturday, July 6 and 7. Although 
only one-third of the members found it possible to 
leave business at this time, when shipments are be- 
ginning to leave the factory, those who were there 
voted the meeting an entire success and of great 
value in getting better acquainted with each other. 
At the business meeting on Friday the principal 
topic of discussion was the co-operative booklet 
which the association will publish in the near future. 
This booklet will contain a history of the American 
toy industry, a statement of the objects and pur- 
poses of the association and one or two pages in 
regard to the plant of each member and the goods 
made. This booklet will be given wide distribution 
among exporters, consular officers, Government offi- 
cials and large dealers. 
It is not intended as a selling catalog but rather 
a co-operative story of the toy industry. This is 
the first attempt that has been made to present the 
toy industry of the United States to the American 
public. No expense or pains will be spared to make 
the book perfect in every detail. Manufacturers 
of toys who are not members of the association can 
secure information from the secretary in regard to 
the booklet. Every American manufacturer should 
have a place in this booklet and a section will be 
held open for a short time to accommodate new 
members. 
Trade acceptances are receiving the attention of 
business associations throughout the country and 
banks are urging that they be adopted in every line 
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Two of the yellow delivery trucks 


figures has always been the rule in this store but 
they are now wise to the fact that printed prices 
look more convincing than the old lead pencil prices 
in vogue when Sam Houston was selling his big 
idea to the Mexicans. The company recently bought 
50,000 of these orange, string, price tags with 
printed prices ranging from five cents to two dol- 
lars and price cutting has become a negligible 
quantity. 

Latest reports from the Lone Star State indicate 
that the bookkeeper is on a strike. Orange letter 
and bill heads will undoubtedly be granted him. 
There is just one day in the year when Corpus 
Christi orange bows its head to a superior color 
and that’s the day that commemorates the Irish 
ban St. Patrick put on snakes. The Corpus Christi 
Hardware Company always celebrates that day with 
the one cut-price sale of the year. 


of trade. It was voted to appoint a committee to 
investigate the possibility of using trade accept- 
ances in the toy trade and a report on this subject 
will be submitted at the annual meeting in January. 

A banquet was given at The Shelburne, Friday 
evening. It was voted the most successful func- 
tion that the association has held. During the 
evening, President Gilbert called on various mem- 
bers for remarks. 

The members then adjourned to the hotel lobby 
where matters of interest to the trade were taken 
up informally in round-table discussions. This is 
a new feature of the association meetings, and met 
with general approval. Lively debates developed 
on many topics and the exchange of information in 
regard to different systems of handling various mat- 
ters resulted in many valuable suggestions. 


Chain Works Purchase 


THE Rowe Calk Company, Hartford, Conn., has 
purchased the Diamond Chain Company, York, 
Pa., in order to have a source of supply for the anti- 
skid chain used in the manufacture of its grip de- 
vice. The new officers of the Diamond Chain Com- 
pany are the following: President and factory man- 
ager, Samuel M. Horn, York, Pa.; vice-president, 
William H. McLaughlin, Hartford, Conn.; secretary, 
treasurer and general manager, Warren D. Chase, 
Hartford, Conn.; assistant secretary, S. Ralph Horn, 
York, Pa.; assistant treasurer, E. S. Bestor, Hart- 
ford, Conn. All the above except Mr. Horn, who 
developed the business of the Diamond Chain Com- 
pany, are connected with the Rowe Calk Company. 
Work was begun this week on considerable exten- 
sions to the plant at York. The chain company will 
continue to sell its product in the general market. 
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The Fate of John Barleycorn—Carry Home Bundles— 
Return of Goods— Webb Bill 


By W. L. 















CROUNSE 





WASHINGTON, D. C., July 16, 1917. tion, however, but that if the revenue from distilled 


HEN Senator Albert Baird Cummins of Iowa ie ” to Por with an equal amount 
stabbed John Barleycorn under the fifth rib OND SOE eee Cee: SOOSS. 
in the Senate last Monday he probably did Wear a Bundle Button 
not realize that his little stunt would cost the people “Tote your bundles!” This is the new slogan 
of the United States approximately $600,000,000 of the Commercial Economy Board of the Council 
and, incidentally, would compel the Senate Finance of National Defense. 
Committee to draft a brand new war revenue bill. In these days when patriotic people everywhere 
The fact is, however, that John’s funeral obse- are clipping off pennies, nickels and dimes to buy 
quies will foot up the sum mentioned and that Liberty Bonds—-and to pay war taxes in the not far 
Chairman Simmons and. his colleagues will have to distant future—every reasonable economy that does 
take a further grip on _the revenue problem and _ not mean the slowing down of prosperity ought to 
doubtless struggle with it a few more weeks. be enforced, and in most cases it will only be neces- 
Putting the Distillers Out of Business sary to point the way. A splendid national spirit 
Dropping figures of speech, Senator Cummins’ has sprung up in the country since President Wil- 
amendment to the food control bill, forbidding the Phe cae v4 wo cae wn oe to a 
further manufacture of distilled spirits for bever- pare kek <f,4higaetaip alte. saga ode y vag aapmagpr 
age purposes and requiring the Government to pay astically to every suggestion designed to help in the 
a fair price to the distillers for the 300,000 000 big national job of putting Kaiser Bill out of busi- 
allons of their product now in bond, will deprive = p : ‘ ‘ 
the Government at the revenue it would have civ The Commercial Economy Board is developing a 
fom ‘the tole of these spirits and will make 2 series of plans for cutting down the expense of 
arr draft iio ‘tiie ~ Rinne: tan the tay to doing business to the manufacturer, to the whole- 
pay Abs one P Wile sates peek the War nile saler and to the retailer. The interests of the re- 
bill, which ‘ae reported by Min Seiad” Militions tailer are being first considered, presumably be- 
Conasabttien a week ago carrying a total of approxi- cause there are more of them and because they are 
mately $1,600,000,000 cuink oe adh itt adiientbhes ot closer touch with the people. It has seemed an 
ia ane thei long ceousth iis: Gemahiet tienen excellent idea to the board to aid in curtailing the 
and his associates to devise new methods of rasing peti nas} ot the retail merchants of the country by 
money to meet the gap caused by the Senate’s action estan wf tary a9 = rsa home their pur- 
pasigy Be Arcata Sa Aas ey chases, and it is believed that, if retailers every- 
In my letter of last week I presented a brief waere, beginning Aug. afb mas Wil pet this plan 
sheleaia of ths mote impertent Saatineda ée the into force, much money will be saved and, in addi* 
War Revenue bill, dwelling particularly upon the pon ore me Pegs ee and automobiles 
income tax and excess profits tax features. It bee Met ge) aagnad military ae 50 Geese the 
dal wlitaad: Ghat Cha Mibiene: tes Winans Cinteeiithiden commerce of the country in some more productive 
tonite itew Ween free these two setvees about way. The board, therefore, has sent broadcast the 
every available dollar; nevertheless, rumors are cur- ce vm 
rent that the Finance Committee will dip still more Cutting Out Deliveries 
deeply into the cash boxes of the big corporations “In the present emergency it is absolutely neces- 
and will fairly scrape the bottom of the tills of the sary that the country’s resources be used to full 
munition makers in the effort to secure enough advantage to aid in carrying on the war. This re- 4 
money to pay the cost of John Barleycorn’s burial. quires that all unnecessary services shall be elimi- 4 
There may be two opinions as to whether Con-_ nated in retail trade as well as in other lines of 
gress has acted wisely in yielding to the prohibition business. 
propaganda at this time. There can be no ques- “The Commercial Economy Board has made a 
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careful investigation of the economies that are 
possible in the delivery service of retail stores. 
This shows that a large number of men and vehicles 
can be released for military or other service that is 
essential to the welfare of the country. 

“The board points out, therefore, that delivery 
service in retail stores can be very substantially 
reduced immediately by restricting the free de- 
livery of small purchases, by eliminating special 
deliveries, and by other means. If possible, not 
more than one delivery a day should be made on 


Goods Must Stay Sold 


“The board urges, furthermore, that the accep- 
tance of returned goods be reduced to an absolute 
minimum, and that all non-essential operations in 
each store be eliminated. There is such urgent 
need for men and equipment in other work that 
the country cannot endure the waste that is occa- 
sioned by the abuse of the returned-goods privilege 
and accommodation deliveries of small purchases. 

“We trust that we may have your co-operation in 
making these corrections immediately effective. 
These changes in delivery methods should be intro- 
duced as early as practicable, certainly not later 
than Aug. 1, 1917. The board will use every re- 
source at its command, including the co-operation 
of the State councils of defense, to assist in making 
these changes effective.” 

The National Chamber of Commerce is also put- 
ting its shoulder to the wheel in helping on a well- 
conceived campaign for wartime economy. A special 
committee of the chamber is studying the subject 
in connection with the Commercial Economy Board, 
and Waddill Catchings of New York, chairman of 
this committee, makes a lot of interesting sugges- 
tions which retailers in all lines will undoubtedly 
find helpful. 


Follow the Bakers’ Example 


” 


“In practically every trade,” says Mr. Catchings, 
“there have grown up non-essential services some of 
them mere conveniences and others hardly that. In 
time of peace they may be permissible, but in time 
of war they are a serious waste and should be 
stopped. 

“One of the early results of efforts at economy 
in this direction has been the abandonment of the 
practice of bakers in many cities of accepting re- 
turns of bread from retailers. It is estimated that 
enough to feed 200,000 people was thus lost, entirely 
apart from the necessary expense of handling. 

“The experience with bread has suggested that 
the practice of returning goods to retail stores can 
be severely curtailed without injury to any one. 
Like baker returns, this privilege has sprung from 
the desire of stores to outdo one another in serving 
the public. 

“The motto that ‘our goods are not sold until you 
are satisfied’ is well enough in time of peace, but 
the privilege thus granted has undoubtedly been 
greatly abused and our investigations show that 
to-day the return of 15 to 20 per cent of all goods 
sold is the common experience of retailers. 


Package a Badge of Patriotism 


“The Chamber of Commerce is heartily in accord 
with the suggestion of the Commercial Economy 
Board that customers of retail stores carry home 
their purchases wherever possible, and thus save 
expense. An effort will be made to popularize this 
move and to bring home to store patrons the fact 
that a package under the arm in these times is not a 
thing to be ashamed of, but rather a badge of 
patriotism. 

“One of the costliest of the non-essential serv- 


Hardware Age 


ices we have so far considered is the offering by 
commercial concerns of an excessive variety of 
styles. This applies not only to the garment and 
shoe trades, but to every line of business. 

“Manufacturers are spending a great deal of 
money unnecessarily in designing and elaborating 
all kinds of merchandise, with a view to rendering 
it especially attractive, notwithstanding the fact 
that goods may be necessary staple articles as to 
which the producer need consider only quality. 
In some lines of business it is the opinion of ex- 
perts that styles and varieties could be reduced 25 
to 50 per cent without the slightest inconvenience 
or injustice to the customer. 


Cutting Down the Varieties 


“Joint committees in the garment and shoe trades 
are now at work reducing and simplifying the styles 
for 1918. In many lines of business similar savings 
may be made through the elimination of unneces- 
sary patterns, gages, dies, molds and all other appa- 
ratus necessary to produce new styles and varieties. 

“In order that national energy may be directed 
first to prosecuting the war, business activities must 
be reduced in many directions. This does not mean 
less business or less prosperity, but simply a better 
and more logical direction of effort. 

“Business men will readily understand the enor- 
mous savings which can be brought about by this 
work. They will also appreciate the wisdom of this 
deliberate preparation .for the future in contrast 
with hasty action which might leave unsold many 
varieties of goods already made up. The readjust- 
ments suggested here have been made in other 
countries at war, and sometimes they have been 
suddenly and drastically forced, without opportunity 
to avoid loss. Our idea is not to push this cam- 
paign heedlessly, but to take it up as early as possi- 
ble and to work it out consistently and in such a 
manner as to secure a maximum of advantage with 
a minimum of confusion.” 

The National Chamber puts the loud pedal on 
the proposition that business men in every line must 
give prompt consideration to the problem as to 
what activities or services may be dispensed with 
during the war. Suggestions are solicited and it 
is earnestly recommended that associations of busi- 
ness men everywhere appoint committees without 
delay to study these problems and to take early 
action. 


Adamson’s “Golden Rule” Bill Again 


Adamson of Georgia, the stiff-necked chairman 
of the House Committee on Interstate and Foreign 
Commerce, may be a stumbling block in the way of 
the consideration of the Stevens Price-Maintenance 
bill; but, nevertheless, he is a champion of honest 
dealing and is especially opposed to misrepresenta- 
tion of merchandise for any purpose whatever. He 
recently made up his mind that there is altogether 
too much humbug in current advertising, and he 
has, therefore, reintroduced a measure, originally 
presented by him in the last Congress, to which 
he has given the title of the “Golden Rule Bill.” 

Adamson does not intend to reform the world 
over night, nor does he expect to clean up all the 
advertising of the country in a week or two. He 
feels, however, that if Congress will pass the Golden 
Rule bill it will take a long step in the right direc- 
tion. Here is the text of this brief but significant 
measure: 

“Be it enacted, etc., That anv person, natural or 
artificial, engaged in interstate commerce or in for- 
eign commerce, who shall make, utter, use or circu- 
late any false statement, verbal, written, or printed, 
in pictures, signs, or symbols, or in letters, circu- 
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lars, posters, books, newspapers, or otherwise, as to 

the character, quality, quantity, or value of any 
‘chattels, goods, or merchandise being shipped or 
sold in interstate commerce or in foreign commerce 
with intent to cheat or defraud, and who shall 
thereby cheat or defraud any person whomosever ; 
or who, by any deceitful means or artful practices 
in interstate commerce or in foreign commerce with 
intent to cheat or defraud, shall cheat or defraud 
any person whomsoever, shall be guilty of a mis- 
demeanor, and on conviction thereof shall be pun- 
ished by a fine not exceeding $10,000, or in case of 
an individual or of an officer or agent of a corpora- 
tion or of a partner, by imprisonment not exceeding 
five years, either one or both, in the discretion of 
the court.” 


Does Not Hit Retailers 


Few measures so comprehensive as this have ever 
been presented in so small a compass. You will 
note that it is not limited to printed advertising, 
but includes the making of false verbal statements. 

The bill would not hit retailers, because they aré 
not “engaged in interstate commerce or in foreign 
commerce,” but it would prevent manufacturers and 
jobbers from misrepresenting their merchandise, 
either to customers through advertising mediums 
or to retailers through correspondence, or other 
statements made by traveling salesmen. 

There are some nice constitutional questions in- 
volved in this proposition, and there is some reason 
to believe that Adamson regards his bill rather as 
a declaration of principles than as a practicable 
piece of legislation. 

Anyhow, he’s chairman of the committee to which 
his own bill has been referred, and if he’s really in 
earnest about the measure he can show us by re- 
porting it promptly. 


Rocky Road for the Webb Bill 


One of the biggest pigeonholes in the Senate 
Committee on Interstate Commerce has been re- 
served for letters and telegrams from business men 
asking why the Webb bill, legalizing export com- 
binations, has not been taken up in the Senate. 
This pigeonhole is nearly full, but Senator New- 
lands, chairman of the committee, has not yet found 
the answer. 

The Webb bill was promptly reported in both 
Houses early in the session. President Wilson in- 
cluded it in his program of war legislation, for he 
believes that American export associations should 
be organized immediately and made ready to launch 
active campaigns the moment the war is over to 
maintain the commerce we have won and to go 
after more. 

Nearly a month ago the House took up the Webb 
bill, and after a lively debate, which I have already 
described for the readers of HARDWARE AGE, the 
measure was passed by an overwhelming vote. So 
far, so good. © 

But the Senate is a different proposition. The 
bigger the body the slower it moves, and the Senate 
frequently moves so slowly that it requires a high 
power microscope to detect any motion whatever. 


Bill Must Work Its Way 


Senator Pomerene of Ohio, who is in charge of 
the Webb bill, called it up several weeks ago and 
succeeded in having it debated for about twenty 
minutes. During that time, however, a dozen Sena- 
tors who represent the oppostion to this measure 
took a fling at it and indicated that they will have 
more to say against it the next time it comes up. 
Their shafts made no holes in the bill, but indicated 
merely that its pathway through the Senate will be 
no royal road. 
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Opposition to the export measure eomes almost 
altogether from Senators who wish to shine before 
their constituents as trust busters. Anything in 
the nature of a combination, whether in the domes- 
tic trade or in foreign commerce, is to them like a 
red rag to a bull. 

It is true there are no senatorial elections in im- 
mediate prospect, but these solons like to keep in 
trim between times, and finally they get the habit 
and probably cannot help it. 

Senator Pomerene feels confident that the next 
time he is able to call the Webb bill up he will pass 
it. Just when that will be it is impossible to predict. 

The Senate’s time is mortgaged for several weeks 
to come with the food control bill and the war 
revenue measure which will follow in order. The 
Senate leaders, however, are still confident that the 
measure will be enacted before adjournment. 


Adjournment a Long Way Off 


Speaking of adjournment, reminds me that no- 
body in Congress for more than a month has pre- 
dicted the end of the present session. Majority 
Leader Claude Kitchin some six weeks ago stuck 
a pin in his calendar on Aug. 1. 

We are now so near that date that Kitchin has 
quietly sneaked out the pin and reinserted it on 
Sept. 10. This would seem to be fairly conserva- 
tive, but my own guess is that Congress will not get 
away before Sept. 15, and it’s a fair bet that both 
Houses will be grinding away when Oct. 1 rolls 
round. 


The Charge of the Canning Brigade 


Have you prepared to take advantage of the boom 
in preserving the excess product of the million home 
gardens which have been stimulated into being by 
the Department of Agriculture? Have you laid in 
a sufficient supply of glass preserving jars and 
steam cookers and wash boilers and vegetable paring 
knives, etc., etc.? 

The Government is certainly boosting the home 
gardens to beat the band, and there will as cer- 
tainly be an enormous surplus to be preserved. If 
you have not paid any attention to this movement 
it will be worth your while to give a little thought 
to that housekeeping department of yours, which 
should turn in a good many extra dollars this sum- 
mer and fall. 

Up in Maine they used to say of the bumper corn 
crop: “We eat what we can and what we can’t we 
can.” 

The Secretary of Agriculture has a new one. In 
urging the housewives of the country to economize 
and to preserve their surplus he says: “Don’t stuff 
your husbands; husband your stuffs!” 





THE REMINGTON-U. M. C. COMPANY, Bridgeport, 
Conn.; the Remington Company of Delaware (Ed- 
dystone plant); the Peters Cartridge Company, 
Cincinnati, and the Winchester Repeating Arms 
Company, New Haven, Conn., have opened a joint 
purchasing office at 50 East Forty-second Street, 
New York. 


THE NEW DEPARTURE MFG. CoMPANY, Bristol, 
Conn., has given a bonus of an extra week’s wage 
to all employees who have been in the service of the 
cempany over three months and a halfweek’s wage 
to all employees who have been in the service tor 
more than one month and less than three. 


THE BRIDGEPORT BRASS COMPANY of Bridgeport, 
Conn., announces the removal of its New York of- 
fice to Suite 2236, Woolworth Building, 233 Broad- 
way. 
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A tool window with panel background 


A Well Arranged Window 
Display of Tools 


THERE is always a shortage of tool windows, and 

there is little mystery as to the reason. There 
are hundreds of tools of various kinds and makes, 
with a range of sizes and finishes that drives a win- 
dow trimmer to despair. A good tool window usu- 
ally represents a good many hours of hard work, 
and when it is finished, it generally looks more or 
less crowded. It means the taking out of innumer- 
able boxes, and a subsequent replacement when the 
window has served its time. Most dealers realize 
that a good display of tools is almost invariably 
a trade winner, but they balk at the work involved 
and the predisposition to failure, so far as an artis- 
tic trim is concerned. 

The Kimbrough Hardware Company of Muncie, 
Ind., has to some extent solved the problem through 
the use of removable background panels in the show 
windows. It has further solved it through the em- 
ployment of an up-to-date young hardware enthusi- 
ast by the name of Fred J. Petty, who is responsible 
for the excellent window display which we repro- 
duce. 

The Kimbrough show windows are equipped with 
two sets of panels, and thus Mr. Petty is enabled 
to trim one set, while the other is doing its duty 
as a display medium. All that is necessary, when 
the time arrives to install a new trim, is to rear- 
range the floor display and exchange the panels. 


Butler Bros. Fortieth 


Anniversary 


BUTLER BROS., New York, Chicago, St. Louis, 

Minneapolis, and Dallas, are celebrating their 
fortieth anniversary of the founding of their con- 
cern. 

A novel feature of the celebration will be a 
“Forty-Year Sale” which will take place between 
July 30 and Sept. 21, on which days the concern 
will offer to the trade a host of items at very 
reasonable prices. 

Two score years ago the house of Butler Bros. 
was founded by three young brothers from the 
State of Maine. They rented a little 20 x 50 ft. 
storeroom at 50 Arch Street, Boston. Across the 
front of the store was nailed a ae reading 
“Specialties in Small Wares.” 


The first piece of printed matter was a postal 
card offering for sale an assortment of 5 and 10- 
cent goods.. That card was a “seed” both of their 
catalog, “Our Drummer,” and of the giant 5 and 
10-cent business which has developed in the inter- 
vening four decades. 

The money capital of the brothers consisted of 
a few hundred dollars. Their real capital lay in 
youth, energy, dauntless ambition and an idea. 

No business could have begun in a smaller, hum- 
bler way. But the foundations of no business were 
ever laid more solidly on the bed-rock of honest 
merchandise, fair dealing and good service. 

Forty years ago the jobbing house of Butler 
Bros. was probably the smallest in America; to-day 
it ranks as one of the leading concerns of its kind 
in the world. The business now centers in five great 
distributing houses. The stores and warehouses 
occupied by these five houses alone contain more 
than 4,500,000 sq. ft. of floor space. 


Secretary Barnes’ Boys i in 


the Army 


, GRAND Forks, N. D. 
To the Editor: 

Just to remind you that I read and enjoyed very 
much that article that appeared in one of your re- 
cent numbers from one of the men in one of the 
officers’ training camps. 

This article gave me a very good idea of the 
routine, and in fact is the only real article I have 
had the pleasure of reading that gave the infor- 
mation, except a story that appeared in a recent 
Saturday Evening Post. 

I have cut the pages from HARDWARE AGE and 
have sent them to my son, who is in the training 
camp at Fort Snelling. 

I do not know if I have ever advised you, but I 
only have two children, both boys and both of 
them enlisted. The older boy, Ransom E., is at 
Fort Snelling, the younger boy, just 20, Harold 
L., is in the Aviation Section of the Signal Corps 
located at the present time at San Antonio, Tex. 

I received a letter from him a few days ago in 
which he tells me that we should not be surprised 
if he wired us that he was leaving for France in 
the near future. 

Yours sincerely, 
C. N. BARNES. 








Making Mistakes Square Themselves 


The Place for the Man Who Never Makes Mistakes—Moral 
Courage a Big Asset 


By Earu D. Eppy 


O say “It’s on me” or “I did it” or “My mistake 

—I’m in fault,” sometimes takes a lot of spunk. 

The temptation to justify a course of action 
or to make excuses for acts of commission or omis- 
sion is so great that most men grasp the opportu- 
nity to follow that course instead of facing the 
Issue. It takes a fine kind of courage to admit you’ve 
blundered, and the men endowed with it are not 
usually the stuff of which failures are made. It is 
not cowardly to admit a mistake. To defend an 
action which your mind and conscience tell you is 
wrong is damaging you more than any one else, 
for chickens of that sort always come home to 
roost. 

A professional gambler was once asked what par- 
ticular kind of sucker kept the game alive. “The 
sure-thing player,” was his prompt reply. “Show 
me the man who boasts that he never makes mis- 
takes, and I’ll show you his bank roll in an hour. 
The only man I hate to see come into my place is 
the man who hits hard when he sees a good-looking 
chance and uses his head when he sees he’s in 
wrong.” 


The Man Who Had Never Made a Mistake 


The story is told of a great Boston merchant who, 
when looking through his organization for a man 
to fill a position of authority which had become 
vacant, discovered that..one of the managers of 
a department had the reputation of never having 
made a mistake. He investigated the man’s record 
and then sent for him. 

“How long have you been here?” he inquired. 

“Twenty years,” was the answer. 

“I hear that you have never made a mistake,” 
pursued the merchant. 

The manager admitted the fact with evident 
pride, anticipating something in the way of com- 
pliment and reward. 

“I see by the records,” continued the merchant, 
with cold indifference, “that your department has 
also shown less_ profit than any other department 
in the store. I see that you have made no mis- 
takes. I also notice that you have made little 
else. I shall not discharge you, but I must put you 
on probation. I shall expect your department to 
make a material gain by the end of the year.” 

The man who makes no mistakes is too close to 
perfection to remain on this plane of existence very 
long. He belongs in Heaven. Understand, how- 
ever, that I hold no brief for carelessness. The 
mistakes bred of that cause have no place in this 
discussion. In business, as everywhere, the rewards 
go to the man who has his eyes on the results as 
well as on the means of getting them. In getting 
the results some mistakes are going to creep in. 

We all of us err in opinion or judgment, and it 
is in direct ratio to the percentage of such errors 
that we reap our reward. When mistakes are in 
matters of judgment we come up for the real ap- 
praisal. Mistakes of that character are the most 
' serious, and the less often they occur the more the 
man is worth—unless he lets his fear of making 
a mistake run away with him, as is so aptly illus- 


strated by the story of the department store manager 
just related. 
Price Errors 


Price errors are a type of mistake with which 
all factors of trade are more or less familiar. The 
honest price error is capable of correction in such 
a manner as to leave no sting, and may not infre- 
quently build for more business and friendlier rela- 
tions as_a consequence. I have heard a lot of fel- 
lows say that if they make a mistake they’re willing 
to stand behind it. Fine and admirable, but not 
good business always. Not the admission that they 
have made a mistake, for that is the thing to do, 
but the unwillingness to make an effort to have it 
corrected. By standing behind their error they 
mean that they would not bother the customer about 
it, preferring that he benefit by the mistake at 
either the expense of the house or else themselves. 
The real and chief reason for their unwillingness 
to admit having made a mistake is that they fear 
the customer wili think less of them for having 
made it. 

Mistakes of this sort, if left uncorrected, may 
easily become the cause of great trouble. Sometimes 
the veracity of the dealer is questioned when he 
tells a salesman that he purchased such and such 
an item at a certain price. Of course, sad to relate, 
there is good reason to question that veracity so 
far as some dealers are concerned. They believe 
that lying about prices is clever business if by so 
doing they can get concessions from the salesmen. 
But we are concerned here with the honest price 
mistake which is allowed to go as booked without 
a word to the customer concerned. Sometimes, 
when a dealer gets a good price he just cannot keep 
his mouth closed about it, and must needs boast 
about it to salesmen in competing lines. This may 
act as a discouragement to the salesman for the 
house with the higher quotation. He writes in 
about it; perhaps his house is feeling a bit dis- 
satisfied with the way orders are coming in, and 
the salesman is authorized to meet the cut, when, 
as a matter of fact, no cut was intended by the 
other fellow in the first place; he merely made a 
mistake. And then the fat gets into the fire, and 
a fair margin of profit is reduced to a loss, and 
months may elapse before the normal basis is re- 
sumed. 


The Way to Handle a Price Error 


That price errors can be turned into profitable 
incidents was clearly exemplified in our business a 
short time since. One of our salesmen sold a bill of 
goods at cost to a customer in Quincy, Ill., having 
mistaken his cost for his selling price. It was such 
a stupid error that when it was first called to his at- 
tention he was disposed to take the responsibility 
and say nothing whatever to the customer about it. 
I explained that such a course of-procedure was 
full of dynamite, and could cause an infinite amount 
of trouble to him as well as to others in our line— 
if the dealer happened to say anything about it. So 
he sat down and wrote the merchant a tactful, 
friendly letter, setting forth the facts, acknowledg- 
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ing the responsibility, and offering to let the price 
stand as he’d made it, but at the same time saying 
that such a blunder would not look well on his record 
with the house. He inclosed an addressed stamped 
envelope for reply. By return mail he received a 
cordial letter from the merchant, stating that he 
had corrected his copy of the order to conform 
with the regular list, adding that he did not care 
to take any advantage of what was obviously a mis- 
take on the part of the salesman. 

Now who will say that these two men are not 
closer together than they would have been had the 
salesman let the matter go by the board? The 
salesman will always remember the courtesy of the 
merchant, and whenever he can consistently do him 
a favor he will go out of his way to do it. The 
merchant feels more kindly disposed toward the 
salesman, for he respects him as a man not afraid 
to come forward and acknowledge a mistake. If 
the error had been allowed to go on without men- 
tion or correction every one concerned would have 
suffered. The house, while willing to stand be- 
hind the salesman, would not have felt very pleasant 
about the deal; the salesman wou!d have been weak- 
ened in his courage to admit error or to ask for his 
rights; the merchant would have purchased the 
goods at a price below reason—and could very hon- 
estly tell the salesmen for other houses that he had 
received a fine price from our man—which would 
sound too low to be true, and thus make the 
merchant’s veracity open to question—and possibly 
start a price-cutting campaign which would cause 
the whole trade thousands of dollars in profits. Be- 
sides, the dealer would be tempted to in turn 
cut the price to the retail trade, and that would 
make other dealers dissatisfied, and should they find 
out from whom the goods were purchased they 
would expect us to make them the same price, or 
else forfeit their favor. So you can readily see that 
the effect of letting a price error go without at 
least an attempt at correction may be far-reaching 
indeed. 





Moral Cowards 


To accept the responsibility for a mistake seems 
to be a very difficult thing for some men to do. If 
they can “pass the buck,” they seem to feel that they 
have done something very clever, whereas they 
merely display moral cowardice and weaken their 
own character, instead of benefiting themselves, as 
they seem to think. To face the music when a mis- 
take or an error of judgment has been made, is 
vastly more commendable and clever than to slip 
out of the responsibility by a clever excuse or by 
blaming the other fellow. You can “get by” for 
a while, but there’s always a day of reckoning, and 
then all the mistakes of the past will rise up to 
damn you. 

As a matter of fact and experience, to come for- 
ward and admit the responsibility has proven the 
winning card. It tends to disarm criticism—it cer- 
tainly places you on a foundation much more stable 
than one where you are backing and filling in an 
effort to square yourself with the boss for an 
error, which, in your heart, you know perfectly well 
was yours. Frankness in “acknowledging the corn” 
under such conditions will win where the other 
method will bring defeat. 

By what I have said I do not mean to say that 
I deprecate a legitimate defense of a course of 
action which does not perhaps meet the approval 
of those in authority. Men differ as to the means 
and modes of procedure, and what may appear 
as a mistake or error of judgment to one man may 
appear perfectly all right to another. If you are 
in that position and feel that your so-called mis- 
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take was not that, but was, on the other hand, a 
sincere belief that you were pursuing the right 
course for the interest of the business, it is your 
duty to yourself and also to the man who is doing 
the criticising to show wherein and how your rea- 
soning justified your action. 

But when it comes to the ordinary blunders which 
we all of us make now and then, it appeals to me 
that honesty is the best policy in this, as in all 
things. I don’t believe a man can lose by being a 
man, and you are nearer that classification when 
you say, “Yes, that’s on me,” and take your little 
pill—and nearly always the pill will be a lot less 
bitter for the reason that you told the doctor the 
truth instead of leaving it for him to diagnose your 
case as one of liaritis—a disease which calls for 
mighty powerful remedies sometimes. 

You’re bound to make some mistakes—the boss 
knows it—so do you. When you make them, do 
not dodge the issue. Come up smiling and don’t 
let there be a “next time” on that particular one. 
You’ll be looked on as a lot more dependable than 
the “dodger,” and when the sifting day comes, your 
way will get the proper reward. In accepting re- 
sponsibility for your mistakes, you show capacity 
for accepting responsibility for your successes and 
the opportunity to make successes comes oftener to 
the brave man than to the coward. 











One of the most attractive displays received by HARD- 
WARD AGE during the past year came from Lyon & 
Ewald, New London, Conn. In the housefurnishing 
department of this progressive hardware store wire 
goods are given special prominence. The line has been 
carefully selected and includes scores of common wire 
articles in daily use in most homes. The display here- 
with illustrated shows a common counter transformed 
by a window trimmer who evidently knows how. The 
framework reaching up from the top of the counter dis- 
plays a lot of goods, and it is certainly finished to per- 
fection with the coat hanger peak at the top 





















If You Have Customers Under Twenty- 


One, Read This— 


Very Little Limit to the Irresponsibility of Minors 


URING the last three months we have been 
D selling supplies to an association of young 

women here who have been using them for 
work in connection with the war. They have usually 
come to our store in groups of two and three, and 
as they belong to good families, there has been no 
hesitation about letting them have all that they 
would buy. This amounts at present to a consider- 
able sum. 

An argument is on now as to who is responsible 
for these purchases, and it looks as if our chance 
of collecting is slim. We find out now that most, 
if not all, of the young women in question are under 
age, and their parents refuse to pay not only our 
account, but several other accounts. In some cases 
the young women are wealthy in their own right, 
and there may be some chance of collecting in that 
way, but they have refused to pay when approached, 
and we suppose we will be forced into the courts 
before we are through. 

Please advise whether these young women, being 
under age, can be held responsible, or whether any 
one else can be held responsible for this account. 

R. & Mcw. 

The merchant who sells anything to a minor 
without getting his cash is gambling with fate. By 
minor I mean a man or woman under twenty-one 
years old. It is unsafe to give a minor credit even 
for necessities, for while he is sometimes responsi- 
ble for contracts which he makes for necessities, it 
is only when his parents have not supplied him with 
necessities. If his parents have supplied him with 
necessities fitted to his station in life, nobody is 
responsible when the minor buys goods which under 
other circumstances would be necessities. 

For instance, in one case a boy twenty years old 
went to a clothing house and bought a $50 over- 
coat. He had nothing and couldn’t pay, and when 
the dealer sued his father, on the ground that the 
coat was a necessity, the father proved that the 
boy already had six overcoats, and the court ruled 
that the $50 one was therefore not a necessity. By 
the time the dealer brought suit, the coat was worn 
out. 

And for goods not necessities, nobody is respon- 
sible when they are sold to a minor. The parents 
aren’t, because they are responsible only for neces- 
sities supplied ‘to their minor children, and not al- 
ways, as stated above, even for those. And the 
minor himself isn’t responsible, when goods he has 
bought aren’t necessities, because minors’ contracts 
for goods not necessities are void. 

The goods this correspondent has been supplying 
these young and irresponsible war workers are 
clearly not in the necessity class. Therefore, it is 
not debatable that the young women, if they wish 
to repudiate their responsibility, can do so with en- 
tire impunity. Nobody can make them pay if they 
do not wish to. And, of course, their parents aren’t 


any more responsible than I am, for the goods 
weren’t needed for the girls’ support, and the par- 
ents are outside of the matter entirely. 

Most retail merchants, and some wholesale, get up 
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against transactions with minors, and they take all 


kinds of risk if they only knew it. They usually 
depend on the idea that they can get the money out 
of the parents, but it is very seldom indeed that 
they can do that. Not in more than 25 per cent of 
the cases have the courts held that the parents were 
responsible. Either the goods furnished weren’t 
necessities at all, or if they were necessities they 
weren’t such in the given case, as the parents had 
already fully supplied the minors’ needs. 

The cases show that the dealers who suffer most 
in these cases are confectioners, grocers, photo- 
graphic supply houses, dry goods dealers, automo- 
bile supply houses, jewelers and clothing dealers. 
But there are cases where minors made contracts 
for building materials, and bought farm imple- 
ments, and signed leases, and bought horses and a 
lot of other things. In every case the decision was 
the same—if the goods were not necessities of life, 
nobody was responsible and the dealer couldn’t col- 
lect. He could get the goods back if they were still 
in the minor’s hands. Not so, however, if they had 
passed in good faith into other hands. 

If they were necessities, the minor or his par- 
ents, if they were living, were responsible if proper 
necessities had not already been supplied him. 

The law even goes so far as to say that a minor 
can lie about his age (except in lowa and Kansas), 
get goods through his lies, and then repudiate his 
contract. 

The only safe way to sell a minor on credit is to 
have the account guaranteed by somebody else in 
writing. I repeat, in writing; a verbal guarantee 
of another’s debt is not good. 





Whitman-Bull Tractor 
Company Formed 


TO HE Whitman-Bull Tractor Company, St. Louis, 

Mo., capitalized at $1,250,000, has been formed 
to take over the Whitman Agricultural Company, 
St. Louis, and the Bull Tractor Company and the 
Toro Motor Company, both of Minneapolis, Minn. 
The equipment of the two Minneapolis plants will 
be moved to St. Louis and housed in the Whitman 
plant. The new company will build tractors com- 
plete and will continue to make the Whitman line 
of farming implements. The capital stock of $1,- 
250,000 will be issued in the form of 8 per cent 
cumulative preferred stock and 12,000 shares of 
common stock of no par value will also be issued. 
P. J. Lyons, president Bull Tractor Company, will 
be president of the new company. The other officers 
will be: H. L. Whitman, St. Louis; James W. Lyons, 
Chicago, and P. H. Knoll, Minneapolis, vice-presi- 
dents; Lawrence B. Pierce, treasurer and chairman 
of the board of directors; H. L. Whitman, Jr., sec- 
retary and foreign sales manager. These men, with 
W. A. Bush, Isaac N. Orr and J. D. McCarthy, con- 
stitute the board. 
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Obituary 


THOMAS F. KEATING, 
president of the J. M. 
Mossman Company, New 
York City, and a promi- 
nent hardware man, died 
of heart failure after 
nearly a week’s illness, 
Friday, July 13. Mr. 
Keating was born in 
Pittsburgh in 1845, 
where he attended school 
until he was_ sixteen 
years of age, when he 
entered the employment 
of John Dunlap, manu- 
facturer of kitchen and 
household utensils. After 
a few years he followed the real estate business 
which, however, proved uncongenial. His next em- 
ployment was by B. M. Farren, a contractor who 
was building ‘the Troy & Greenfield Railroad, to- 
gether with a portion of the Hoosac Tunnel, just 
west of North Adams, Mass. His part of the busi- 
ness was as bookkeeper and paymaster, with head- 
quarters at Shelburne Falls, Mass., where he re- 
mained two years and a half. The Yale Lock 
Company was at that time located at Shelburne 
Falls, where Mr. Keating became acquainted with 
John B. and Julian Yale, sons of Linus Yale, Jr., 
inventor of the Yale lock. 

In November, 1869, Mr. Keating entered the em- 
ploy of the Yale Lock Mfg. Company, and began to 
travel for it in various sections of the United States 
and Canadian provinces, a trip often extending over 
an entire year. His work was mainly in the intro- 
duction of metal lock boxes, such as post-offices are 
fitted with, as well as marketing Yale products 
among hardware merchants in the towns he covered. 
Except for about six months spent in Boston super- 
vising the time-lock trade of the company, Mr. 
Keating traveled for almost ten years. In 1878 
he became manager of the New York office of the 
Yale & Towne Mfg. Company, located at 53 Cham- 
bers Street, becoming a stockholder and director 
in 1880. 

Mr. Keating was assistant treasurer and man- 
ager of the New York office until 1899, when he 
went into business on his own account at 23 War- 
ren Street. Soon afterward he connected himself 
with the J. M. Mossman Company as manager, and 
later became its secretary and treasurer. The ac- 
companying testimonial to Mr. Keating is the 
tribute of his life-long friend Henry R. Towne. 
Mr. Towne says: “In the death of Thomas F. Keat- 
ing the hardware trade has lost a member widely 
known and honored who served it in many useful 
capacities. He was one of the founders of the 
Hardware Club of New York City, long its treasurer 
and finally president of it. My own friendship with 
him dates from 1870, when he became the first 
(and for some time the only) salesman of the Yale 
Lock Mfg. Company, now the Yale & Towne Mfg. 
Company, of which I was the president, and I 
quickly learned to appreciate his many sterling 
qualities. Mr. Keating was a man of strong con- 
victions, which he would maintain vigorously and 
tenaciously, but which his friends, however their 
own views might differ from his, always realized 
to be honest beliefs, sincerely held. He occupied 
many positions of responsibility and trust, in all 
of which he was diligent, conscientious and faith- 
ful. He was honest to the core; his word was as 
good as his bond, and his integrity was above 
question. In his social relations, when business 


Thomas F. Keating 
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cares were over, he was genial, responsive and an 
excellent raconteur. He had decided artistic taste, 
was a good judge of paintings and of art in other 
forms and himself a modest collector. He had 
many friends, not only in the hardware trade, but 
also in artistic circles and politics, in which latter, 
as an anti-Tammany Democrat, he took keen in- 
terest, and at one time an active part. As one 
of those who knew him best I avail myself of this 
opportunity to testify to his many fine qualities, and 
to express my sincere sorrow that he has gone from 
among us.” 


FRARY HALE of the International Silver Company, 
Meriden, Conn., died July 12. He had been iden- 
tified with the company and its predecessors for 
upward of thirty years, and a year ago became its 
treasurer. Mr. Hale was of a retiring disposition 
and spent most of his spare time at home, so that 
he was not so widely known personally throughout 
the country, although he had given a generation 
of his business life to the service of the company. 

L. D. Pool, a pioneer hardware dealer of Hartville, 
Mo., died there recently, following an illness of several 
weeks. He is survived by a widow, two sons, both of 
whom were connected with their father in the hardware 
business, and two daughters. 

Daniel Segur, secretary and treasurer of the Sim- 
mons Hardware Company, Toledo, Ohio, died recently 
after an illness extending over three years. He was 
born in Toledo in 1859. He is survived by a widow and 
two sons. 

Orlando H. Rothert died recently at his residence, 
4027 Burwood Avenue, South Norwood, Ohio, after a 
short illness. Mr. Rothert had been connected with the 
Pickering Hardware Company, Cincinnati, Ohio, for the 
past 20 years. 


Personal 


F. B. Robertson 


F. B. ROBERTSON has been made central western 
sales manager of A. C. Penn, Inc. Mr. Robertson is 
an old timer in the hardware business, having for 
many years been a buyer for the Simmons Hard- 
ware Company. For the past four years he has 
been with the Westinghouse Mfg. Company, and his 
latest move is indicative of the love F. B. has always 
had for the hardware business. He is known as one 
of the most constructive business-builders on the 
road, and will undoubtedly do more than maintain 
his reputation with the Penn company. 
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THE GREAT WAR OF 1914-17 


Dates of Declarations of War, Severance of Diplomatic Relations, 
Commencement of -Hostilities, and Announcements of the Existence 
of a State of War as between Powers concerned in the PreSent War 
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United States-Germany 
Austria-United States... ... ; 
Brazil-Germany.............. 


:... April 9, 1917 
April 10, 1917 


PRINCIPAL EVENTS OF THE WAR 
1914 


June 28. Murder at Sarajevo of the Archduke Francis Ferdinand, heir to the 
Austro-Hungarian throne. 

July 28. Austria-Hungary declared war on Serbia. 
August 1. Germany declared war on Russia and invaded Luxemburg. 
August 3 declared war on France. 
August 4. War donages by Great Britain on Germany 
August 7. Germans entered Liege. 

France declared war on peony eee? 

Great Britain declared war on Austria-Hungary 

British itionary force’landed in France 

‘eated by Russians at Eydtkuhnen 

Germans occupied Brussels 

Germans Vamur 

Germans destroyed Louvain. 

. British naval victory in Helgoland Bight. 

September 2. Russians took Lemberg. 
September 3. French Government removed’ from Paris to Bordeaux. 
September 5. Great Britain, France, and Russia signed a treaty not to make 


peace separately. 

September 7. Allies win Battle of the Marne and Germans retreat to the Aisne 
September 16. Russians retired after invasion of East Prussia 
October 9. occupied Antwerp 
October 13. Belgian Government withdrew to Le Havre, in France. 
October 13. Germans occupied Ghent 
October 21. The sale of alcohol forbidden in Russia. 
October 28. DeWet’s Rebellion in South Africa. } 
November 1. German naval victory off the coast of Chile 
November 5. Great Britain dec’ war on Turkey. 
November 7. Fall of Tsingtao to the Japanese. ; 
November 10. German raider “Emden” destroyed by the British. 
November 17. British war loan of £350,000,000 issued. _ 
November 21: Busra, on Persian Gulf, occupied by British. 

8. British naval vi off the Falkland Islands. 
December 8. South African ion co) 3 
December 9. French 
December 16. German warships bombarded English coast towns. 
December 17. Egypt proclaimed a British Protectorate. 
December 24-25. rman air raids on England. 


January 4. The London Stock Exchange reopened. 
January 7. Sale of absinthe forbidden in France. 
January 24. British naval victory in North Sea off Doggerbank. 
Peete = German official ‘‘blockade” of Great, Britain begins. 
ruary 19. Anglo-French squadron bombarded ‘te nall 
March 1. British “Orders in Council” issued to prevent commodities of any kind 
March 10. British red Neuve Chapelle = 
arch 10. euve . 
M eg a ured Przemysl in Galicia. 
pres 

, tish troops landed on the Gallipoli Peninsula. 
May 2. Russians retire from positions in the Carpathians. 
May 7. The “Lusitania” torpedoed by Germans. Death roll, 1,134. 





May 1! The Allies force back the Germans in the region of Arras. 

May 12. Botha captures capital of German Southwest Africa. 

May 23. Italy dec’ war on Austria-Hungary 

June 1 German Zeppelins make raid on London. 

June 3. Przemysi recaptured by the Austro-Germans 

June 11. Italians occupy Gradisca. 

June 23. Ruasiana retire from Lemberg 

August 5. Warsaw falls to the Germans. Russians retreat successfully 

August 19 German war fleet defeated by Russians in Gulf of Riga. 

Alugust 19. Liner Arabic sunk, two Americans lost. 

Auguet 21. Italy declares war on Turkey. 

August 25. Russians defeated and driven from Brest Litovsk 

September 9. Wilson asks recall of Austrian ambassador. 

September 26-October 2. Anglo-French offensive on western front. 
French war loan of $500,000,000 negotiated in the United States. 

joins the Teutons. 

October 15. Great Britain declares a state of war with Bulgaria. 

October 19. Italy and Russia declare war on Bulgaria 

November 27. French and British troops land at Salonica. 

December 4. Henry Ford peace ship sails for Europe. 

December 14. Occupation of Serbia by Teutons and Bulgars complete. 


January 9. British and French troops withdrawn from Gallipoli. 

January 25. Occupation of Montenegro by Austro-Hungarians complete. 

January 27. Britain's Compulsory Service Act becomes law 

February 16. Russians take Erzerum 

February 21. German offensive against Verdun begins. 

March 8. Germany declares war on Portugal. 

March 31-April 3. Air raids over England 

April 15. Trebizond taken by Russians. 

April 29. _ British surrender to Turks at Kut el Amara 

May 4. Germany promises to modify submarine warfare 

May 31 Great British-German naval battle off Jutland 

June 2. Fourteenth week of German siege of Verdun opens 

June 4. Great Russian offensive on eastern front begins. 

June 5. Earl Kitchener lost with British cruiser “ Hampshire." 

July 1. Great French and British drive on the western front begins. 

July 4. Russian offensive on eastern front continues; 230,000 prisoners. 

July 9. German commercial! submarine arrives at Baltimore 

July 14-17. British and French make gains in France 

July 16-18. Germans retire before Russians in Volhynia 

August 9. Gorizia falls to the Italians 

August 27. Roumania declares war on Austria-Hungary 

August 28. Germany declares war on Roumani 

August 30. Turkey declares war on Roumania 

September 4. Bulgaria declares war on Roumania 

September 7. French win at Verdun. Russians gain on Lemberg 

September 18-27. Allies win big victory in France. 

October 7-8. German war U-boat, after putting in at Newport, R. L., sinks 
Allied and neutral shipping off the U. S. coast 

October 11. German Allies begin invasion of Roumania 

November 3 French recapture Fort Vaux at Verdun 

November 13. British win on Ancre River. 

November 19. Entente forces drive Bulgars from Monastir 

December 6. Bukarest falls to the Teutons 

December 12. Germany proposes peace. 

December 16. French win important victory at Verdun 

December 20. Entente spokesmen reject German peace plan 

December 21. President Wilson makes plea for peace 


1917 


January 11. Allies give peace terms in reply to President Wilson 
January 29. England tightens blockade of Germany 
January 31. Germany announces unrestricted submarine warfare. 
February 3. United States severs diplomatic relations with Germany 
February 12. United States refuses to discuss controversy with Germany 
February 17. Submarine menace causes congestion of U. S. commerce. 
February 27. Germans begin retreat British near Bapaume 
March 1. Germany-Mexico-Japan plot [hid bare. 
March 3 Japan and Mexico deny gomplicit 
March 5. Senate filibuster defeats Wilson’s bill for armed neutrality 
March 6. Austria backs Germany's U-boat war. 
March 11. British defeat Turks and take Bagdad 
March 12. Wilson orders arming of American merchant ships. 
March 12-15. Political revolution in Russia. Czar abdicates 
March 12-18. British make gains in Mesopotamia. 
March 14. China breaks relations with Kaiser . 
March 14-25. Great Germar retreat in France 
March 17. Czar oe of Russia imprisoned. Pro-German element in Russia 
cru: 4 
March 19. American ships sunk by Germans, with loss of lives. 
March 30. Great Allied gains in France 
April 2. President Wilson reads message asking Congress to recognise state of war. 
April 4. Senate passes measure recognizing state of war with Germany 
April 6. House of Representatives passes measure. President adds signature 
April 7. Cuba declares war on Germany 
April 7-12. Many German spy suspects arrested in the United States. 
April 9. Austria breaks relations with United States 
Great drive by British in France; 11,000 prisoners. 

April 10. Brazil breaks relations with Germany. 
April 11-20. French and British continue successful offensive in France. 
April 14. The U. 8S. $7,000,000,000 war revenue bill passed by the House of 
Apel 14." Great stvibes and ot begin in German used hortage 

pri! 14. Great strikes and riots nin cities; ca’ by food s ° 
April 21. German war boats lost in raid on Dover. vi 
April 23-24. British and French commissions arrive in Washington for conference 

with American officials. 


The Humphryes Mfg. Company, Mansfield, Ohio, has issued some very interesting information in large pamphlet 


form regarding the present war. Sixteen maps printed in colors are given, showing 


the progress of the war, 


together with a short résumé in connection with the entrance of the different countries involved. The important 
dates covering the eager 9 events from June 28, 1914, to April 24, 1917, are herewith reproduced from the 
et. Th 


Humphryes’ pamph 


e one important date lacking is that of the landing of the American troops on French 
soil, which occurred June 27 
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Taking the War Seriously 


NOTHER week of war with Germany. 
Another seven days in which more Ger- 
man plots have been uncovered, more German 
spies arrested and more vital military infor- 
mation passed to the enemy. Another seven 
days in which Washington has been dilatory 
in performing a duty it owes the Stars and 
Stripes. 

Every week, every day, every hour that 
passes with thousands upon thousands of 
full-fledged Germans at large in our midst, 
brings us nearer the time when blood and 
fire will pay the penalty for this colossal in- 
difference. It is a hang-over of pacifism. 

The day must come quickly when prison 
camps will bound the activities of enemy 
citizens in this country, or those in charge 
of our national affairs will be called upon to 
answer an outraged public for gross neglect 
of duty. 


Regulations That May 
Hamper Emergency Boards 


HE existence of a national emergency is 

always an excuse for the enactment of 
much hasty legislation, which although well 
meant, is many times ill-advised and unneces- 
sary. The present national crisis has proved 
no exception to the general rule. Just at 
present Congress is said to be contemplating 
the passage of a law, applicable to members 
of the National Council of Defense, in which 
is embodied a set of arbitrary rules similar to 
those which apply to members of Congress. 
At first glance such a law appears to have 
considerable merit. If members of Congress 
are not allowed to participate, even indirectly, 
in contracts for Government supplies, it 
would seem that members of this important 
committee might well be governed by similar 
regulations. However, there are certain 
fundamental differences in the personnel of 
these two bodies which render the contem- 
plated law extremely unwise, particularly at 
this time. 

The Congressional body is made up of men 
from all walks of life, chosen by ballot. In 
many cases politics is their sole profession. 
Their tenure of office depends primarily upon 
but one thing—a greater number of votes 
than can be polled by their political oppo- 
nents. Lawyers are much more numerous in 
Congress than hard-headed business men. 

It is undoubtedly true that many of the 
men in Congress to-day are high-minded, 


MUTE 


honest and deserving of their honors. How- 
ever, the fact remains that the only abso- 
lutely necessary qualification in order to be- 
come a member of Congress is the ability to 
get the required votes. Since the awarding 
of contracts might be used as a leverage in 
obtaining votes, it has been considered wise 
to prohibit our national law makers from par- 
ticipation in Government contracts. 

On the other hand, the National Council 
of Defense is composed of picked men, who 
have been chosen because of their business 
ability and their intimate knowledge of busi- 
ness affairs. In the majority of cases these 
men are the heads of large manufacturing 
plants or distributing agencies. Their value 
to the government is due primarily to the 
fact that they do possess an intimate knowl- 
edge of merchandising which could not have 
been attained except through channels of 
personal interest. It can be readily seen, 
therefore, that a law which arbitrarily bars 
these men from even an indirect interest in 
contracts for merchandise, concerning which 
their advice is sought, would have far-reach- 
ing effects. It would mean that many of the 
largest and best equipped concerns in the 
country would be absolutely barred from fur- 
nishing goods to the Government. The only 
alternative would be the elimination from 
the board of the one type of man who is at 
this time adequately fitted to advise the Gov- 
ernment in regard to the necessary war pur- 
chases. Would it be wise to close our largest 
avenues of supplies at a time when there is 
absolute need for all the supplies that can be 
produced? Is it a matter of wisdom to elimi- 
nate these big factors in a competition which 
alone means an equitable price? Can any- 
thing be gained by replacing trained men 
with professional politicians? 

It is everlastingly to the credit of the busi- 
ness world that the men of large affairs have 
given freely of their valuable time and effort 
in order that war may be won in the shortest 
possible time. They have not sought posi- 
tions of responsibility, but have not shirked 
when the positions have chosen them. The 
men who comprise the National Council of 
Defense were selected for their honesty and 
their standing in their communities, as well 
as for their business ability. Their accept- 
ance has been actuated by motives of patriot- 
ism. To such men petty rules would prove a 
hindrance rather than an aid. A law such 
as is contemplated would work only injury to 
the country whose interests it is designed to 
protect. 

If the work of such a body is to be at all 
effective it must at all times be conducted 
by men of real ability, who can be trusted 
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to serve the public in an unselfish manner, 
regardless of what their private interests 
may be. With a Congress comprised of men 
of that type, a national council of defense 
would never be needed. Since such a board 
appears to be necessary, why restrict and 
hamper it in its work? 


The Partnership of War 
and Business 


HERE is a_ widespread impression 

throughout this country to the effect that 
war and business prosperity are deadly ene- 
mies. Statistics gleaned from the records of 
our great Civil War would to some extent 
bear out this impression. However, as a mat- 
ter of fact, the present war instead of being 
antagonistic to business prosperity in Amer- 
ica has turned out to be almost a friend and 
partner. 

This phase of the situation is very forcibly 
brought to our attention in the various 
agency reports covering the business failures 
during the first six months of the present 
year. For example, Dun’s report shows a 
smaller number of failures during that pe- 
riod than for any similar period since 1911. 
The liabilities are also shown to have the 
smallest total since 1906. Since lack of busi- 
ness prosperiy is invariably marked by an 
increased number of failures, it is apparent 
that business is on the upgrade. 

This report would, perhaps, prove but lit- 
tle, were it not for the fact that similar fig- 
ures, covering business failures in Canada, 
shows a like gratifying situation. Reliable 
reports show that our northern neighbor has 
had fewer business failures since January 
first of this year than for the first half of 
any year in the past decade. It also shows 
that the liabilities have a correspondingly 
smaller total. 

Using these figures as a basis, it would 
seem that business has actually grown larger 
and stronger through the impetus given it by 
the war. Naturally the readjustments in- 
cident to the actual entry of the United States 
into the conflict have been less drastic than 
those which followed the beginning of hostili- 
ties three years ago. As a matter of fact, 
this country was fully half-way on a war 
basis at the time a state of war was declared 
to exist. 


New Leadership Needed 


HEN a man becomes obsessed by the 

belief that a large percentage of the 
people of this country is being willfully and 
maliciously oppressed in a manner akin to 
the oppression which has disgraced some of 
the autocracies of the old world, he is in 
danger of getting a distorted view of events 
at home and of -seeming to align himself in 
sympathy with the worst forms of law-break- 
This was illustrated last week at Car- 


ers. 
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negie Hall, New York, when at the reception 
to the Russian mission Theodore Roosevelt 
and Samuel Gompers engaged in a contro- 
versy in regard to the recent race riots in 
East St. Louis. 

While the reception was not the place for 
discussing the sins of omission’ or commis- 
sion of any Americans, Colonel Roosevelt ex- 
pressed the opinion of a vast majority of his 
countrymen when he declared that, whether 
there was provocation or not, the race riots 
were waged with such appalling brutality as 
to leave a stain on the American name. On 
the other hand, Mr. Gompers, in this case as 
sometimes in the past, came very near to 
apologizing for crime. While he expressed 
detestation of all brutal conduct, Mr. Gom- 
pers asserted that “the luring of these col- 
ored men to East St. Louis is on a par with 
the behavior of the brutal reactionary and 
tyrannous forces that existed in Russia.” No 
wonder this assertion was vigorously de- 
nounced by Colonel Roosevelt, who said that 
“the riots took place in a northern State 
where the whites outrank the negroes twenty 
to one” and that “if in that State the white 
men can’t protect their rights by their votes 
against an insignificant minority, and have to 
protect them by the murder of women and 
children, then the people of the State which 
sent Abraham Lincoln to the Presidency 
must bow their heads. 


The facts are that the negroes were not 
“lured” to East St. Louis or induced to go 
there by any promise that was not fulfilled. 
There was a demand for labor which, five or 
six years ago—long before the strikes of the 
past few months—caused negroes to move 
from the South to East St. Louis, where they 
earned much higher wages than they had ever 
been paid in their old homes. They sent word 
to their friends in the South that they had 
found a place where they earned wages 
higher than they had ever dreamed of. Nat- 
urally the migration increased rapidly, and in 
the course of time trouble arose between 
whites and blacks for various reasons; but 
there was absolutely no justification for the 
riots nor had Mr. Gompers any for the atti- 
tude he took in his controversy with Colonel 
Roosevelt. 


Since the United States entered the great 
war Mr. Gompers has occupied a high posi- 
tion in the councils of the nation and fre- 
quently his influence has been for the best 
interests of the country. Much that he has 
done in opposition to the plans of labor agi- 
tators has been admirable, but now and then 
the old Gompers—the Gompers who defended 
the dynamiters and accused their prosecutors 
a few years ago, the Gompers who a few 
months ago declared that he would defy law 
and courts if his ideas of the rights of rail- 
road employees were not upheld—appears 
and exercises a malign influence, showing the 
imperative need of wiser leadership of work- 
ingmen, leadership which will uphold law al- 
ways and never apologize for crime. 
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Publicity for the Retailer 


Second Issue of Store Paper Proves Its Worth as Trade 
Bringer—Using a National Policy to Sell Refrigerators— 
Other Business-Getting Publicity 


By Burt J. Paris 


Baker Bros. Know How to Edit a Store Paper 


No. 1 (8% in. x 11 in.). This is the editorial 
page from “Baker’s Hardware News,” the new store 
paper published by Baker Bros., Andover, N. Y. 
In an accompanying letter, Baker Bros. ask us where 
they can improve upon the paper, and also take 
occasion to say that although only two issues of the 
paper have appeared, it has already demonstrated 
its real value as a trade bringer. This is only one 
more confirmation of what we have been telling 
you—that the store paper is the greatest single 
publicity force that you can use. Don’t think that 
you’ve got to publish a store paper for a year before 





How YOU Can Stop Food 
WASTE Right at HOME 





Our Government says we waste B¢ 
Seven Hundred Million Dollars * m 
in Food Every Year Partly Because it Spoils from Heat. 
President Wilson Asks Our Help 


Presdent Wilson has asked the people to help 
in this crisie by saving food. The most H- 
ing waste has been right in the homes. e, 
every day, enough food is thrown away to feed 
an army : 

This problem has been our study for years, and 
the chief cause of this tremendous, unneces- 
sary and criminal waste is lack of proper se- 


People who have made any at_f 

preservation at all have toe 

cheaply constructed, poorly insulated re! 

ee ee ep antel 

but have wasted ice, as well. 

le ic time now to cal) a halt, time te wtop this 

criminal waste, time to give serious thought to 
i national 


. this 
Tins Gon cdl Gosh tp pentont their honey in 
the squirrels 





mew of the garbage can each year._ 


and with 
ecopomical refrigerators 





‘ de ob walless’ 
worth of life-sustaining food into the yawning, 


[ers made. 
HAG: 


Let us quit now—once and forever 
Come to our store today and let us show vou 
how to stop this waste in your home. = Le: vs 
show you how a mederate investment in a len- 
walled, ice-saving, food-preserving Leorard 
i will save you hiwncdrer's 
of dollars, reduce the price of food anc be!» 
the nation. 
Tests of the Leonard Cleanable, made by Good 
Housekeeping and the New-York Tribune In- 
stitutes prove that it maintains a steady, low, 
food. i with low ice con 





P ee 


sumption. 

Let us show you why the Leonard is the best. 
See for yourself the smooth, white porcelain 
i i with round corners. 

y ; 

dry air circulation prevents 

clean it is. 

k fin. 


Leonard Cleanable 
Refrigerators 








No. 2—Excellent use of timely appeal 


You cannot afford to 
leave ‘your home unpro- 
tected against flies. Every 
door and window should be 
screened and there is no bet- 
ter time than the present. 


Screens from ....30c to 60c 





Screen Doors, congiet, 
$1.50 to $2.50 





CAE Swart 


No. 5—Screens effectively presented 


you can say that it gets business. Our experience 
in following the publication of store papers all over 
the country leads us to state that, as a general rule, 
the store paper begins to demonstrate its remark- 
able pulling power with the second or third issue. 
Baker Bros. bring out a point in connection with 
store-paper publishing which we are glad to com- 
ment upon. They feel that as time goes on it will 
be increasingly difficult to make the paper of suffi- 
cient interest to get people to read it. This is a 
fallacy, pure and simple. Just as long as you run a 
hardware store, you will have news for the public, 
and just as long as your store paper reflects your 
personality it will be interesting. If this were not 
so, nobody would read newspapers or magazines 
after a few months. Remember, that primarily, the 
duty of the store paper is to record business news 
and progress, and not until people stop purchasing 
will they cease to be interested in what you have to 
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Bakers’ Hardware News 


PUBLISHED BY 
Baker Bros. Andover, N. Y. 








We expect to publish this pa- 
per monthly for Our Customers 
and those whom.we would like 
to have for Our “Customers; that 
means everybody within twenty 
miles of either store. If you 
don’t get a copy it is because 
your name is not 6n our mailing 
Jist; so send in your name. 

Sample copies may be had at 
the store for the asking. 

We shall be glad to print any 
special item of interest for any 
customer, Free of Charge, such as 
Want Ads, For Rent, For Sale, 
Help Wanted, Ete. 

Subseription by the year—Your 
Good Will. 


HERE'S THE 
STRAIGHT OF IT 

We, Baker Bros., want to know 
about it whenever we do any- 
thing, say anything, or sell you 
anything that does not meet your 
approval, 

Won’t you please tel] us all of 
the facts in the case when such 
instances come under your obser- 
vation? 





We ask this, not merely to 
have something to say, Mor to 
try to cover up any faults we 


may have. 

We want you to tell us about 
these things because we want to 
know about them. 

We want to know about them 
because the knowledge will en- 
able us to cultivate closer, more 
friendly relations with you. 

We want such relations be- 
cause when we have such _rela- 
tions we can sell you more goods, 

This surely ought to make 
things plain enough and to con- 
vinee you that we are really in 
earnest when we say we want to 
please you. 

WE WANT YOUR BUSINESS. 

And any trouble we take to 
gain your confidence to the ex- 
tent that will give us your busi- 
ness we shall not regard as too 
much trouble, 

We want to sell you more 

The reason that we want to 
sell you more goods is that we 
want our business to grow, It is 


say of your store. 


ciated as it grows older. 
need for worry on that score. 
paper which is now in its sixth 





We can assure you that a store 
paper grows more interesting, and is better appre- 
There is absolutely no 
We know of a store 


already an excellent business, But 


it is only moderate in size com- 
pared to what it CAN be. 

We want to grow. 

Our suecess in these days of 


our comparative youth only stim- 
ulates our efforts to the attain- 
ments of still greater things—on- 
ly steadies our purpose and clears 
our eyes so we can more plainl, 
see the shining goal that is just 
ahead. 

If we don’t get your business, 
we can’t reach the high mark we 
have set for ourselves, 

WE WANT YOUR BUSINESS. 
Let there be no mistake about 
that. 

If there is anything in the way; 
if you feel that you cannot give 
us your entire confidence; if you 
have investigated us and our 
store, and you have any mental 
reservations as to the thorough- 
hess with which you accept our 
statements; if our goods do not 
meet with your approval; if our 
prices are not what we say they 
are; if you do not gct prompt and 
efficient service from our people 
in your dealings with them either 
in person or by phone; if, in 
short, you can think of ANY 
reason why you should not buy 
more goods from Bakcr Bros, we 
ask you, as ‘business men talking 


to business men and women, to 
let us know about it. 

We are here to grow, We are 
here to win, 

This is why we are going to 


get your business if any action of 
ours ean bring it to us- 
BAKER BRO’S. 
By Erwin D. Baker 





JUST FOR FUN 


Consider a ten-penny nail—the 
harder you hit it, the faster it 
gets there, 





Don’t be afraid to brighten the 
life of your wife, your son, your 
neighbor or friend by some word 
of praise; don’t hold back ‘what 
would be better if said; praise 
those that deserve it—even your 
wife! Sometimes it’s the only 
pay she gets, If you have some- 
thing good on your mind, say it- 





One of the surest ways for a 
bachelor to economize is to «sell 
his automobile and get a wife. 


No. 1—It gets the business 


year, and is so 












eeRLEsS 


BRAND 


TIMOTHY , 


of 










Lover: 





This seed has beeome the stan- 
dard for highest grade among all 
who have used it and know its 
excellence. 

Peerless Timothy must be 
Northern Grown, so acclimated to 
our Ideality, it must average 
99.80 % pure by government test ; 
it must be above 97% germination. 


The vitality, must be high, the 
color bright and in every way 
this seed must measure up to 


highest standards. 

For the season of 1917 we have 
been most fortunate in procuring 
seed of exceedingly high quality, 
and at a most advantageous price, 
so We are able to offer it at a 
price of $3.00 per bushel. 

Wise buyers are rapidly .coyver- 
ing their requirements. 

We submit samples on request. 





(Continued from first page) 


the barrier between town and 
eountry. 
Marysville is a town of 3,000 


souls and the community house is 
located.in the central part. It 
consists of a large reception room 
with piano, reading tables: and 
easy chairs, There is a dormitory 
where farmers’ Wives may leave 
their babies while . shopping, 2 
boys’ room, a library, toilet rooms 
and a room for the women’s clubs. 
Swimming pool, shower baths, 
skating rink and gymnasium, are 
located in the basement. 





worth 


We think the above is 
Surely 


copying for Andover. 
there are no people anywhere 
more eftitled to have access to 
the comforts, and ¢onveniences 
that a Community House affords 
than those who come to Andover 
for business, recreation or pleas- 
ure; it is now time for Andoyer’s 
business. men to get together and 
put this:proposition across. 





eagerly looked for that when the publishers inten- 
tionally skipped an issue by reason of extra work in 
the store, they were besieged by inquiries and pro- 
tests from their mailing list. 
make up your mind it will be increasingly difficult 


As time goes on, 








oe Aeroplane Goods at — 
Hdw.Co. Sybmarine Prices 


Auguste has an excellent market for Grain, Live Stock, Poultry, Butter, Eggs, and othef Produce. When you trade bere, you 


and when the town is prosperous, you will find that town property is worth more and land near by will increase in 


ve ged cyagre der me trese: pf omgeeing emg mo ta Implements, etc. can be purchased in Augusta at ‘prices which 
and the Geo. ye tA ote. at prices 
some cases, our PRICES ARE 20% LOWER. Do.you want to SAV MONEY! If so, come to 


fortelt $10.00 in gold when we fall to live up to this. We Mvite you to 
PROVE THIS. DON’T TAKE OUR WORD FOR IT. 


to bring { your liste taken 


Us for $2.26. Did it pay him to trade 








GUARANTBED OIL RANGE 
REVONOC OIL RANGE has all the jatest im- 
hort chimney, “Direct Heat,” does 


produces ‘ times as much beat from « gallon 
of coal off as any other of] stove. Blue En- 
ameled, with or without shelf. Bottom shelf 
for pans, also reinforced and makes « rigid 
strong stove. Ovens and shelf extra. 
2-Hole Range 9950 3-Hole Rance $19.50 
4-Hole Range $16.60 

Ovens $8.50, 68.00, $8.50, 64.00 

Shelves $3.00, $8.50, 64.00. 

‘These pricea good only 30 days. 





Coupons on FREE FLOUR AND SUGAR with 
each 26¢ cash sale. Acets. pald within 16 
days will be considered cash in this contest. 





LAWN MOWERS 


OLD PRICE ON LAWN MOWERS 


Mowers can be purchased from us at low 
prices as we carried some over. Prices good 
only while supply lasts. 


‘RUN BAST 
Guaranteed to be the best low-priced mower 
made. Runs easy, built strong. ~~" im. wheels, 
3 12-inch blades. Price 
Grase shears - - - - Toe 


GLENCOE—A strongly constructed mower 
made of good wearing material. ® inch drive 
wheels. Four 16 im. blades, thoroughly har- 
Gened and self sharpening. Price - $600 

Ellwood High Wheel, easy running. A first 
class mower, made to wear and wear and wear. 
Two sizes, 16 in. and 18 im. Prices $6.50, 69.50 


BARTLETT, ball bearing. Most successful 
Mower on the market. Biades made of crucible 
steel, tempered in oil. SELF SHARPENING, 
10 in. drive wheels. 

Price 15 tm. - - - - era 
Price 17 in. - + - - 816.50 





MORE MONEY TO YOU- 
Boy a NEW SHARPLES SEPARATOR and 


payments, Just beonuse this is new, 

buy something else—we guarantee them to 
work and if they don’t, the machines are ours 
not yours, Let those tell you who are using 
these every dey 





NO-SAG GATES 
Prices $4.10, 84.75, 65.00, 
Note we furnish yoy a different brage. 





All prices in this issue gobdd only until May 
Sist. Order early while goods are in stock 
Mail orders given Prompt Attention. Most of 
the goods offered to you this apring was pur- 
chased Jast summer and fell, at prices which 
are very low compared with market prices 
Prices on Nails, Roze, and other articles will 
be advanced June Ist, so buy early and SAVE 
Mo aa et ee Ke on ' 





REVONOC ICE CREAM FREEZERS 

Steel frame, white cedar pail, Patented ta- 
bie clamp fitted to bottom of each freezer. 
Best Grade Steel Cans are of long, narrow 
model which presents a maximum surface to 
the ice, thus insuring repid freezing. Saves 
salt and-ice, runs easy Prices: 
lat 1.75 2a 825 Bat Ms 
a qt 22 6g Sqt 4,76 

If this grade of froesers te not what you 
want, remember we can furnish you with a 
different grade, at less money. 





WASHING MAC gs 

GOOD LUCK Washer, a good weeher at the 
right price. Well made and she ta to do 
the work. Price tho 

Ideal Washor—Bullt » 80 as to wnt the same 
4s & wash board, will not tear the Snest fab- 
rics. No gears o- fy-wheel, just « plain wash- 
er that does the work. Price - ue 

Revonoc Werher—Well built, substantial 
and rigid. Tob made of La. cypress, corruge- 
ted interiof, dowble hingo-! cover, strong wrin 
ger attachment.” One well worth the money. 
$10.00 value. Price - 





ASK FOR FREE COUPONS 





REFRIGERATORS AT LOW PRICES 
CINO—WHITE ENAMELED Provision 
Chambers, made of selected Hardwood, round- 
ed cornérs and Golden Oak Gnisb, tinned wire 
shelves, raiged door panels, nickel plated hin- 
ges and self locking lever-locks. Made in four 

sites. 

Width Depth Height ce Cap. 

“Min 16 in 41 in 60 Ihe 

30 in. 19 in. “4 in. 80 Ibs. 

32 in. 20 me 5 in. 100 Ibs. 

35 in. 20 is 4¢ in. 118 Ibs. 
6% Pty for cash. 





RUBBER ROOFING 

Sentinel Roofing, per sq. - - 

1 ply (S yra.) per oq . : 

2 ply (0 yre.) per sq. 

3 ply (15 yrs.) per sq. - $1.95 
Notice these prices are below uM 0. prices. 

Rock Faced Roofing, 15 yrs. gucrantee 62.00 





Nails, Our Special, 100 Ibs, 68.00 


Hooks, 5 for 


RAZORS, Ete. 


BICYCLES, SUPPLIES, Ete. 


+ $1.00 Feed Baskets . The 


$3.25 Tool Grinder, *°- 61.98 
0c Pocket Knives Bae 
25e Scissors Sharpeners - 180 


TSc Feed Baskets ~ Wwe 
No. 6 Columbia Batteries - 
Bose Balls * 
Base Bali Gloves 
Base Ball Bats 
14 in. Hay Rack Clamps ~ 
16 in.“Hay Rack Clamps: - 
Straight, Ladders, per ft 
Extension Ladders, per ft. + 
Step ledders 
Dirt Shovels, D Handles 
Seoops, Eastern pa‘tern 
FISHING GOODS 
Bamboo poles, 16 ft. 
Bamboo poles, 25 ft 
Jotnted Poles, 3 sections - 
Steel Jointed Poles 
Furnished lires 


Floats ° es 7 
Spitt Bamboo Rods - e185 
3-Section os ng Poles - = 
lst grad 
ELECTRIC LIGHT ios 
100 Watt, gas Giled - $1.00 
60 Watt, gas filled, frosted - the 
60 Watt, gas filled, plain - 70¢ 
25 apd 40 Watt TONG SOL Sie 
Or 
de 


Bugey Axle Oil, percan © 1 
Separstor Of], per at We 
Machine Ol, per gal. - @e 
Gas Engine Ol), per gel. te 
Harness Oil, per gal - @& 
PAINT—LINSEED OTL—Ete. 
ist grade Houre Paint, gal. 92.00 
let grade Barn Peint.per gal $1.00 
Dry Venetian Red Paint, ‘Ib. 6 
Linseed O11; per gal - 20 
Turpentine, per gal.. he 
Paint Brushes, a good one for be 


$1.00 Revonoc Safety Razors She 
Adelade Safety Razor and 10 
blades 
$4.00 Razor Sets - $8.00 
URED OTL And GAS SPOVES 
3-Hole Gasoline, on legs - 68.50 
3-Hole Coal OF, new wicks 66.09 
$18.00 Gasoline range, new $1000 
PLOWS AND HOES 
Garden Plows : 
Ladies’ Hoes - be 
SCREENS AND poons 

Adj, Wd. Screens, med. size de 
y Ad). Wa. Screens, large 
Deora, 26x66 
Doors, 2-4x68 * 50 
Doors, ofled and varnished, in 
stock. 

Cloth, Black Galv. and 
Bronze. These goods were pur- 
chased last fall before the raise 
and they will save you money 


Chicago Bike, a wheel of qual- 
ity, Usted at $37.00. Special May 
price - - . 50 


Cash of easy payments. 5% off 
for cash. . 


Tires (guaranteed) - 2% 
Saddle : - - The 
Pumps : - tothe 
Never-Leak - ee 
We have engaged « ety concern 
te do ail kirds of Bike Repair- 
ing, so when you are in trouble, 
come in 


FRUIT JARS 
Qt. Tin Cane, per doz 
Glass Jare, qts doz. 

* POLISH 
Bc Furnitare Polish 
25¢ Furniture Polish 
lie Furniture Polish 
0c Liquid Veneer 


Hardware Age 


Do Your Bit | 


Every Housewife Can 
Help in This War 
By Eliminating Waste of Food 


Fruit, V , and Meat Lose 
Much ve Value When Lett 
Expesed to the Summer Heal. 


A Good Refrigerator is an Abso- 
lute Necessity for Economy 
in the Home. 


be ap ping ofa good Refrigerator are a 

cass, goed insulation, perfect circula- 

features we demand when 

fone Pies You are assured of these 

features when you buy from us, whether you 
select the cheaper grade with light metal lining, 
or the more expensive and more durable Refri ig: 
erator with the one piece pressed steel! porcela! 

lining or the heavy stone lining. 
You will find at the Big Store just what you want at the 
right price. Scientifically correct im every detai! 





The Demonstrating 
Refrigerator 
In our window tells the story of perfect circula- 
tion, as long as the provision 
chamber is warmer than the 
ice chamber the fan revolves, 
when the fan stops you 
know that the temperature 
through out the entire 
Refrigerator is the same, 
when the door is opened 
and warm air admitted, 
the circulation immediately 
begins. 
PRICES: Common 
Lined--- 
$7.35 $13.58 $15.47 $16.32 $16.99 $19.94 
Porcelain Lined and Stone Lined--» 
$25.66 $34.61 $42.19 $49.58 
29.33 37.08 45. at 


Ice Cream Freezers 
Auto Vacuum 
Requires 
no turning, just putin 
the cream, and ina 
fifinutes it is all nice- 
ly frozen,- and will 
keep firm for hours 
in the Freezer. Both 
the cream and ice 
compartments are 
absolutely leak 
proof, making | it 
convenient to carry 


Metal 





‘a lhe + = el 
a Vacuum Freezen 


Twelve-Dish..... $3.50- 


An Alaska Double 

Action Freezer wil! 
cost you no more. than 
some of the Single Act- 
ion Freezers and it does 
the work in one half 
the time. The speed 
and the wrating spoons 
insure smooth delicious 


cream. 
PRICES: With Cedar Tubs-- 

2 Qt...$2.00 4 Qt..$2.87 8 Qt...$4.62 

$Qt.. 2.35 6 Qt... 3.67 1Qt.. 5.90 

North Pole with Galvanized Tub--- 

_1 Qt. $14 3 Qt $1. 50 3Q $1. 90 


The Barlow Hdw 

















FREE. SUGAR—ASK’ FOR 





COUPONS—FREE FLOUR 


Geo. H. Minier Hardware Co. 


Supplies 


Company Your Wants 








No. 3—A hard blow to the mail-order house 


to stop publishing. That is proved absolutely by 
the experiences of merchants who are store-paper 
publishers. Write to the Brookshire Mercantile 
Company, Brookshire, Tex., publishers of “Our 
Hardware,” if you want to know what happens 


No. 4—Good refrigerator publicity 


when you stop publishing a store paper after you 
have been at it for some time. We like the general 
make-up of the “News.” It is an eight-page paper, 
printed on a single sheet and folded twice, without 
any binding. . We described and recommended this 
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make-up in a recent issue of HARDWARE AGE. It is 
inexpensive and makes a very neat paper. The four 
. inside pages are devoted to a single ad, which in 
size equals the full newspaper page. Both numbers 
of the “News” contains strong inside ads. We 
would stick to this make-up. A general survey of 
the other four pages leads to this suggestion: there 
should be some column and half-column display ads 
used. They add greatly to the look of the paper 
and are great business bringers, for you can make 
each one specialize. Also we would suggest a col- 
umn of news about Baker customers. This is a very 
valuable store paper feature; it pleases the cus- 
tomer; gives him a keener interest in the paper and 
makes him loyal to the store that publicly appre- 
ciates his trade, no matter how little it may amount 
to. A column of comment on events of national 
interest has proved effective in many store papers. 
We would suggest it. The “News” makes a fine 
start, and we want to see it every month and do 
our bit in help steering it along in the right 
channels. 
Strength Through Timeliness 

No. 2 (4 cols. x 13 in.). The Haynes Hardware 
Company, Emporia, Kan., sent us this ad, and it is 
one that ought to be carefully read and then dupli- 
cated by every merchant selling refrigerators. It 
demonstrates how timely appeal may be used to 
reinforce an ad. The heading and illustrations are 
excellent, and they give the ad an attention value 
that stops the reader like a flash. The text as well 
as the whole make-up of the ad is deserving of the 
most congratulatory comment, and we hope to see 
other ads like it. i 


War Tinges the Heading of This Ad 


No. 3 (4 cols. x 191% in.). Here is a most effec- 
tive sale ad from the Geo. H. Minier Hardware 
Company, Augusta, Ill. The heading is bound to 
cause comment and create interest, and the opening 
talk will sustain that interest for it takes a few 
well-directed shots at the mail-order houses and 
shows why trading in Augusta is better for every- 
body concerned. The ad’s arrangement in panels 
makes it very easily read. Cuts are well balanced, 
and the four columns of listed items feature 65 
separate articles which, together with the descrip- 
tive panels, give this ad a wonderfully wide range 
of appeal. Note the panel on lawn mowers featur- 
ing old prices on stock carried over. Where this 
condition may be stated, it would be well to take 
advantage of it for it makes an appeal to the 
economy instinct that is difficult to resist. As a 
whole, this ad is deserving of great praise, but the 
business it brought is the best indication of its 
worth. 

A Good Refrigerator Eliminates Waste 

No. 4 (2 cols. x 19% in.). Here’s a new slant 
on refrigerator selling, and it made good absolutely. 
Benjamin Ruslink, advertising manager for the 
Barlow Hardware Company, Corry, Pa., who sent 
us the ad, tells us in an accompanying letter that 
the ad brought excellent business even when it was 
run during the past few weeks of unseasonable 
weather. The conservation of food looms up bigger 
than ever before, and hardware dealers should be 
keen to utilize appeals of this nature to impress 
upon the housewife the necessity of efficient kitchen 
equipment. We congratulate Mr. Ruslink on the 
idea. 

An Attractive Small Ad 

No. 5 (2 cols. x 5 in.). The Carlisle Hardware 
Company, North Adams, Mass., sent us this ad, and 
a mighty attractive announcement it is. Just 
enough illustration, just enough text and a heading 
which attracts, together with prices which give in- 





75 





formation, make a screen appeal that promotes 
quick action in purchasing. We particularly like 
the neat firm-name signature of the Carlisle com- 
pany. 


Reinhard Brothers Give Up 


Retail Business 


MINNEAPOLIS, MINN. 

To the Editor: 

It is encouraging to the retail dealers to receive 
a letter like the one attached. The Reinhard Broth- 
ers Company of Minneapolis has gradually changed 
its line from regular electrical business to auto- 
mobile supplies. Until this spring it has been do- 
ing both a wholesale and retail business. It has 
now decided that this is not profitable, or fair to 
the retail dealers, and has deliberately taken the 
stand that it will sell absolutely no goods at retail, 
and that every order for a retail quantity has to 
come through some retail dealer. For justice and 
fairness to the retailers, this cannot be equaled, 
and we are looking forward to the day when all 
the wholesalers in every line will take the same 
attitude. 

We send you the letter for your perusal and for 
your use, if you so desire. Yours truly, 

WARNER HARDWARE COMPANY, 
By Fred S. Smith. 
The Reinhard Letter to the Trade 
WHOLESALE ONLY 

For a number of years we have confined our busi- 
ness outside of Minneapolis to the wholesale trade, 
referring all orders and inquiries from the retail 
trade to the dealer, issuing our catalog and selling 
to the wholesale trade only. 


MAY THE FIRST, 1917, 


we will include in this policy our local Minneapolis 
business. From that date we will discontinue op- 
erating a retail store and will maintain on the 
ground floor of our new building the most attrac- 
tive and complete sample and display room of auto- 
mobile and shop equipment in the Northwest, sell- 
ing to 
THE WHOLESALE TRADE ONLY 

in this way increasing our efficiency in handling 
your business with us and putting you in closer 
touch with the retail business, to which you are 
entitled. 

We will be pleased at all times to display samples 
and deliver goods to your customers, on your orders. 
We will not, however, open any accounts with or sell 
supplies direct to the retail trade. 

Yours very truly, 
REINHARD BROTHERS COMPANY. 


Coming Conventions 


TENNESSEE RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Chattanooga, Aug. 7, 8, 9, 1917. Walter 
Harlan, secretary, 44 Boulevard Circle, Atlanta, Ga. 

OKLAHOMA RETAIL HARDWARE ASSOCIATION, 
McAlester, Sept. 5, 6, 1917. W. B. Porch, secre- 
tary, Oklahoma City. 

KENTUCKY HARDWARE AND IMPLEMENT DEALERS’ 
ASSOCIATION, Louisville, Ky., Nov. 13, 14, 15, 16, 
1917. J. M. Stone, secretary, Sturgis. 


The Robert A. Bucher Co., Philadelphia, has been in- 
corporated in Delaware with a capital of $10,000 to 
manufacture vacuum cleaners, etc. John G. Bucher, 


Walter F. Eyrich and Frank A. Fisher are the incor- 
porators. 
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Trade Conditions and [ron, Steel and Hardware Prices 


NEW YORK 


Office of HARDWARE AGE, 
New York, July 16, 1917. 

THE question of prices based on reasonable and mod- 

erate profits is engaging the attention of various 
good business men, both manufacturers and distrib- 
utors, and not as a patriotic measure; rather because 
of sound commercial sense. They are apprehensive of 
the reaction from extreme high prices, especially where 
not warranted by actual conditions. Excessive rates 
generally lead to greatly curtailed consumption, and 
what counts most in the long run is a fair price basis 
and trade conditions which prevail over an average of 
years. 

The suggested profit of 50c. per keg on wire nails is 
a worthy recommendation, and any disposition to keep 
prices well in hand instead of unwarranted inflation 
will prove better than temporary advantage because 
of unreasonable prices. It is always a mistake to fix 
costs beyond the purchasing power of the people. 

There are countless opinions as to the wisdom or un- 
wisdom of carrying fairly strong stocks at present 
figures. A shrewd merchant, well along in years, who 
has himself built up a big wholesale business from 
nothing, believes that if purchases are confined in the 
main to standard goods of the everyday variety and 
for leading numbers and sizes, there is little to fear. 
He is working on that basis himself and believes that 
were the war to stop short at once, it will take a long 
time to get back to anything like the figures that were 
normal before the war. The following prices recently 
compiled by the manufacturers of Cheney’s hammers 
for the decade 1860-1870, inclusive, indicate the gradual 
advance and the length of time after the war before 
substantial reductions were made. There may be vari- 
ous elements in current conditions that will work out 
differently owing to the present war, but they are 
given for what they may be worth. 

For instance, using always the same numbers: No. 
1%-1 lb. and No. 238 for the comparison, these ham- 
mers at wholesale were sold as follows: No. 1%, $7.09 
and No, 238, $7.95 per doz.; Feb. 1863-May 1864, $7.95 
and $8.83 respectively; May 1864-July 1864, $8.83 and 
$9.72; July 1864-Nov. 1864, $11.04 and $11.92; Nov. 
1864-May 1865, $12.81 and $13.69; May 1865-Jan. 1868, 
$11.04 and $11.92; Jan. 1868-Oct. 1870, $9.94 and 
$10.82. 

Despite the advances already made following the 
present war the wholesale price of this product to-day is 
respectively $7 and $7.86 per doz. for Nos. 1% and 238. 

Rubber garden hose is moving slowly because of 
much wet weather which has made artificial irrigation 
less necessary. Dry batteries have advanced 4c. each 
and are very scarce. Manufacturers of nails are chary 
about the production of finer gages, which are hard to 
get. 

When brass and copper goods made sensational ad- 
vances following the breaking out of war, many arti- 
cles formerly made of brass, where possible were later 
made of steel and iron. Now in some lines there is a 
tendency to use brass where iron or steel or both is 
usual because brass is at times easier to get than steel 
and iron, so that manufacturers are frequently using 
brass if they cannot get the other material. 

Articles of malleable iron are difficult to obtain and 
in some lines are 5 to 6 months back, while almost any- 
thing, we understand, made of malleable iron is scarce. 

Claw hammers, riveting and pein hammers have ad- 
vanced for moderate orders to list plus 10 per cent. 
Stove boards are up approximately 12% per cent and 
strap and T hinges, brackets, butts, wrought iron bolts, 
etc., have advanced quite generally from 10 to 15 per 
cent. Wood and galvanized iron snow shovels are up 
10 per cent. 


Wire Naiis.—The effort of the American Steel & 
Wire Company to keep down wire nail prices, based on 
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a comparatively low Pittsburgh cost at mill, consider- 
ing the circumstances, with say a suggestive profit of 
50c. per keg, has operated to keep this line within rea- 
sonable bounds. There is also quite q desire on the 
part of merchants to buy in larger quantities but there 
is still the old difficulty of getting the goods, although 
the best nail talent is confident that there will be 
enough nails for actual consumption, assuming a fair 
distribution and the curbing of speculative buying. 


Wire nails, in store, are now $4, and carted by the jobber, 
$4.05 base per keg. 


Cut Natts.—There has been no reduction in the 
price of cut nails, one reason for which is that manu- 
facturers of this commodity generally do not originate 
their raw material. The rolling of billets, obtained 
from other producers, into nail plate, the operation of 
cutting the nails, unavoidable wastage, labor, kegs, etc., 
is put at, say, 70 to 75c. per 100 lb., while slabs run 
from $90 to $95 per ton or $4.50 and over per cwt. for 
raw material alone. 

Cut nails range from $4.75 to $5 per keg, according to 
circumstances and whether taken from store or carted by 
jobber. 

Winpow GLiass.—Manufacturers and jobbers with 
considerable unanimity seem to be anticipating higher 
prices, but nothing noteworthy is expected to occur 
until after the annual meeting of manufacturers, job- 
bers and representatives of labor at the Hotel Astor 
scheduled for July.25-27 inclusive. At this gathering 
it is planned to have an understanding, if possible, as 
to a wage scale for the fall blast, in addition to other 
matters which are always discussed on such occasions. 
Stocks have been further reduced and the tendency al- 
ready is toward an even better maintenance of prices. 

At present quotations which have been in operation 
for many weeks are still in force as follows: 

Single thick, first three brackets, A quality, 84 and 3 per 
cent; single thick, first three brackets, H quality, 86 and 5 
per cent; single thick, larger than the first three brackets, 
A and B quality, 83 and 3 per cent; double thick, all sizes, 
A quality, 84 and 3 per cent, and double thick, all sizes, B 
quality, 86 and 3 per cent discount. 

Rore.—Manufacturers have been in consultation with 
buying officials of the United States Shipping Board 
in Washington arranging to provide for Government 
requirements in the enormous ship building program 
and other governmental rope using departments. This, 
obviously, will make more difficult than ever the task of 
caring for domestic business, as the Shipping Board 
alone must have considerable quantities of rope, aside 
from army and other necessities, all of which must be 
furnished comparatively soon and under extreme pres- 
sure. The purpose of this consultation was to map 
out a program for effective operation with the least 
delay. 

Rope prices are at present as follows: 


Manila rope, first yee. 31c.; second grade, 30c., and third 


grade, 26c. base per Ib. 
First grade sisal rope is 22c., and second grade, 20c. base 


per Ib. 

LINSEED O1L.—Following several weeks of extraordi- 
nary dullness in the distribution of linseed oil there is 
noticeable a slight improvement in buying, and although 
there are no particular changes in quotations, the mar- 
ket shows a tendency toward firmness and in some in- 
stances actual advances have been made. The United 
States Government report, first of the season, shows an 
estimated increase of acreage amounting to 20.8 per 
cent over last year’s acreage, but the condition as of 
July 1, in the early stage, was not so good as last year, 
and in some sections of the flax bearing country rain is 
badly needed. 

Linseed oil, raw, city brands, card rates, is $1.15 in lots 
of 5 or more bbl. and $1.16 per gal. in less than 5 


State and Western oil ranges from $1.11 to $1.15 per gal., 
according to quantity and seller. 
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SHip AuGers.—The Snell Mfg. Company, Fiskdale, 
Mass., represented by J. H. Graham & Co., 113 Cham- 
bers Street, New York City, has advanced ship augers, 

‘black twist, to 25 and 10 per cent discount and the 
polished twist to 25 per cent discount from list for 
average orders. 

AUGER Bits.—Common auger bits, effective from 
July 14, are about 10 per cent higher. On July 5 the 
solid center pattern of augers was advanced about 20 
per cent, 

STRAP AND T HINGEsS.—Strap and T hinges were ad- 
vanced the first week in July from 10 to 15 per cent, 
but the revised discount sheets have not been available 
until very recently. 

Picks, MATTOCKS AND Crow Bars.—Picks and mat- 
stocks were advanced 20 to 25 per cent according to the 
goods and crow bars to approximately $7.25 per ecwt. 
for average orders early in July. 


Birp CaGes.—O. Lindermann & Co., 35-37 Wooster 
Street, New York City, now quotes bird cages as fol- 
lows: 

Japanned canary, 5 per cent; brass, canary, 30 per cent, 
and parrot cages, aviaries and cage stands, 30 per cent dis- 
count from list. 

REFRIGERATORS.—The Traverse City Refrigerator 
Company, Traverse City, Mich., quotes the following 
prices on its line of Economy fibre refrigerators net to 
dealers, as follows: 

No. 9, $12.42; No. 1, $15.12, and No. 3, $19.44 each. 

CARPET SWEEPERS AND CLEANERS.—Revised prices 
just issued by the Bissell Carpet Sweeper Company, 
Grand Rapids, Mich., and New York, are as follows: 





Office of HARDWARE AGE, 
Chicago, July 14, 1917. 

THE trend of general business in the Chicago terri- 

tory, outside of war activities, has changed but 
little during the past few weeks. Probably the best 
news is contained in the Government crop report, which 
discloses a better condition in regard to wheat than 
had been estimated. It also shows an abundance of 
other farm products. Bank clearances are also excel- 
lent, showing a volume of trade for June that has 
never been equalled for that month. The gain was 29 
per cent over the total for June, 1916. Failures, as 
reported by Bradstreet’s, were only 7,156 for the first 
half of the year, as against 8,978 for the first six 
months of 1916. 

The hardware trade is in general exceptionally good. 
While it is acknowledged that the retail hardware busi- 
ness in the cities has been seriously curtailed by the 
general slump in building, the trade in the smaller 
places, particularly in the farming and manufacturing 
districts, is showing a very healthy growth. Jobbers 
are busy filling orders, and complain only of insuffi- 
cient transportation facilities. Retail merchants, antici- 
pating an increase in freight rates, a possible tax on 
freight bills, and the natural scarcity of various items 
of stock are in many cases demanding immediate ship- 
ment of merchandise held for future delivery. This is 
particularly noticeable in regard to goods needed for 
the fall trade. 

The situation in regard to nails and wire goods is a 
trying one for both the jobber and the retailer. The 
American Steel & Wire Company, in a laudable attempt 
to hold down prices, is quoting nails at $3.20, Pittsburgh, 
which would mean approximately $3.40, Chicago. How- 
ever, the company is not taking on any new business 
at these figures, but is merely filling back contracts. 
The independent makers are quoting at $4, f.o.b. Pitts- 
burgh, or about $4.20, Chicago, and even at those prices 
are almost unable to fill orders for any great quan- 
tities of nails. Jobbers are quoting all the way from 
$3.95 to $4.50, and are not accepting any large orders. 
In fact, the retailer who needs a carload or more of 
nails would find it extremely difficult to get them on 
immediate shipment, regardless of price. 
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Per Doz. 
American Queen, C., ball bearing, nickel........ $34 
Crown Jewel, nickeled fittings ................. 26 
Crown Jewel, japanned fittings................. 23 
Werte, C., GONE DOMRING, MIG. once cc cccccccccs 36 
Grand, é., ball bearing, — Din beet bébece ceees 43 
Grand, C., ball bearing, Po? bus koaveevse eae 40 
“Grand Rapid is,” C., ball on Serge 31 
“Grand Rapids,” C., ball bearing, japan.......... 28 
“Grand Rapids,” vacuum sweeper, nickel........ 58 
Household vacuum sweeper, japan ............. 47 
Parlor Queen, C., ball bearing, nickel Tovibechwéus 37 
Princess, C., bali Mic ccceeeveneueces % 32 
Standard, nickeled i. cite hee heee 60 e660 pes 27 
Standard, japanned fittings .................... 24 
Superba, C., ball bearing, nickel................ 43 
Superba, vacuum sweeper, nickel ............... 70 
Triumph, C., ball bearing, nickel................ 40 
Universal, cyco bearing, nickel ............+.... 2§ 
Universal, cyco bearing, Japan ..............+.: 26 
Vacuum cleaner without brush ................. 58 


Subject to quantity allowances. 


NAVAL StToRES.—This market continues quiet with 
prices nominally on about the same plane as for some 
time back. The situation in this territory reflects slack 
conditions prevailing in the primary Southern markets 
and other principal trade centers in the North as well, 
with a tendency among buyers to watch developments. 
There are rumors of enlarging the export embargo to 
include naval stores along with foodstuffs and raw ma- 
terials necessary for war purposes. Practically, how- 
ever, the restrictions imposed by Great Britain for a 
long time have greatly curtailed the amount of these 
products which have succeeded in getting through to 
Scandinavia and Holland. 

Spirits of turpentine, in yard, is quoted at 40c. per gal. 

Rosins nominally are without appreciable change although 


there is some shading on definite orders. 
Common to good strained, in yard, on the basis of 2806 Ib. 


per bbl. is $5.75, and D grade, $5.80 per bbl. 


CHICAGO 


Both jobbers and retailers report cash sales to be 
well up to normal, and collections good. 


Tacks.—Prices on tacks are unchanged and the de- 
mand is said to be somewhat below normal. We quote 
from local jobbers’ stocks as paaen 8 

U pholsterers’ cut tacks, 6 oz., 5-lb. boxes, 1344c. per Ib. ; 
bill posters’ tacks, 6 oz., in 25- ib, ‘Looe 12%c. per lb. 

SasH Corp.—Jobbers report sales of sash cord to be 
much lighter than last year, particularly to the city 
trade. Prices are same as quoted last week. 

We quote from jobbers’ stocks, f.o.b. Chicago, common sash 
cord, No. 8, $9.60 per doz. 

SotpER.—There have been no changes in the prices 
quoted on solder by the jobbers of this territory during 
the past week. The demand is said to be about normal. 
We quote from local jobbers’ stocks, f.o.b., Chicago, as 
follows: 

Warranted half and half solder, 42c. per ib.; No. 1 
plumbers’ solder, 40c. per Ib. 

SAND Paper.—The slump in building operations has 
cut the sales of sand paper quite materially. This is 
particularly true in the cities, the sales to country mer- 
chants being very little below normal. We quote 
from jobbers’ stocks, f.o.b. Chicago, as follows: 

No. 1 sand paper, best grade, $6 per ream; cheaper grade, 
$5.40 per ream. 

WHEELBARROWS.— Wheelbarrows continue to sell very 
well, despite the fact that there is less building going 
on than during the same period of last year. Some 
manufacturers have announced an advance of approxi- 
mately 10 per cent, but jobbing prices are as yet un- 
changed. A slight advance by jobbers is expected. 


To retailers, f.o.b. Chicago, No. 2, common bolted wood 
barrows, $24 per doz.; No. 4 tubular barrows, $63 per doz. ; 
angle steel leg garden barrows, $48 per doz. 


BuiLtpING Paper.—There is considerable building 
work of a more or less temporary nature, particularly 
in the vicinity of Chicago, and this work is calling for 
fairly heavy sales of building paper. Jobbers have only 
fair stocks and the usual difficulty is experienced in 
getting shipments. Prices are unchanged. 


We quote from jobbers’ stocks, f.o.b. 2 red rosin 
sheathing paper, in ton lots, $78 per ton If ton lots, 
$78.50 per ton. 
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WALL PAPER CLEANER.—Sales in wall paper cleaner 
are light at this time, and will probably remain so until 
the fall. Prices are unchanged. 

We quote from local jobbers’ stocks, f.o.b, Chicago, Climax 
wall paper cleaner, $11.25 per gross. 

WirE Coat AND Hat Hooks.—While sales of wire 
coat and hat hooks are lighter than for a similar period 
of last year, many are being turned out for use in 
temporary camps near Chicago. Jobbers report com- 
paratively light stocks, with shipments from the fac- 
tories slow and uncertain. Prices are same as at last 
quotation. 

We quote from local jobbers’ stocks, f.o.b. Chicago, common 
wire coat and hat hooks, 75c. per gross. 

Tin PLatTes.—The conditions surrounding the market 
for tin plate are practically the same as for several 
weeks past. Makers of the lighter gages of steel sheets 
are said to be turning their attention to the making 
of tin plate, with the result that the Government is 
now allowing packers to use tin cans for some of their 
non-perishable products. However, tin plate is ap- 
parently as hard to stock as at any time in the past. 
Prices are unchanged. 

We quote from jobbers’ stocks, f.0.b. Chicago, as follows: 
20 x 28 IC tin plate, cheaper grade, 180-lb. boxes, $23.90; 
better grade, 214-lb. boxes, $29; 20 x 28 IX tin plate, cheaper 

rade, 270-lb. boxes, $25.80; better grade, 270-lb. boxes 
$3.45. 

GARDEN TooLs.—Sales of garden tools have fallen off 
to considerable extent during the past three weeks, but 
sales of hay forks, scoop shovels, and similar lines are 
still heavy. Neither jobbers nor retailers have any 
surplus stocks of garden tools to carry over. Prices are 
unchanged. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
Manure forks, best grade lond handled, four tines, with plain 
ferrule, $7.65 per doz.; with strap ferrule, $8.55 per doz. ; five- 
tine forks, plain ferrule, $9.90 per doz.; strap ferrule, $10.75 
per doz.; long handle, six-tine forks, with plain ferrule, $11.55 
per doz.; strap ferrule, $12.25 per doz.; No. 2 Greenleaf spad- 
ing shovels, $9.75 per doz.; Midlothian seconds, $9 per doz. ; 
best grade, four-tine spading forks, $9.70 per doz.; cheaper 
grade, $6.75 per doz.; malleable rakes, 14-in., $3 per doz. ; 
steel bow rakes, 14-in., $5.40 per doz.; wire lawn rakes, 24 
teeth, $3.90 per doz.; wood lawn rakes, 20 teeth, $3.60 per 
doz.; standard garden hoes, best grade, $7.25 per doz.; cheap 
hoes with riveted handles, $2.35 per doz.; ladies’ hoes, $4.25 
per doz. 

STEEL SHEETS.—The demand for steel sheets for use 
in Government work is very heavy, and is being filled 
regardless of contracts to domestic users. The leading 
makers are not quoting on private needs at this time, 
and any surplus above the Government requirements is 
being applied on back contracts. Almost no new orders 
are being taken. Prices are unchanged. 


We quote from jobbers’ stocks, f.o.b. Chicago; 28-gage gal- 
vanized sheets, $11 per 100 Ib.; 28-gage black sheets, $9 to 
$9.50 per 100 lb.; No, 10 blue annealed sheets, $9 to $9.50 
per 100 Ib, 

PLATES.—In the majority of cases the makers are 
apparently unwilling to name any prices on plates at 
this time. Many instances are related where the mills 
have refused offers of $10 per 100 lb. An embargo 
on exports would relieve the situation, and might result 
in a decline in prices. 

We quote from jobbers’ stocks, f.o.b. Chicago, plates at $8 
per 100 lb 

HAMMERS.—Manufacturers of hammers have an- 
nounced an advance in the handled line amounting to 
approximately 5 per cent. Jobbers have taken the 
advance. 

Fites.—Files have advanced and jobbers are now 
quoting the following discounts from standard lists: 

Nicholson files, 50-10-2% ; New American, 60-71% ; Disston, 
50-10-5; Black Diamond, 50-10. 

Nuts AND Bo.ts.—There is little change in the con- 
ditions surrounding the general market for nuts and 
bolts. Advances recently announced by the leading 
makers have caused the local jobbers to advance their 
prices sharply. This is the first advance in several 
weeks, and several of the jobbing houses have been 
somewhat below the legitimate market. 


We quote to retailers, f.o.b. Chicago, from jobbers’ stocks, 
as follows: Machine bolts, up to % x 4 in., 40-10 per cent dis- 
count; larger sizes, 30 per cent discount; carriage bolts, up to 
% x 6 in., 40 per cent discount; larger sizes, 25 per cent dis- 
count; hot pressed nuts, square, $2.60 and hexagon, $2.60 off 
per 100 lb. Lag screws, 45 per cent discount. 


Bars.—No great change is noted in the bar situation. 
Mild steel bars are still quoted at $4.50 per 100 Ib., 
f.o.b. Pittsburgh, which is the same as $4.70 f.o.b. 
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Chicago. Makers of iron bars assert that they have 
none to sell. Jobbers’ prices are unchanged. 

We quote from jobbers’ stocks, f.0.b. Chicago, as follows: 
Soft steel bars, $4.50 per 100 lb.; bar iron, from $4.50 to $5 
per 100 Ib. ; 

Wire.—The situation with regard to wire is as un- 
satisfactory as ever. The principal maker still holds 
to his quotations of several weeks past, while the inde- 
pendent makers are quoting from 50 to 70c. per 100 
Ib. higher. The demand for woven wire fencing is 
lighter than usual for this season, the farmers using 
larger quantities of barb wire. Jobbing prices vary. 

We quote from local jobbers’ stocks, f.0.b. Chicago: smooth 
annealed wire, 6 to 9 gage, $3.90 to $4.45 per 100 lb.; gal- 
vanized, $4.60 to $5.15 per 100 Ib. 

Rope.—Rope prices are same as quoted in our last 
report, but there are constant rumors of expected ad- 
vances. Manila fiber is constantly going higher, and 
ocean freight rates apparently have no limit. Manu- 
facturers claim that Manila fiber costing them 29%%4c. 
per lb. is now going into rope that sells to the retailer 
at 30%c. per Ib. All recent advances have been taken 
by the jobbers and are being firmly held. 

We quote to retailers, f.o.b. Chicago, as follows: No. 1 
Manila rope, 31%c. per Ib. base: No. 2 Manila rope, 30%4c. 
per lb. base; No. 3 Manila rope, 26%c. per lb. base. Sisal 
rope, subject to stock on hand, No. 1, 22%c. per lb.; No. 2, 
20%c. per Ib. 

Woop Screws.—Prices on wood screws were recently 
advanced approximately 10 per cent by the manufac- 
turers. Jobbing prices are unchanged, except in the 
matter of round-head blued, which have taken a slight 
advance. Jobbers have fair stocks and the demand is 
about normal. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
Flat head, bright screws, 70-10-10; roun head blued, 
65-10-10; flat ead brass, 424%4-10-5; round head brass, 
40-10-5. 

BINDER TWINE.—The binder twine situation is similar 
to that in regard to rope. The demand for twine in this 
territory has increased since May 25, and more has 
been sold than during the same period in previous years. 
Second orders are now coming in. It is estimated that 
about 33 1/3 per cent more twine will be used in this 
vicinity than was used last year. Prices are unchanged. 

To dealers, f.o.b. Chicago, sisal twine, 19%4c. per lb. ; stand- 
ard sisal, 19\4c. per lb.; 550 ft. Manila twine, 19%c. per Ib. ; 
600 ft. Manila twine, 20%c. per lb.; 650 ft. special Manila 
twine, 21c. per lb.; 650 ft. pure Manila twine, 21%c. per Ib. 
These prices are subject to a discount of Ke. per Ib. in 
10,000-lb. lots, and 4c. per Ib. on carload lots. 

WRAPPING PAPER.—The wrapping paper situation is 
unchanged, and no advances are expected at this time. 
Jobbing stocks are only fair. Prices are firm. 

We quote krafts, wrapping paper, 12c. per Ib.; 
wrapping paper, 9%4c. per Ib. 

BARB WIRE.—Reports from jobbers and retailers indi- 
cate that farmers are using much larger quantities 
of barb wire than was expected. There has been a 
corresponding falling off in sales of woven wire fencing. 
So far as the mills are concerned there seems to be no 
barb wire for sale on new orders. Old contracts are 
being filled very slowly. The principal maker is still 
quoting at the prices of a month ago, while the inde- 
pendents are much higher. However, quotations mean 
very little, as it is impossible to get barb wire in any 
quantity. Jobbing prices vary. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
Painted barb wire, in less than carload lots, $4.10 to $4.65 
per 100 lb.; galvanized, $4.80 to $5.35 per 100 Ib. 

Wuite Leap.—The local demand for white lead is 
reported to be comparatively light, due to the slump 
in building operations. Jobbing stocks are in fair con- 
dition, and prices are unchanged. 

We quote to retailers, f.o.b. Chicago, Carter’s white lead, 
$12.75 per 100 Ib. 

Eaves TROUGH AND GUTTER Pipe.—Sales of eaves 
trough and gutter pipe are still fairly heavy, in spite 
of the fact that there is much less building of a perma- 
nent nature. Stocks of jobbers are comparatively low, 
and quite a little difficulty is experienced in getting in 
shipments. Prices are same as at last report. 


We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
26-gage eaves trough, 5-in., $9.50 per 100 ft.; 29-gage, $7.60 
per 100 ft.; 3-in. conductor pipe, 26-gage, $11 per 100 ft.: 
29-gage, $8.25 per 100 ft. 


express 


SAsH WEIGHTS.—Sales of sash weights are much 
lighter than for the same period of last year. There is, 
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however, some demand, and jobbers have difficulty in 
keeping up stocks. Prices are unchanged. 

We quote from jobbers’ stocks, f.o.b. Chicago, in ton lots, 
sash weights, $36 per ton; in half ton lots, $37 per ton. 

GARDEN Hose.—Sales of garden hose are reported to 
be somewhat below those of last year. Prices are same 
as at last report. 

We quote from jobbers’ stocks, f.o.b. Chicago, %-in., 
hose not guaranteed, at 6%c. per ft.; 5-ply %-in. guaran- 
teed hose at 8'4c. per ft.; 7- -ply % -in. sandumeesl | hose, 11 \c. 
per ft.; %-in. cotton covered hose at 7TM4c. per ft. 

Wire Naits.—The condition in regard to wire nails 
is very unsatisfactory. The leading maker is still quot- 
ing on the basis of $3.20, f.o.b. Pittsburgh, but is not 
taking on any new business, and is filling back contracts 
very slowly. The independent makers are quoting 
generally at $4, f.o.b. Pittsburgh, but it would be almost 
impossible to place a new order with any of them at 
that price. The jobbers in Chicago are for the most 
part quoting on the basis of the lower price, but there 
are some who are following the price lead of the inde- 
pendent makers. None of the jobbers are willing to 
sell any great quantity of nails at this time. In some 
cases no order for more than 10 kegs is accepted. 


We quote from local jobbers’ stocks, f.o.b. Chicago, as fol- 
lows: Common wire nails, $3.95 to $4.50 per keg base; coated 
nails from $3.95 to $4.50 per keg base; steel cut nails, $4.75 
per keg base; iron cut nails, $5 per keg base. 


3-ply 


PouLTRY NETTING.—The poultry netting situation is 
practically the same as at last report and prices are 
unchanged. 


We quote to retailers f.o.b. Chicago, 
vanized before weaving, 70-20-10 per cent discount; 
vanized after weaving, 70-10-2% per cent discount. 

WirE CLoTH.—-Wire cloth is constantly growing 


scarcer, although the continued cool weather has kept 


poultry netting gal- 
gal- 
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the sales down. Prices are unchanged. We quote as 
follows, f.o.b. Chicago, to the retail trade. 


Black Galvanized 
OD GIN. cab dst Siceisec tes $1.90 $2.45 per 100 sq. ft. 
SG Sa canoe bad-crduccces 2.50 2.80 per 100 sq. ft. 
BO Scns Co Ores Cae dveaseus 2.95 3.35 per 100 sq. ft. 
BS WOME. ce cic ccc ccccccncs 3.75 4.25 per 100 sq. ft. 


GLass.—The glass situation remains the same as for 
some time past. Jobbers and retailers have compara- 
tively light stocks, and sales are lighter than last year. 
There is no surplus of glass, and prices will probably 
go higher this fall. 


We quote from jobbers’ stocks as follows: S_ngle strength 
A, first 3 brackets to 40-im, 86 per cent off; all sizes over 
40 in., 85 per cent off; all sizes of double strength AA, 86 per 
cent off. 


PainTt.—Paint sales are reported to be fairly good, 
although somewhat lighter than for the same period of 


last year. Prices are unchanged. 
We quote as follows from jobbers’ stocks, f.o.b. Chicago: 
No. 1 house paint, $2.50 per gal.; second grade, $1.90 per 


gal. ; third grade, $1.50 per gal. 
O1ts.— Wholesale prices for single barrel lots of oil, 
f.o.b. Chicago, are as follows: 


Perfection kerosene, in iron barrels, 8%c. per gal.; head- 
light, 175 test, llc. per gal.; gasoline, 20c. per gal.; naphtha, 

4 c. per gal. : ; turpentine, 46c. per gal.; denatured alcohol, 
$1 10 per gal.; wood alcohol, $1.25 per gal. 


LINSEED O1L.—Linseed oil has taken another drop of 
le. per gallon, due mainly to speculation in flaxseed. 
The crop is difficult to estimate correctly at this time, 
but present reports indicate a shortage. Prices will 
probably fluctuate until more certain estimates are at 
hand. 


We quote to retailers, f.o.b. Chicago, strictly pure, old 
process linseed oil, in ¢ arload lots, raw, $1.15 per gal. ; boiled, 
$1.16 per gal.; in single barrel lots, raw, $1.20 per gal. ; boiled 


$1.21 per gal 


PITTSBURGH 


Office of HARDWARE AGE, 
Pittsburgh, July 17, 1917. 

[MPORTANT Government developments came out in 

the past week that will have a direct and drastic 
effect on the whole iron and steel trade. The first of 
these was the declaring by the Government of an 
embargo against export shipments on nearly all kinds 
of finished steel and raw material as well, this includ- 
ing pig-iron, steel billets, ferromanganese, plates and 
shapes, and iron and steel scrap. Exports of these 
products from this country to the Allies and to neutral 
countries as well have not been very heavy, but there 
is a strong belief that some iron and steel exports 
from the United States to some neutral countries have 
eventually found their way into Germany, and if this 
is the case, this practice will be stopped at once. For 
the past year or more there have been heavy export 
shipments of plates to Japan, and it is probable these 
will also be stopped. The crying need in the United 
States for many months past, and likely for several 
years to come, has been for plates. Now that the 
United States is in the war with Germany, our own 
needs of plates will be much greater on account of the 
extensive shipbuilding program recently formulated by 
the Government. 

The other important development was the conference 
held in the middle of last week between the committee 
of the American Iron and Steel Institute, the secre- 
taries of the War and Navy, and the chairman of the 
Shipping Board. The outcome of this conference was 
that the steel manufacturers agreed to place entirely 
in the President’s hands the matter of fixing prices on 
all kinds of steel to be sold by the mills to the Govern- 
ment. The President indicated that he did not believe 
domestic consumers should be charged any higher 
prices for steel products than were being charged by 
the steel mills to the Government and that his idea was 
all contracts now in force ought to be annulled. The 
President’s view on this latter proposition does not 
have the approval of the large steel interests. They 
believe they should be allowed to charge domestic cus- 
tomers whatever prices for steel products the market 
will stand, basing their belief on the old saying that 
prices are regulated entirely by the law of supply and 


demand. The question of annu!lment of contracts is 
not giving the steel manufacturers much concern. The 
highest courts of the land have decided that a contract 
is a contract, and must be binding on both parties, and 
for this reason it is believed that all regular contracts 
now in force for iron and steel products, whether for 
domestic or export shipment, must be carried out. 
There is no doubt but that the steel mills, from a 
patriotic standpoint, will be glad to furnish steel prod- 
ucts to the Government at whatever prices the Gov- 
ernment may see fit to establish, but on the other hand, 
the steel manufacturers believe they should be allowed 
to fix prices on sales to domestic users, and should also 
be permitted to carry out contracts now on their books, 

It is expected that the Gévernment will take for it- 
self and for the Allies over the next year about 12,- 
000,000 tons of steel products, in the form of steel 
ingots to be worked into finished materials, this quan- 
tity being about 35 per cent of the total output of steel 
in this country. In plates, the Government’s needs 
over the next year are expected to be very close to 50 
per cent of the capacity of the plate mills in the United 
States. The Government has been a heavy buyer of 
sheets of all grades, and No. 28 Bessemer black and 
No. 10 blue annealed are now on the basis of about 
8.75c. to 9c. at mill. 

Price changes in the steel market in the past week 
were few and unimportant. Bessemer and basic pig 
iron went up possibly $1 per ton, but there was a 
heavy decline in prices or scrap and also on coke for 
prompt shipment, the latter going off nearly $4 per ton. 
The high prices ruling on steel products are shown in 
the fact that wages of puddlers in mills that sign the 
Amalgamated Association scale for July and August 
will be $12.80 per ton, an increase over May and June 
of $1 per ton. Wages in union sheet mill plants 
for July and August will be advanced 16% per cent 
over May and June, and for employees of tin plate 
plants 22 per cent. 

General conditions in the hardware trade show no 
important change over those noted in these reports for 
a good many weeks. Jobbers and retailers are having 
more and more trouble to get deliveries of goods from 
the manufacturers, and prices are steadily advancing. 
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The consuming trade seems willing to pay the very 
high prices ruling on nearly all lines of hardware 
goods, the chief trouble being to get them promptly 
and to maintain fair stocks. Deliveries of goods are 
very greatly delayed and stocks are at a low ebb. On 
many orders being sent in by traveling men, quantities 
of goods called for are being cut down, and jobbers are 
endeavoring to distribute their goods among customers 
as fairly as they possible can. Collections are reported 
good, and there is plenty of money to carry on the 
large volume of business that is now doing. 


TIN PLATe.—There is complete assurance that the 
tin plate mills, owing to their close co-operation with 
the Government, will be able to furnish plenty of bright 
tin plate to take care of the pack this summer of 
perishable foods. This is shown by the fact that re- 
cently the Government practically released the em- 
bargo on shipments of bright tin plate to packers of 
non-perishable foods, and these concerns are now 
getting more bright plate than they have for some 
months. The current demand for bright tin plate is 
fairly heavy, and mills are making small shipments 
from stock for which they are getting from $12 to $13 
per base box at mill. 

WirE NAILs.—It is stated that the order for nearly 
42,000 tons kegs of wire nails placed by the Govern- 
ment, and of which the American Steel & Wire Com- 
pany took about half, and the independent mills the 
other half, has about been completed and shipped. 
When this contract was placed with the mills they 
shoved all other orders aside and got it out as quickly 
as possible. Other heavy orders for wire and wire nails 
for cantonments and National Guard encampment 
buildings are expected to be placed by the Government 
within a short time. Mills report the domestic demand 
heavy, and they are all very much back in deliveries. 
As noted last week, none of the wire nail mills is ac- 
cepting contracts, but they are booking orders only from 
regular customers, and for shipment at their con- 
venience. Some in the trade believe there may be 
another advance in wire and wire nails by the inde- 
pendent mills before very long. The American Steel 
& Wire Company has not made any change in its prices 
on wire nails and wire, still taking care of its trade on 
the basis of $3.20 for wire nails and $3.25 for bright 
basic wire. Independent mills quote: 


Wire nails, $4 base per keg; galvanized, 1 in. and longer, 
including large-head barb roofing nails, — an advance 
over this price of $2, and shorter than 1 $250 Bright 
basic wire is $4.05 per 100 lb.; annealed a anal Nos. 6 
to 9, $3.95; galvanized wire, "$4.65; galvanized barb wire 
and fence staples, $4.85; painted barb wire, $4.15; polished 
fence staples, $4.15; cement-coated nails, $3. 90 base, these 
prices being subject to the usual advances for the smaller 
trade, all f.o.b. Pittsburgh, freight added to point of delivery, 
terms 60 days net, less 2 per cent off for cash in 10 days. 
Discounts on woven-wire fencing are 43 per cent off list for 
carload lots, 42 per cent off for 1000-rod lots, and 41 per 
cent off for small lots, f.o.b. Pittsburgh. 


Cut Naits.—Makers report the new demand for cut 
nails heavy and prices ruling firm. We quote steel cut 
nails at $4.65 base, per keg, f.o.b. at mill, Pittsburgh, 
in carloads and larger lots. Retail stores are getting 
$5 and higher for cut nails in small lots from store. 

PAINTS AND VARNISH.—The Ohio Varnish Company 
and several other concerns have announced an advance 
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on practically all grades of paints and varnishes of !0 
to 15 per cent. Demand is reported fairly heavy, but 
not as active as last year, owing to the falling off of 
new building operations. 


BLACKSMITHS’ TooLts.—Nearly all makers have an- 
nounced an advance of 10 to 15 per cent in prices, 
while several other concerns have withdrawn all prices, 
and are quoting only on direct inquiries to their regu- 
lar trade. 


AUGER Bits.—Nearly all makers of auger bits have 
advanced prices 10 to 15 per cent and report demand 
heavy. The scarcity of steel is cutting down the output 
of auger bits, and of many other tools, and the scarcity 
of labor has also affected production. 


Nuts AND BoLts.—Makers continue to report a very 
heavy demand for nuts and bolts and say they are not 
able to get out material fast enough to meet demands 
of customers. Prices are very firm, and all makers are 
back in shipments more or less on account of delay in 
deliveries of steel, and also because of the shortage of 
labor. Discounts now in effect to the large trade in 
carloads and larger lots, but which may be lowered at 
any time, are as follows: 


Common carriage bolts, % -in. x 6-in. s. & s., rolled, 40 
per cent. ; cut, 35-2- 4 Pe r cent; l. or 1, 25 per cent. 

Sleigh ‘shoe bolts, Ps. list, % in. x 6-in. s. & &., 
cent; l. & 1., 20 per BH, 

Machine bolts—h. p. nuts, %-in. x 4-in. s. & s., rolled, 40-10 
per cent; cut, 40 per cent; L& L, 30 per cent. 

Machine bolts with c. Dp. c. & t. nuts, %-in. x 4-in. s. & s., 
30 per cent; 1. , 20 per cent. 

Bolts, wiinout pod 6-in. and shorter, extra 10 per cent; 
longer lengths, extra 5 per cent; blank bolts, 30 per cent. 

Bolt ends with h.p. nuts, 30 per cent; bolt ends with c. p.c 
& t. nuts, 20 per cent. 

Rough stud bolts, list price. 

Plow bolts, 35 per cent; coach and lag screws, 45 per cent; 
hanger bolts, 45 per cent. 

Forged set screws, forged cap screws, forged tap bolts, list. 

Nuts, h. p. square, blank, $2.10 off list, tapped, $1.90 off list; 
—. blank, $1.90 off list, tapped, $1.70 off list. 

& t. square, blank, $1.70 off list, tapped, $1.50 off 
list ; Sexagon, blank, $1.60 off list ; tapped, $1.40 off list. 

Cc p. plain nuts, square, blank, "$1 off list; tapped, $1.40 
off list; hexagon, blank, $1.40 off list ; tapped, $1.20 off list: 
c. p. semi-finished hexagon nuts, 50-10 per cent; finished and 
case hardened nuts, 50-10 per cent; rivets, small, 40 per cent 

F. o. b. Pittsurgh, with actual freight allowed up to 20c. on 
shipments of 300 lb. or more. 

Terms: 30 days net or 1 per cent for cash in 10 days. 


IRON AND STEEL BarRs.—We note a very heavy de- 
mand for reinforcing bars, the Government having 
been a heavy purchaser for various building projects, 
and reinforcing steel bars are selling close to 4c. at 
mill. The Government is also a heavy buyer of mer- 
chant steel bars, and specifications against contracts to 
the large trade are very heavy. — 

We quote steel bars, 4.75 to 5c., and iron bars, 4.75c., 
f.o.b. at mill, these prices being for carload lots to large 
buyers only. Small lots of iron and steel bars from ware- 
— bring 5 to 5.50c., and in some cases up to 6c. for small 
, Rrvets.—The new demand is fairly active, but most 
large consumers of rivets are covered over the remain- 
der of the year. The Government is reported to be in 
the market for large quantities of rivets, and ship- 
yards are also active buyers, and are having trouble 
in getting rivets as fast as they need them. 


Prices on structural rivets for delivery up to Oct. 1, only 
are $5.25 per 100 lb., base, and on cone head boiler rivets, 
$5.35 base, per 100 Ib., f.0.b. Pittsburgh. Terms are 30 days 
net, or one-half of 1 per cent off for cash in 10 days. 


30 per 


TWIN CITIES 


St. Paul and Minneapolis, July 14, 1917. 


HE general feeling regarding trade seems to be 
optimistic, although present selling has been some- 
what dull, without very much prospect of being bet- 
tered, especially along some lines, for a few weeks yet. 
Building trades are still unusually quiet in the resi- 
dence line, but large buildings are being worked on 
steadily. Plans have been prepared and contract let 
for the new Builders’ Exchange Building in Minne- 
apolis, which will be one of the finest of its kind in the 
country. Work is soon to begin also on the magnificent 
Union Station at St. Paul. 
Out of town dealers are more fortunate in their 
trade than the city dealers, for their customers are 
much closer to the crops and the feeling is strongly 


optimistic in that direction. Steady and general rains 
have assured a fine, if not record-breaking, crop in 
almost every kind of cereal. That means ideal selling 
conditions for the retailer. 

There is still the general attitude of waiting to see 
the result of the draft and the varying reports of the 
date are tiresome. Working organizations of every 
description will be affected, and with that impending, it 
is difficult to put the necessary “pep” into plans and 
their execution. 

The transportation problem has not improved, and 
that, with the present fuel situation, brings us all 
squarely to consider the coming winter. There is at 
the present time only about one-fifth of the normal 
supply of coal on the docks at the head of Lake Su- 
perior, and small prospect for the bringing up to 
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normal of this supply. Mines are not producing the 
coal, in the first place, and the railroads are not 
equipped to handle it if it were ready for transporta- 
‘tion. The legal agitation regarding fuel and its cost 
has benefited the large consumer here but little if 
any, and the ordinary average citizen not at all. 

The unusually rainy weather has blocked the sale 
of garden hose for the present, after the brisk sales 
during the dry spell of some weeks ago. The lawn 
mower sales have also been somewhat slow, despite the 
rapid growth of the grass after the repeated heavy 
rains. Garden tools are moving well and bid fair to 
continue good throughout the year. Some brands and 
styles of tools which have enjoyed unusually fine 
steady sales are practically sold out in both retail and 
jobbing houses. Norcross tools and Planet, Jr., im- 
plements are most difficult to obtain. One retailer in 
Minneapolis tried all the jobbers to obtain some of 
them with no success, and St. Paul and even Duluth 
were entirely sold out on Norcross line. 

There seems no end to price advances, as nearly 
every mail brings additional ones. Jobbers are watch- 
ing the changes closely, and are adjusting their records, 
as their stock shows the necessity of such a move. 
Further advances may be expected, as the situation has 
not changed any in this respect. 

NAILS.—No change has been made in price. Full 
assortments are somewhat hard to obtain, and no large 
orders are accepted by the jobbers on the present basis. 
If building conditions were anywhere near normal the 
shortage would be appalling. 


We quote from local jobbers’ stocks: Standard wire nails at 
$4.10 per keg base and coated wire nails at $4.10 per keg 
base. 


Wire.—Demand is light. Jobbing stocks are in fair 
condition. Heavy demands from the Government 
already placed and further orders anticipated will form 
a big factor in future shipments from mills. We 
quote from local jobbers’ stocks 

Galvanized Glidden cattle wire at $3.96 per 80-rod spool; 
galvanized Glidden hog wire at $4.12 per 80-rod spool; painted 
Glidden cattle wire at $3.41 per 80-rod spool; painted Glidden 
hog wite at $3.55 per 80-rod spool; No. 9 black annealed 
smooth wire at $4.05 per cwt.; No. 9 galvanized smooth wire 
at $4.75 per cwt. 

STAPLES.—Local sales continue light and prices re- 
main unchanged. The usual sale of poultry netting 
staples for metal lath work is, of course, very light. 
We quote from local jobbers’ stocks: 

Polished fence staples at $4.25 per keg; galvanized fence 
staples at $4.95 per keg, and poultry netting staples at $6 
per keg. 

Wire CLoTH.—Even with changes in price in the 
East no change has been made by local jobbers. Sales 
are still restricted, even the usual repair work not 
being up to the standard. Cool weather probably has 
a bearing on this. 

We quote from local jobbers’ stocks: 12 mesh black painted 


wire cloth at $2 per 100 sq. ft.; 12 mesh galvanized wire cloth 
at $2.50 per 100 sq. ft., and 14 mesh bronze wire cloth at $10 


per 100 sq. ft. 

Tacks.—The price remains unchanged, but a rumor 
of a decided advance or entire change in scheme of 
pricing has been heard, the change embracing a new 
method of arriving at the prices for the various sizes. 
Sales are rather light. 

We quote from local jobbers’ stocks: Upholsterers’ cut tacks 
at list. plus 10 per cent, and wire bill posters’ tacks at list, 
plus 15 per cent. 


Botts.—No change in price or amount of sales shows 
this week. Demand seems slow, probably due to the 


small amount of building operations. 

We quote from local jobbers’ stocks: Small machine bolts 
at 40-5 per cent; large machine bolts at 30-5 per cent; small 
carriage bolts at 40 per cent; large carriage bolts at 20-10 
per cent from standard lists. Lag screws at 40-5 per cent. 


Stove Bo.ts.—The price shows no change, although 
the manufacturers have announced new discounts. 


Sales are light. 
We quote from local jobbers’ stocks: Stove bolts at 60-10 


per cent from standard lists. 


Office of HarDWarRE AGe, 
Boston, July 14, 1917. 


THE upward trend of prices continues unabated over 
the entire hardware line. There has been virtu- 
ally no change in the situation for weeks. Deliveries 
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Screws.—Nothing of interest has developed here. 
Price is unchanged. 


We quote from local jobbers’ stocks: Fiat head 
wood screws at 70-10 per cent from standard lists. 


SHEETS.—Price has remained steady the past week. 
Sales are still restricted as to quantity of purehase 
and even higher prices would not be unexpected. 


We quote from local jobbers’ stocks: Black sheets at $9.75 
per cwt., base, and galvanized sheets at $11.50 per cwt. base. 


Tin.—The high price is evidently acting as a damper 
on extensive sales, which with the scarcity of this 
commodity makes it a slow item. No change in price 
is noted. 


We quote from local jobbers’ stocks: 20 x 28 IC 8-lb. tin at 
$18.75 per box; 20 x 28 bright 8-lb. coating at $27 per box. 


Pouttry Nettinc.—No change has been made in 
price and sales are slow. 

We quote from local jobbers’ stocks: Galvanized before 
weaving poultry netting at 70-20-10 per cent discount from 
standard lists. 

Rorpe.—The market shows no change from last quo- 
tations. Advances made in eastern markets on sisal 
seem to have been absorbed by the local jobbers. Cot- 
ton rope moves very slowly at this season of the year, 
except for awning work. 


We quote from local jobbers’ stocks: 
31%c. per Ib. base; best grade sisal at 224%4c 
cotton at 25c. per Ib. base. 


SoLpER.—No change has been made in local quota- 
tions. Sales are normal. 


We quote from local jobbers’ stocks: Warranted half and 
half solder at 45c. per Ib. 


O1L.—Price on linseed oil has held firm all the week, 
even though reports of a good crop of flax have been 
common. Sales are not heavy, very little painting be- 
ing done. 


We quote from local jobbers’ stocks: 
barrel lots at $1.11 per gal., and raw 
lots at $1.10 per gal. 


TURPENTINE.—Price is at about the lowest point for 
the last year and a quarter. The market showed a 
weakening during the week but has advanced a cent in 
the last two days. 

We quote from local jobbers’ stocks: Turpentine in barrel 
lots at 46c, per gal. 

PAINTS.—Prepared paints have held at old prices. 
The different lines are being quoted at different prices, 
and varied opinions are exprsesed as to advance or 
decline in price. 

We quote from local jobbers’ stocks: Prepared 
regular shades at $2.50 per gal. to $2.75 per gal. 

SASH WEIGHTS.—The advance effected last week has 
held firm, and the dealers have advanced their resale 
prices accordingly. Sales are light. 

We quote from local jobbers’ stocks: Sash weights in sizes 
from three to thirty pounds inclusive at $2.50 per cwt 

Eaves TROUGH.—Sales are comparatively light and 
price is strong. Jobbing sttcks are in fair condition, 
but new stock arrives slowly. 

We quote from local jobbers’ stocks: Galvanized eaves 
trough in crate lots at 50-10 per cent from standard lists 

CONDUCTOR PIPE AND ELBows.—Like eaves trough, 
prices are high and firm, and sales are-moderate. 

We quote from local jobbers’ stocks: Galvanized conductor 
pipe in crate lots at 45-2% per cent from standard lists, and 
elbows at 60-10 per cent from standard lists. 

BRIGHT Wire Goops.—A further advance may be ex- 
pected in this line. Price is firm at present quotation, 
but sales are moderate. 

We quote from local jobbers’ stocks: Bright wire goods at 
80-10 per cent from standard lists. 

SasH Corp.—More difficulty in obtaining shipments 
from mills may be in store for jobbers and retailers. 
The Government may take over the control of this class 
of production. Sales in the building line are low, but 
a quantity of cord is sold for other purposes. 


We quote from local jobbers’ stocks: Common sash cord 
at 40c. per Ib. base. 


bright 


Best grade Manila at 
per lb. base and 


Boiled linseed oil in 
linseed oil in barrel 


paint in 


are slow and uncertain, yet most hardware stocks are 
being maintained in fairly good shape, since there has 
been no absolute stoppage of supplies except in one 
or two instances. The volume of business is unpre- 
cedented and sales continue to be made in the bunches 
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which have been a marked characteristic of business 
for several months. 

The building situation continues unchanged, there 
being but little speculative building, but a large aggre- 
gate of other kinds. The wire nail situation may be 
complicated by a reported resale price limitation of the 
largest producer, but it is not believed that this will 
have any immediate effect upon the local price of wire 
nails. Practically all the distributors have been buy- 
ing wire nails wherever they could, and recent pur- 
chases have been at a price as high as $4.25 at mill, 
with many carloads in stock and in transit at a price of 
$4 or more, and on the prospect of large supplies there 
is little chance of any great reduction of cost to the 
ultimate consumer. 

A good demand continues for farming implements 
and spraying materials, particularly the latter, and 
most stocks are badly broken. The labor situation in 
New England factories is growing more difficult, and 
with the draft made upon the basis of published cen- 
sus figures of the Government, it is probable that all 
the factories will suffer to a considerable extent by 
the first call for men for the National Army. 


Among the price advances of the week have been: 


Hardware Age 


Humphrey hoes, 10 per cent; splitting wedges, 20 per 
cent; Bissell carpet sweepers, $2 to $3 a doz.; sleigh 
bells, 10 to 15 per cent; cast iron sinks, 15 per cent; 
Monarch and Clipper adze-eye hammers, 20 per cent; 
hose nozzles, 10 per cent; jack knives, 25 per cent; 
cant dogs, 10 per cent; Westcott nut and pipe wrenches, 
10 per cent; weather strip, 10 per cent; barrel head- 
ers, 10 per cent; fruit picks, 20 per cent; mop wringers, 
$2.50 per doz. 

Steel registers have been advanced to a discount of 
40 per cent, and a new list has been issued on wood 
brace drills. Croquet goods manufacturers have an- 
nounced a 10 per cent advance for next season’s busi- 
ness. The Stanley Rule & Level Company has issued 
revised prices which show an advance on many items. 

CuHAIN.—Proof coil, self-colored chain is now quoted 
at the following prices: 3/16-in., $15.10; %-in., $12.55; 
5/16-in., $11.55; %-in., $11; 7/16-in., $11; %-in., $10.85; 
5g-in., $10.70. 

GALVANIZED BARS.—New prices on galvanized bars 
from stock, per 100 lb., are: Flat, 1 x 3/16 in., 12 ft. 
long, $9.20; 1 x % in., 16 ft. long, $8.80; 1% x % in., 
16 ft. long, $8.80; round, % in., 18 ft. long, $8.80; 
5 in., $8.70; % in., $8.50. 


CLEVELAND 


Office of HARDWARE AGE, 
Cleveland, July 17, 1917. 
HILE hardware business is generally good in 
both wholesale and retail lines, a slight falling off 
has appeared during the past few days, indicating the 
approach of the midsummer lull. Weather conditions 
have continued unfavorable for some lines of seasonable 
goods, particularly window screens, and as a result 
there is little demand for wire cloth. Sales of garden 
hose have continued remarkably good in spite of the 
fact that there has been little need for hose for sprink- 
ling purposes. The call for garden tools continues 
fairly active. Retailers are doing a good line of busi- 
ness in various staple lines such as mechanics’ and car- 
penters’ tools. The policy quite generally adopted 
some time ago by Cleveland retailers of buying in small 
lots because of the high prices, to meet immediate re- 
quirements is still being followed. Price advances have 
been numerous during the past few days and cover 
many quite important items. 
Jobbers are fairly well stocked in most lines, but are 
having great trouble in getting goods from manufac- 
turers because of the railroad situation. 


Wire CLotH.—The demand for wire cloth is not 
active. At least one leading jobbing house has closed 
out its line of galvanized wire cloth and bronze metal 
cloth, as there is very little demand for these goods at 
the present high prices. Jobbers quote 12 mesh wire 
cloth at $1.85. 


WHITE LEeAp.—The Morley brand of white lead has 
been advanced to $15 per cwt. Second grade white 
lead is quoted at $10.50. 


Woop Screws.—The demand for wood screws is 
fairly active, and jobbers have good stocks. We quote 
jobbers’ prices f.o.b. Cleveland, as follows: Flat head 
bright screws, 70 and 10; round head, blued, 60-10-10; 
flat head brass, 50; round head brass, 40. 


Horse SHOES AND CALKS.—Toe calks have been ad- 
vanced 25c. per hundred. Horse shoes are in fair 
demand and are quoted at $6.25 per one hundred for 
No. 2 and larger. 

BINDING AND CoTTON TWINE.—Jobbers are getting 
a good volume of repeat orders for binding twine. 
Sisal twine is quoted at 19.25c. per lb. An advance of 
3c. per lb. has been made on cotton twine and rope, 

SASH WEIGHTS.—There is a fair demand for sash 
weights, which are now quoted by jobbers at $48 per 
ton. 

REGISTERS.—The leading manufacturers have ad- 
vanced prices about 15 per cent on cast iron, semi- 
steel and brass and bronze floor registers. 

Snow SHOVELS.—Shoveling snow will will be more 


expensive next winter, as indicated by an advance of 
20 per cent on snow shovels made by the Owosso Mfg. 
Company, Owosso, Mich. 


MECHANICS’ TooLts.—The demand is holding up well, 
and a number of price advances are reported. The 
Irwin Auger Bit Company has advanced its prices on 
auger bits about 15 per cent. The Stanley Rule & 
Level Company has made a 10 per cent advance on 
some of its lines, including screw drivers, try squares, 
braces and levels. The Peck, Stowe & Wilcox Company 
announces a 10 to 20 per cent advance of its entire line 
of handled steel hammers. 


BuILpers’ HARDWARE.—The Peck, Stowe & Wilcox 
Company has advanced prices on wrought steel door 
bolts and door buttons from 10 to 20 per cent. 


Ovens.—E. H. Huenefeld & Co., Cincinnati, an- 
nounce a 25 per cent advance on their line of ovens. 


BLACKSMITHS’ TooLs.—A price advance of about 10 
per cent has been made on blacksmiths’ tools, including 
sledges and anvil tools, and on blowers and forges. 


Carpet SweEeEPers.—The Bissell Carpet Sweeper 
Company, Grand Rapids, Mich., has advanced prices 
op its line of carpet sweepers $2 a dozen. 


SHEETS.—The demand for sheets is only moderate, 
consumers buying from hand to mouth owing to high 
prices. Jobbers’ stocks are low. Jobbers’ prices are 
low as compared with mill prices. 

Jobbers’ prices to retailers are as follows: No. 28 black, 
9c.; No. 28 galvanized, llc.; No. 10 blue annealed, 9c. 

NAILS AND WiRE.—The demand for nails is holding 
up well, and there is good call for wire, particularly 
for annealed wire. Wire nail prices are somewhat 
irregular owing to the fact that one jobber is reported 
to be making sales at $3.75 per keg. Regular jobbers’ 
quotations for less than carload lots are as follows: 

Wire nails, $4.50 per keg; galvanized wire, $5.20 per 100 
lb.; galvanized barb wire, $5.35 per 100 lb.; No. 9 annealed 
wire $4.50 per 100 Ib. 

Stee, Bars.—Jobbers report a heavier demand than 
usual for steel bars. They attribute this largely to 
the fact that, owing to the scarcity, many consumers 
are trying to find new sources of supply. Jobbers 
quote steel bars at 5c. 


Botts, Nuts AND Rivets.—Following the recent gen- 
eral advance in prices by Cleveland bolt and nut 
makers, jobbers have advanced prices about 5 per cent. 


Jobbers’ prices to the trade are as follows: Machine bolts 
in small sizes, 40 per cent off list, large sizes, 30 and 5 per 
cent off; carriage bolts, small sizes, 35 per cent off; large 
sizes, 20 and 10 off; coach screws, 30 and 10 off; nuts, 
hexagon and square, blank, $2 off ; hexagon and square tapped, 
$2 off: rivets 7.16 in. and smaller, 25 to 30 per cent off for 
small lots. 
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There are about 3,000,000 
auto owners in the U. S. 
Any hardware man who 
does not serve his automobile 
owas customers in every 
e 


possible way is losing ex- 
tremely valuable trade. 

Any hardware dealer who 
does not stock STANLEY 
GARAGE growed | / is 
LEY "GARAGE TAN- 
LEY RAGE HARD. 

ARE is unique, in being 
ceclened especially for its 
purpose, 











Stanley Garage 
Hardware Bolts— 


They're strong, they hold the door firmly, they're well made, 
and they operate perfectly. What more could you possibly offer to 
your customers who want bolts for garage doors? 


No. 1052 Heavy Cremone Bolt for heavy garage doors. Good 
looking, works easily, and bolts double doors, bracing them 
rigidly and preventing them from warping. Operated top and 
bottom by the lever handle. 


1055 Chain Bolt. Applied at the top of the inactive leaf of a 
pair of garage doors, this bolt locks automatically. Released 
by a pull on the chain. Barrel and plate formed from the same 
sheet of wrought steel. No matter how hard the door is 
slammed, this bolt cannot break. 


1056 Foot Bolt for the bottom of the inactive leaf of a pair of 
doors. Locked and released by the foot. f 


1096 Case Bolt. May be used instead of a hasp or lock where 
doors are to be fastened on the inside. This should be done 
when a side or service door has been provided. 


No. 1138 is a strike for No. 1056 Foot Bolt for concrete floors. 


These products are typical of the thoroughness with which 
STANLEY covers the requirements of the garage builder. 


Send for booklet “STANLEY'S Wrought Steel Hardware for 
Garage Doors.” 


e Works 


New Britain, Conn., U.S. A. 
New York: 100 Lafayette St. Chicago: 73 East Lake St. 
See our Advertisement on “Box Strapping’’ in this issue 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market 
by Hardware Manufacturers 


‘“‘ National Champion” 
Porch Gate 


The Holmquist-Swanson Company, 
2526-2536 South Western Avenue, 
Chicago, Ill., has recently placed on 


“National Champion” porch gate 


” 


the market the “National Champion 
porch gate, especially designed to 
keep the children from falling down 
stair openings or toddling away from 
home. 

The gate, it is said, is made of clear 
Norway pine, will stand all weather 
conditions, and has two coats of good 
weather varnish with a natural finish. 

The gate, the concern states, may 
be easily and quickly attached to the 
porch posts with two screws through 
the end piece, which is jointed to the 
gate with strong and simple hinges, 
without detracting from the appear- 
ance of the porch. When closed, the 
gate may be swung to one side entire- 
ly out of the way. Each gate has a 
nickeled snap to lock it so that the 
children cannot open it. Illustrated 
descriptive matter will be mailed to 
all dealers upon request. 


“Garland” New Price 


Book 


The Michigan Stove Company, De- 
troit, Mich. has recently issued a 
new 40-page price book, No. 1739-C, 
which gives the current list and net 
prices of the “Garland” coal, gas and 
furnace lines. This book has been very 
carefully prepared and will be mailed 
to dealers upon request. 


“Campbell Hammer- 
Lock” Cotter Pin 


The American Chain Company, 
Bridgeport, Conn., has recently issued 
a twelve-page illustrated booklet con- 
taining the current list prices of the 
line of “Campbell Hammer-Lock” 
self-spreading cotter pins which will 
be mailed to dealers upon request, 


«“Russwin”’ Window Hard- 
ware Catalog 


The Russell & Erwin Mfg. Com- 
pany, New Britain, Conn., has recent- 
ly issued a new thirty-two page cata- 
log entitled “Russwin Window Hard- 
ware,” which illustrates and compre- 
hensively describes the firm’s line of 
elevating sash fixtures formerly made 
by the Tabor Sash Fixture Company. 
The concern will send a copy of this 
catalog to dealers upon request, 


Moats Portable Gasoline 
Stove 


The Prentiss-Wabers Mfg. Com- 
pany, Grand Rapids, Wis., has re- 
cently placed on the market Moats 
folding portable gasoline stove, espe- 
cially designed for tourists and 
campers, 

The body of the stove is made of 
No. 24 gage steel and attractively 
enameled in black. The tanks are said 
to be made of the same weight steel, 
thoroughly welded and tested under 
80 lb. of pressure, and are protected 
from the heat by a partition jacket 
and double air chamber. The gen- 


Moats folding portable gasoline stove 


erator cups are said to be large and 
insure a perfect generation. The 
burners in these stoves are also said 
to be large and work under pressure, 
producing a blue flame of intense heat 
which the concern guarantees to with- 
stand a 40-mile wind. 

This folding stove may be set up 
quickly ready for ‘use, with equip- 
ment, all of which is packed inside 
for convenience of transportation. 

The stove has two 6-in. grates and 
a tank of sufficient capacity to last 
2% hours. The full equipment con- 
sists of a coffee pot, 2 fry pans, 1 
sugar and 1 coffee retainer, a 
pressure pump and a funnel. The di- 
mensions of the stove when folded are 
5% x 10% x 16% in., and the weight 
is 17 lb. An illustrated descriptive 
pamphlet will be mailed to dealers 
upon request. 


THE SMITH & WESSON COMPANY, 
Springfield, Mass., has begun the erec- 
tion of a five-story addition, 60 x 
200 ft. 
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Detachable Hose Keel 


The Specialty Mfg. Company, St. 
Paul, Minn., has recently: placed on the 
market a detachable hose reel de- 
signed with a new form of clamp for 
attaching the reel to the faucet. This 


Detachable hose reel 


clamp, it is said, is made in one piece 
and does away with the many parts 
heretofore used, also making the at- 
taching and detaching of the reel sim- 
ple, strong and substantial. 

Detachable hose reels are furnished 
with fiber washers pressed onto the 
axle, so as not to drop off when de- 
tached. These washers, it is said, will 
give years of service and enable the 
operator to secure a water-tight joint 
with but little pressure on the clamp. 
The concern will be pleased to mail 
illustrated descriptive matter to deal- 
ers upon request. 


“Controlling Profits ” 

Laird & Lee, Inc., 1732 Michigan 
Avenue, Chicago, IIl., have recently 
placed on the market a new book en- 
titled “Controlling Profits,” by 
Eugene Herz, a certified public ac- 
countant, covering many simplified 
methods in store record keeping. 

The book was planned, the publish- 
ers state, primarily to be of benefit 
to the countless retail storekeepers 
who are not doing a sufficient volume 
of business to warrant engaging 
competent bookkeepers, and who are 
therefore meeting with but little if 
any success on account of the methods 
used in attempting to do their own 
bookkeeping or in carrying on busi- 
ness entirely without records. 

The entire work is written in very 
simple language and the few technical 
terms which were advisedly used are 
fully explained. Several chapters 
are of considerable value to every 
merchant regardless of the size and 
volume of his business or the condi- 
tion of his records. The experienced 
bookkeeper and the student will like- 
wise find this to be a valuable refer- 
ence book. The price is $1. 

The book can be bought from the 
U. P. C. Book Company, Inc., 239 
West Thirty-ninth Street, New York, 
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The Track 


Richards-Wilcox 
Overhead 


Carriers 


offer you an exceptional 
oppoitunity to increase your 
income and at the same time 
furnish your community 


One of the Greatest Labor Savers 
Ever Devised 


The Carrier 


Machine shops, public garages, warehouses 
and similar enterprises must prepare for the 
present and increasing labor scarcity. An 
R-W Overhead Carrying system does the 
work of many men. 


This Is Your Opportunity 


We make Overhead Carrying systems of 
various capacities. Our Engineering Depart- 
ment designs special or adapts standard 
appliances to suit requirements for economical 
handling of materials and products in indi- 
vidual plants. Our Advertising Department 
furnishes handsome folders for mailing to 
your prospects. 

Ask for full information and interesting cata- 
log, ‘‘Overhead Carrying Equipment.” Sent 
without obligation. 


RichardsWilcox Manufacturing (0 


tos AnanLes” Aurora, Ituino1s, USA. ruNNeAPOLSS 


cricaao Richards‘Wilcox Canadian Co.Ltd.London,Ont. stiovw 
“Ahanger for any door that slides” 

















The Application 
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‘“Rigsby’s Easy Mend” 
Court Plaster 


The National Mfg. Company, 1311 
West Eighty-ninth Street, Cleveland, 
Ohio, has recently placed on the mar- 














“Rigsby’s Easy Mend” court plaster 


ket “Rigsby’s Easy Mend” court 
plaster, which the concern guaran- 
tees will permanently mend all metals 
including aluminum, 

It is said that this new article is 
very simple, quick and easy to apply. 

The concern offers to the trade 40 
patches for all metals except alumi- 
num, 10 patches for mending alumi- 
num and a soldering iron, all to be 
retailed for 25 cents; also 30 patches 
for all metals except aluminum, to be 
retailed for 15 cents. Directions for 
using these patches and money back 
guarantee are on the back of each 
box. Illustrated descriptive matter 
and trade prices will be mailed to 
dealers upon request. 


«¢Multiunit” Collapsible 
Lawn Wicket 


The Parker Wire Goods Company, 
Worcester, Mass., has brought out 
recently the “Multiunit” collapsible 
lawn wicket and garden protector. 

This is made from No. 10 galvanized 
wire with two loops on one side, as 
shown in the accompanying illustra- 
tion. The wickets can be made into 
a flower bed guard by placing a num- 
ber of them side by side. The leg of 
the second wicket without loops is 
placed through the loops in the first 
wicket and so on. In this way they 
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“Multiunit” collapsible lawn wicket 


will be accurately spaced and will 
form a continuous little fence. When 
the time comes to take up the guard 
each wicket can be Pulled up sepa- 
rately and stored Away in very little 
space. 


The length to the lower loop is 3% 
in., and the height of the entire wicket 
above the ground is 12 in. 


New Quart Jar Mayon- 
naise Mixer 


The Holt-Lyon Company, Tarry- 
town, N. Y., has recently placed on 
the market a quart jar mayonnaise 
mixer, 

A particular feature of this im- 
proved mixer is the use of larger and 
stronger gears which the concern 
claims will enable the mixer to ap- 
parently last a lifetime. 

The manufacturer has reduced the 
number of cogs in the large drive 
wheel of this mixer from sixty-three 
to forty-eight, while the size of these 














New quart jar mayonnaise mixer 
Below, actual size of gears 


cogs has been doubled. Every cog in 
the wheel, it is said, has been made 
perfect, enabling the beaters to run 
smooth and deep. 

The mixer is constructed with a 
round bottom, and it is said it will 
pick up the yolks of one or two eggs 
and beat them perfectly. 

Another feature of the mayonnaise 
mixer is the four round knobs under- 
neath the jar, which permit it to be 
easily tilted and operated. 

The concern also makes a line of 
egg beaters, jar cream whips and car- 
pet beaters, and will send illustrated 
descriptive matter and prices to 
dealers upon request. 
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Stanley New Wrought 
Steel Thumb Latch 


The Stanley Works, New Britain, 
Conn., have recently placed on the 
market a new wrought steel thumb 














Stanley new wrought steel thumb latch 


latch which the concern states con- 
sists of a few simple parts which may 
be very easily applied to the door. 

It is said that this latch will save 
considerable trouble and expense in 
labor and application, with the im- 
proved construction of the strike and 
guide plates which have been made 
to be applied to the surface instead 
of mortising these plates in the door. 

The latch is reversible for either 
hand and it is packed one set in a 
box, with screws to match. The con- 
cern will gladly send illustrated de- 
scriptive matter to dealers upon re- 
quest. 


«‘ Liberty” Water Motor 
Washing Machine 


The Western Water Motor Com; 
pany, 2105 Central Avenue, Cincin- 
nati, Ohio, has recently placed on the 
market the “Liberty” water motor 
washing machine designed in the 
springless type to reduce breakable 
parts to a minimum. 

The concern states that two phos- 
phor bronze levers are employed to 
assist the valves over the “dead cen- 
ter” at the completion of each piston 
stroke, which, it is said, permits the 
water pressure to gently push the 
valve the remainder of the way ready 
for the next stroke. 

The tub is made of cypress with a 
capacity of 18 gal.; the inside of the 














“Liberty” water motor washing machine 


tub and the agitator are both corru- 
gated. The tub is fitted with a bolt- 
ed. wringer attachment and hardwood 
detachable legs, or solid legs on 
special order. The total shipping 
weight is 65 lb. Descriptive matter 
will be mailed to dealers upon request. 
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Ay, ~ That Old Trade Mark 
P) Stands for 
ie “Satisfaction in Hardware’ 


“TEN-IEN- 


An old familiar 


number that 
resounds with 


PROFITS 


and 


~ REPEAT 





WATERSHED “10-10° ROUND TREAD 


Weather, Weight and Bird Proof— 
Self Cleaning 


SEND YOUR ORDERS NOW for Prompt 
Shipment and Get Those REPEAT ORDERS 
and PROFITS 


A PERFECT LINE OF 


Door Hangers and Tracks, Garage Door Hardware (for any Garage) 
Fire , at Hardware, Overhead Carriers, Spring Hinges, 
Rolling Ladders, Light Hardware, Hardware Specialties 


ALLITH-PROUTY COMPANY 


Main. Office and Factory 
DANVILLE, ILLINOIS, U.S.A. 


Branch Offices and Warehouses 
Chicago New York Boston .. Philadelphia Los Angeles San Francisco 
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Insulated Radiator and 
Engine Cover 

The Cincinnati Auto Specialty 

Company, Cincinnati, Ohio, has re- 

cently placed on the market the 

“Frost-King” insulated radiator and 

engine cover for automobiles. 

The concern states that the outside 
of the cover is made of a waterproof 
imitation leather and that the inside 
is made of a _ high-grade kersey 
blanketing material; between these 
two layers, it is said, is another layer 
of a heavy genuine asbestos used to 
exclude the cold and retain the heat. 

The radiator cover, which, it is 
said, is attractively finished and quilt- 
ed, is packed separately in a paste- 
board box marked with the model of 
the car it is to fit. 

For the convenience of the trade 
the concern states that it has 


“Frost-King” insulated radiator and 
. engine cover 


grouped the “Frost-King” radiator 
covers under a few numbers and has 
patterns to fit nearly every car manu- 
factured, particularly the later mod- 


els. Illustrated pamphlets and prices 
will be mailed to dealers upon re- 
quest. 


THE TURNER & SEYMOUR Mrc. Com- 
PANY, Torrington, Conn., has awarded 
a contract for an addition to its 
foundry, 50 x 150 ft. 


Saferlite Lenses 


The Saferlite Lens Company, 220 
Fifth Avenue, New York City, has re- 
cently brought out a new lens which, 


New Saferlite lens 


it is said, produces an ideal light for 
comfortable and safe night driving. 

The concern states it is impossible 
to get a dazzling or blinding light 
from the lens, the light being shadow- 
less covering an area of sufficient 
size to show an object on either side 
of a 100-ft. road on a line with the 
bumper and a sufficient distance ahead 
for absolute safety. The lens, it is 
said, diffuses and refracts the light to 
a maximum and at the same time 
eliminates the glare. An illustrated 
catalog will be mailed to dealers upon 
request. 


Cambria Spring Steel 
Automobile Bumper 


The Cambria Spring Company, 
Inc., Los Angeles, Cal., has recently 
placed on the market a new spring 
steel bumper, which the concern states 
is made entirely of spring steel, in- 
cluding the brackets which fasten it 
to the car. 

There are no parts to rattle or 
squeak, it is said, and the shock is 
taken by the bumper’ itself, and not 
by the frame or parts to which it is 
fastened. 
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It is claimed the bumper will yield 
from any point of contact and the pe- 
culiar construction gives it a good re- 
sisting force. [Illustrated catalogs 
will be mailed to dealers upon re- 
quest. 


Tu-Ford Valve Tool 


The Wallace C. Hood Service Bu- 
reau, 1199 Woodward Avenue, Detroit, 
Mich., has recently been appointed as 
the national supervisor of distribution 
for the Tu-Ford valve tool made by 
the Tu-Ford Valve Tool Company, Bay 
City, Wis. 

This valve tool, it is said, serves a 
double purpose, inasmuch as it first 
raises the spring, and second, auto- 
matically locks when the spring is in 
a raised position. The tool, the con- 
cern claims, also holds the spring in 
place when removing the valve for 
grinding. 


Tu-Ford valve tool 


The device is said to be simple and 
compact in construction and made to 
be adjusted to any model of a Ford 
automobile. The concern states that 
the tool is rust proof. It retails for 
$1. An interesting four-page illus- 
trated pamphlet will be mailed to deal- 
ers upon request, 


SARGENT & Co., New Haven, Conn., 
have awarded a contract for an addi- 
tion, 228 x 314 ft., one-story. 
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Marvel Spark Plug 
Intensifier 


The Marvel Mfg. Company, 1022 
Washington Boulevard, Oak Park, 
Ill., has recently brought out the 
Marvel spark plug intensifier. 

It is.said that by attaching this 
spark plug intensifier to the most 
troublesome spark plug, the current 
is forced to leap across the space be- 
tween the two screws within the heavy 
glass cylinder, thereby changing it to 
a static current, which does not seek 
for a short spark but which is forced 
to the next gap at the point of the 
spark plug enabling, the concern 
states, the intensifier to fire plugs that 
are shorted from accumulation of 
soot, carbon, grease or broken porce- 
lain. 

It is further stated that the intensi- 
fied spark makes a hotter explosion 
which keeps the plugs and cylinders 
clean and lessens gasoline consump- 
tion, giving the car as well more 
power and helping to start the engine 
more easily, particularly in cold 
weather. The spark is visible at all 
times in a glass cylinder and engine 
trouble can be detected instantly. 

It is also stated that there is no 
carbon to remove, no misses, no waste 
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Marvel Spark Plug Intensifier 


of gasoline, no cleaning of plugs nor 
guessing which cylinder is missing. 

The device, it is said, is made of 
copper, brass and a very heavy glass 
and retails at 75c. each. Illustrated 
descriptive matter will be mailed to 
dealers upon request. 


«¢ Evans Power-Cycle” 


The Cyclemotor Corporation, 249 
Cady Street, Rochester, N. Y., re- 
cently placed on the market a motor- 
ized bicycle to be known as_ the 
“Evans Power-Cycle.” It is said to 
weigh 65 lb. and sells for $100. 

The engine is a reproduction of the 
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“Bvans Power-Cycle” 


latest model Cyclemotor attachment, 
and the bicycle is of a special design, 
specially constructed for motor use. 

It is said that the “Power-Cycle” 
can readily attain a speed of 25 miles 
per hour on level roads and also that 
all ordinary grades can be climbed 
without effort. 

The concern further states that the 
machine will run 100 miles on each 
gallon of gasoline and 400 miles to 
each quart of oil. 

The entire outfit, it is said, is so 
light that it can be easily picked up 
and carried off the road, if necessary, 
and even lifted over fences and creeks 
without exertion, 

The specifications of the “Evans 
Power-Cycle” are as follows: 

The frame is a 21-in. double bar 
Special Evans 45-in. wheel base; the 
forks have a Special Evans truss; 
the rims are selected hard maple, 28 
in. in diameter, enameled and striped 
to match frame; the tires are Federal 
No, 333, 28 x 1% in.; the saddle is 
an “Easy” No. 129-J; the coaster 
brake is an Atherton, heavy duty; 
the spokes are heavy gage. 0.092 in.; 
the handle bars are 20 in. wide with a 
6-in. raise, or reversible 6-in. drop; 
the grips are big No. RG rubber, 
very durable; the pedals are motor- 
cycle pedals, No, P-14; the hanger is 
an improved one-piece Fauber; the 
tool bag is attached to the back of 
the saddle and contains a full repair 
kit; the mud guards, front and rear, 
are heavy gage, drop sides with ad- 
justable heavy braces. The front 
guard has a splasher; the rear wheel 
stand is motorcycle type, enameled to 
match the frame spring; the power 
plant is a 1-hp. cyclemotor high- 
speed, two-stroke engine; the trans- 
mission is the Graton & Knight 
“Spartan” %-in. V-belt. The ma- 
chine is finished in black with a gold 
stripe. 

Illustrated descriptive matter will 
be mailed to dealers upon request. 


THE PLexus TIRE & RuBBER COM- 
PANY, Philadelphia, Pa., has awarded 
a contract for the erection of a new 
one-story plant, about 50 x 130 ft., 
at State Road and Levick Street to 
cost $20,000. 


«¢ Keystone ” Shock 
Absorber 


The Steel City Electric Company, 
1207-19 Columbus Avenue, Pittsburgh, 
Pa., has recently placed on the mar- 
ket the “Keystone” shock absorber, 
which, the concern claims, will in- 














“Keystone” shock absorber 


crease tire mileage, give buoyancy to 
the car when riding, prevent sudden 
compression and expansion of the 
springs, and keep the wheels always 
on the road. 

The concern also states that this 
shock absorber will prevent the 
breaking of springs, reduce vibration, 
eliminate all sudden plunges of the 
car. 

The device, it is added, may be very 
easily attached to the car, or taken 
off, with the use of only a tubular 
wrench. 

The shock absorber, it is said, is 
absolutely noiseless and is attractive- 
ly finished, adding to the appearance 
of the car. 
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‘hampion 


Dependable 


Champion Conical 
Price $1.00 


The Giant Force that 
Makes the Car Go. 


The Do-ability of Champion Spark Plugs comes 
from their Dependability. 


Pleasure car—fire engine—and motor truck perform 
exactly as the impulses from their engines. make them 
perform—and not one iota better. 


The strength of these impulses—(explosions of gas 
mixtures in cylinders)—depends upon the work of the 
spark plugs that cause the explosions. 


Gas mixtures vary in quality, weather and fuel differ, 
but Champion plugs never fail to set off all the power 
latent in every gas mixture. 


Champion Plugs are the source of four out of every 
five cars’ power—they start the things happening 
inside these cars that make them run. 

There is an especially designed type of Champion 
Plug for every type of automobile, tractor, stationary, 
marine and motorcycle engine. 


Ask for, demand and get Champion Plugs. 


Champion Spark Plug Company, Toledo, 0. 
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QUALITY! 


THE UNDERLYING REASON FOR THE POPULARITY OF 


PARIO 


PRODUCTS 
DEALERS SHARE 


In this recognition of merit! Sales made are sales ended! Every user 
is a voiced advertisement for them. Consequently, the line is as standard 
and quick-moving as staple goods, but with dealers’ profits much larger. 


Consumers Appreciate Wr 


The dependability of the a fe 
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MODEL PU-MODEL FJ ame SPARTON PRODUCTS: the 


only smaller 





promptness and spirit of the (/\ N\ 
service department, which 

underwrites the famous Sparton FAN 
guaranty, and the unfailing con- 

sideration given them in all their 


sally denier relations with the Company. 


MODEL PD—MODEL PB same 


A Splendid Selling Asset 


Is found in the unqualified and — 
enthusiastic endorsement of  sparton HONEYCOMB 
everything carrying the Sparton 

name by their users. 


The Sparks-Withington Co. 


JACKSON MICHIGAN 
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Adjustable Lamp 





JOINT HERE ——__» 
FOR ADJUSTING 
POSITION OF 
LAMP. 


i FOLDED WHEN 
Y NOT INUSE 
FOR TRAVELLING. 





SPRING CONCEALED IN BASE WILL FASTEN 
TO BACK OF CHAIR OR BED. 





' Nearly half a million Wallace Lamps in use. 


Salable to every home and office where electricity 
is used. 


The Wallace Electric Lamp is adjustable to any 
angle; complete with 8 ft. of cord; Push Button 
Finishes—Brush Brass, 


Socket; Benjamin Plug; 
Nickel and Bronze, 


A. C. PENN, Agent for 
THE WATERBURY WALEACE CO., INC., 100 Lafayette Street, New York 
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REGULAR FABRIC AND ELASTIC TIRES 


Built to meet the demand for Quality 
—not the competition of Price 


All Types Guaranteed for 
5000 Miles Service 








THE MARATHON TIRE & RUBBER CO. 
CUYAHOGA FALLS, OHIO 


Canadian Plant, St. Catharines, Ontario 


EEA RIE SL TE iS A LTS: See eS ec as Le a re 


Who Owns Your Tire Business? | 


HE Good Will and Trade 

that you build up on tires 
—is it really yours, or does it 
followthe tires to the next store 
that happens to open up around 
the corner? 


Marathon Dealers have exclusive 
territory and reap the full and 
lasting benefits of their own sales 
efforts, plus Marathon make-good 
and co-operation. 


The amount of actual profit 
you realize on your tire sales— 
is it in line with what you are 
really entitled to, or merely the 
narrow margin ordinarily ob- 
tained ? 


Marathon Dealers give better 
dollar-for-dollar value. They are 
entitled to and do receive a better 
dollar-for-dollar profit. 


GOOD TERRITORY STILL OPEN 
Write for the Marathon Proposition 
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Akron knows that 
Diamonds are 
Hard -wear Tires 


SERVICE STATION 


REPA /RING SUPPLIES 


Diamond Tires 
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“T Sell More Tires in Akron than 
Any Other THREE Dealers 


and I attribute my success to Diamond Tires and the fact that here in 
Akron, the rubber capital of the world, where men know tire values as per- 
haps in no other city, they insist on getting the best value for their money. 


“The greater portion of my business is ‘repeat sales,’ and only one out 
of 500 Diamond Tires I sell is returned for adjustment.” 


The Auto Supply meneueiic’ 7 Cedar St., Satan Ohio 


Summary— 


Diamonds are extra-mileage tires. 
Diamonds are rarely returned for adjustment. 
Diamonds create their own re-sales. 


‘The Ideal Hard-wear Tire for the Hardware Trade 


Order from your jobber, or write direct to 


THE DIAMOND RUBBER COMPANY, Inc., Akron, Ohio 


, 


ec TIRES 
SQUEEGEE TREAD - RED S/DES 
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BETHLEHEM 


Point Spark Plug 


a lat WIT Bema on 


E offered the dealer a few months 
ago in the “Bethlehem” a strictly 
quality article, priced right and 

backed up by a generous advertising cam- 


paign. ie 
Today the “Bethlehem” has proved itself 


as a money-maker for dealers in every part 
} RK PLUG of the country. It is selling—and selling 
; big. 
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The policy of maximum efficiency behind 
it, however, is even now planning and 
mobilizing its forces for yet greater re- 
sults—results that will count to your 
bank-book. If you are not already a 
“Bethlehem” handler write us now for 
dealer details. 
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THE SILVEX COMPANY 


BETHLEHEM PRODUCTS 


SOUTH BETHLEHEM, PA. 


E. H. SCHWAB, President 
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Selling Satisfaction 


Every time you pass a Vesuvius Plug 





If you sell one it 
means the motorist 
will be back for a full 
set. If you sell a set 
it means that he will 
be back to your store’ 
for all his other needs 
—and his friend’s, too. 


He will remember 





that you recommended 
the Vesuvius Plug. 











Quality plug without an equal. 
17 years of constant adherence 
to a quality standard are back 
of its solid reputation. 


You can back it to the limit. 


The Mosler. Distributing 
Policy is “Jobbers and Dealers 
First.” We do not bid on and 
therefore are not tied up on 
equipment orders. This gives 
us not only a chance to deliver 
but to give you a profit worth 
while. 


Any size shipment of Mosler 


out over the counter 





MOSLER 








PLUG 


Vesuvius Plugs leaves the fac- 
tory 24 hours after we receive 
your order. 


Dealer Helps 
We have made it easy for you 
to push the Vesuvius Plug by 
furnishing you with window 
trims, cartons, display cases, 
coin mats and individual dis- 
play cartons. 

Write for details on our 

window display contest 


A. R. MOSLER & CO. 
N..¥. 


NEW YORK 




























t Manufactured under A. R. 
Moater’s Patent No. 
1,218,298 Date Mar.6,1917 

Other Patenta Pending 











| ~ THE INDESTRUCTIBLE PLUG GUARANTEED YO OUTLAST THE Moron | 
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Tire Costs and Tire Values 


You can’t figure the real cost of a tire until its 
life is over. Many a tire that’s cheap at the start 
is mighty expensive in the long run. And some- 
times a high-priced tire is worth all the money you 
pay for it. 





But Mason Tires are popular priced at the start; and at the 
finish—well, every Mason Tire that’s sold is made with the 
sole purpose of proving that Mason Means More Mileage. 


The speedometer tells the Mason story of quality, materials 
and skilled craftsmanship—that’s why it’s “Once you equip 
with Mason’s, you'll always equip with Mason’s.” 


IASON DEALERS know that every Mason 

sold is a telling advertisement for 
their business. And they like the frank 
Mason policy. If you’re not already ac- 
quainted with it, drop us a request for in- 
teresting details. 


MASON TIRE & RUBBER CO. 


Factory: Kent, Ohio 
Akron Suburb 


Distributing Branches in Cleveland, Kansas City 
and New York 
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CH ¢ WEEC ROSS HAINS WEED MOTORCYCLE Ww DOBBINS AMERICAN 
AINS CA ae ROSS CHAIN EED BaLow OUT CHA « TIME LOCK CHAINS WEED » 


MP 
AMERICAN 


“ HAMMER K COTTER PINS | WEED CROSS CHAIN WEED CHAIN 
PNEUMATIC TIRES | WEED MOTORCYCLE CHAIN: PLIERS | CHAINJACK ADJUSTERS WELDED TOWING CHAIN SOLID T 


AMERICAN CHAIN COMPANY’S 
AUTOMOBILE ACCESSORIES 


Display American Auto Accessories in your windows 
and sales rooms and you will be displaying good sound 
business judgment as well. 


Weed Tire Chains for pleasure cars, motor trucks and 
motorcycles; Weed Cross Chains, Weed Cross Chain 
Pliers, and Weed Chain Adjusters; Weed Chain-Jack that 
lifts the heaviest car with a few easy pulls on its chain; 
American Tire Lock Chains; American Welded Towing 
Chains; Dobbins Blow-Out Chains; and the Campbell 
Hammerlock Self-Spreading Cotter Pins. 


Write for Auto Accessory Catalogue. 


AMERICAN CHAIN COMPANY, Inc. 


BRIDGEPORT, CONN., U.S. A. 
Boston Office : Chicago Office: San Francisco Office : 
107 Massachusetts Ave. 529 West 12th Street 714 St. Clair Building 


In Canada—DOMINION CHAIN CO., Ltd., Niagara Falls, Ont. 


Largest Chain Manufacturers in the World 


Factories in 
Bridgeport, Conn. Braddock, Pa. York, Pa. Carlisle, Pa. 
Columbus, O. Mansfield, O. 








St. Marys, O. Marion, Ind. 
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Trademark 


Reg. U. S&S. 
Pat. Off. 








A Money-Making Tire 


is the sort of tire you want to sell 
—the tire that sells well and often, 
and every time it sells means more 
and bigger profits in your pocket. 


Your tire is the G & J—backed by years 


and years of prestige—known favorably all 
over the continent to thousands of enthusi- 
astic motorists and backed also by a 
name that means, in itself, a sure 
sales- getter. 


Don't delay a moment, Mr. Dealer. Write 
one of the following distributors TO-DAY 


for prices, etc. 


Thomas-Ogilvie Hardware Co., Shreveport, La. 

J. W. Murchison & Co., Wilmington, N. C. 

Teague Hardware Co., Montgomery, Ala. 
Mitchell-Powers Hardware Co., Bristol, Va.-Tenn. 
Barker-Jennings Hardware Co., Lynchburg, Va. 

L. W. Gunby Co., Salisbury, Md. 

Shannahan & Wrightson Hardware Co., Easton, Md. 
Charlottesville Hardware Co., Charlottesville, Va. 
Chas. Leonard Hardware Co., Petersburg, Va. 

Harper & McIntire Co., Ottumwa, Ia. 

Miller Bros. Hardware Co., Richmond, Ind. 

Townley Metal & Hardware Co., Kansas City, Mo. 
Wyeth Hardware & Manufacturing Co.,'St. Joseph, Mo. 
Frank Colladay Hardware Co., Hutchinson, Kansas 
Hackett-Gates-Hurty Co., St. Paul, Minn. 
Hudson-Thurber Co., Minneapolis, Minn. 

Ohio Rubber Co., at Cincinnati, Cleveland and Detroit 
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he will 30 into your customers’ homes at very little cost to you, and 
remind them every day in the a of you and the things you sell 


and the service you render. “Don't forget” says she, as she looks 
you straight in the eyes, “I represent Mr. (your name) the Firestone 
‘dealer. His Zoo0ds are right, his methods are right, his prices are 
night and you're his customer.” Noone can give out this beautiful 10- 
color calendar but Firestone dealers. The original painting’, by Earl 
Christy and all printing rights are owned by the Firestone Company. 


Dealers can secure this sales-buildin3, calendar at an extremely 
low cost. It comes in two sizes. Write for full details now. 


FIRESTONE TIRE AND RUBBER COMPANY, AKRON, OHIO 








102 HARDWARE AGE 





IN 5 MINUTES 
REPAIRS 
TUBE PUNCTURES 


This light and handy outfit mends tube 
punctures anywhere in five minutes. 
Makes repairing a pleasure. 

Uses common gasoline, the most conve- 
nient and dependable fuel—always avail- 
able. 

Just as easy to use and sure in its results 
as the larger “Adamson” Vulcanizers— 
and built on the same proven principles. 
Complete with box of a dozen ““Adamson” 
5-Minute Repair Gum Patches for $1.00. 
Extra box of 12 patches only 25c. 





ODE, 
5-MINUTE VULCANIZER 


For general tube and tire repairing the 
“Adamson” line is complete with various 


models at from $1.00 to $12.00. 


Be sure to buy an “Adamson”’—the most 
practical and largest-used Vulcanizers in 


the world. 
Sold by All Dealers. 
Booklet Sent on Request. 


Adamson Mfg. Company 


East Palestine, Ohio 
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That word will express your astonish- 
ment when you discover your Ford has: 
disappeared as if swallowed up by Mother 
Earth. 

Perhaps this hasn't happened to you yet. 
So take a tip right now—a word to the 


wise is always sufficient—buy a 


oodrich 
WITH Lock 


that gives you absolute protection against your 
Ford being stolen. 

It can't be unlocked, unscrewed, bridged or 
picked. Your Yale key cannot be duplicated. 
One turn of the key cuts off the motor, locks 
the ignition, impenetrable metal shutters cover- 
ing up the screw heads. 

You can install it in a few minutes. 

There's no bothersome combination for you 
to forget. And no “‘paper’ insurance neces- 
sary except for fire. But even if you want 

paper insurance the protection of a 


GOODRICH Lockswitch will reduce the rate 


you pay in most companies. 
e 50 










Goodrich - Lenhart $ 





Manufacturing Co. Complete 

423 Widener Bldg. +4 .50 

Philadelphia es 
Dealers: 






The biggest 
money making 
accessory for 
Ford cars is 
the GOOD. { 
RICH Lock- 

switch with 
Yale Lock, It ff 
sells itself with Fj 
our powerful 
advertising ¥ 
campaign  be- 
hind it. Your 
initial order for 
a dozen locks 
will bring you 
a handsome 
demonstrating 
stand — 14 
inches high— 
suitable for counter, 
wall or window dis- 


ye 
play. Any good jo Note Metal Shutters 

















ber will supply you 
\" write direct. Over Screw Heads 
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° ce LCEMO MFG. CO., 
Here’s Profit You Never \\\Swi="isi' 
Ha d Befo re 5 dealer proposition. 


Cash inon the Demand WeAreCreatingfor sg ttt tt ett tere eens 


KOR-KER Puncture Cure * 


It’s a Time-Tested Proven Success. 


Kor-Ker seals punctures instantly, and permanently. 








It ferrets out and stops slow leaks. 


Kor-Ker prevents under inflation—you dealers know what that 
means to the life of a tire. 





Kor-Ker is a preservative of rubber. 
We guarantee it will not injure tires, but on the contrary give 
them longer life. 


. . o.9.. . 
Motorists have tried Kor-Ker out and found it’s made good under Driving Neil into Tire Treated with Korker 
the most severe tests. Puncture Cure. This is the strongest proof 


anyone can ask and will convince the most 
We have distributors in U. S., Canada, England, France, Ruste. Norway, 


skeptical. 
Sweden, Holland, Spain, Portu al, India, Egypt, S. Africa, S. America, Write for Free Test. Try it yourself. 
Australia, New Zealand, Java, ilippines and Trinidad. 


We are advertising KOR-KER for you in 25 leading magazines 


There’s a big, liberal profit in it for you. But first make us prove to your own satisfaction that we've 
got the goods. Then let us tell you what other dealers are doing with “KorKer 


ALCEMO MFG. COMPANY, 92 Bridge St., Newark, N. J. 








ALCEMO 
Quick Chain Attacher 


enables you to attach the Tire Chain without 
soiling the hands or clothes. Never fails— 
works instantly under any road conditions. 
Packed one pair to the box—retail price per pair, 
ONE DOLLAR—very liberal profit to the dealer. 


ALCEMO MFG. CO., 92 Bridge St., Newark, N. J. 


rT - EMPRESS .. & & shown repre 
¥ caekabane 
b 














De Luxe Invisible 5Pting ¥ line. 
¥ 299 Leather Packed Short Pat. Marine Ratchet 


“BOWEN MFG. CO. 


AUBURN, N. Y. Write for full 
CATALOGUE ON APPLICATION j ¥ Lock information. 





i 
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from deterioration is the 
y result when spare shoes are 
| covered by 


sop @ > S sae Oy V.) = 





A durable, close-fitting tire cover made 

in all styles, all sizes and every color, to 
suit your own ideas. 

Prices $3.00 and up. At Your Dealer's 


Interesting booklet free on request 


The Allen Auto Specialty Co. 


16 West Gist Street, New York 
2007 Michigan Avenue 


4 



















Are you keeping up 
with the demand for 
Ee» 


Wintec 


GOGGLES 


REG. U.S. PATOFF. 


Is your Willson Display Case in your win- 
dow or on your front counter to connect your 
Willson line with Willson advertising now 
running in the Saturday Evening Post and 
national trade publications? Take advantage 
of this selling assistance by showing your 
Willson Case. 


Order refill styles at once 
if needed, and show a full 
sample assortment in the dis- 
play tray. Outfit No. 1, con- 
sisting of this mahogany- 
finish wood case and 40 gog- 
les, $16.00; stock sells for 
30.50. Outfit No. 2, same 
case and 60 goggles, en’ -<. 
a sells for $51. The 

gies retail at 250. S $1.50 

oo sell the year ‘round 





Pat. App. For. 


Send for literature. Order from your jobber. 


T. A. Willson & Co., Inc., Reading, Pa. 


Chicago San Francisco Toronto London 
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The Shelby Garage Door Holders 


WHAT IT WILL. DO—It will automatically catch the 
door as it is swinging open to right angle position or beyond, 
and hold it firmly until released by a slight pull on the chain. 
It will also lock the door as it is closed y ay spear head of 
the latch entering the strike on top of the frame. 

CONSTRUCTION—Made entirely of wrought steel, no 
springs or frail parts to rust or bre: Size of swivel or jamb 
ae 2% x 2 x 8/16 inches; door plate with reg device, 

2x % inches; rod, in. round x 33 n. long; 
aon, *% x3x1% x % inches; chain No. 13, 36 inches long 
All parts are heavily japanned. 

INSTALLATION—Can be applied quickly; does not require 
a mechanic to do the work. 

OPERATION—A child can operate it. 
to release it is a slight pull on the chain 

PRICE—tThe retail price, $3.00 per patr, will apocel to the 
consumer and the good margin of profit will surely interest you. 

Send your order TODAY. 


The Shelby Spring Hinge Co. 
SHELBY, OHIO 


All that is required 


















































SELL ROLLING HANGERS} 


Rolling hangers vs. hinges is what the garage hardware 
problem boils down to. Remember that doors hung on roller 
hangers are weather-proof, cannot sag and above all cannot 
slam and damage the automobile. 


But stick to the original line of rolling hangers—the kind 
that are designed right and made right— 


SELLCOBURN HANGERS 


Cosurn Troiiey Track Mec.Co. 
HOLYOKE - - MASS. 


pe eRe nes 
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Protection— 


This is as necessary to an individual as it is to a nation. Protection to the machinist and the garage 
man means a garment that will protect his clothing and give him all safety from being caught in 


machinery. 





Protexall Duster Suits 


are especially adapted mod- 
els of the famous Protexall 
line for summer wear. Every 
garage worker and every 
man who owns and runs an 
automobile needs this gar- 
ment for the PROTECTION 
it gives him from all grease, 
dirt, mud and oil encoun- 
tered in working about a 
car. 





qT. 


The 





Protex Coat Dusters 


assure touring comfort as 
they protect from dust and 
dirt. 


lish materials for both men 


They are made of sty- 


and women. They are really 
dressy, being designed along 


the latest lines. 


Every man who works about his own or another man’s 
garage is a prospective customer for Protexall Duster Suits. 
Every man and woman who rides in an automobile needs 


the Protex Duster. . ALL JOBBERS SELL THEM. 


OVERALL SUITS/Y G6 


Company 
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ABINGDON ILLINOIS 
; 50 cents 
3,500,000 Cars Every Ford 
Require Spring Oilers ner 
rest Beta Bal Nett Bom 
Se yy THE 
—~— HANDY 
. . s Horn Push Butt 
Calvevent fieing Oiler = Ped Be on 
ws selling like ‘“‘hot cakes” te FOR FORD 
sises: 1%" and 2. We re CARS 
Soees ond ome m "Oe little article—easy to handle, small coventneet oe 


oilers each. 


IMPROVED GAUGE MFG. CO. 
SYRACUSE, N. ¥. 














discount—-BIG SALE—needed 
to have his horn 
of the steering column in the 

Don’t wait! 


Cleveland 


by every FORD owner in the land. 
The HANDY push button makes it possible for the FORD owner 
ush button where it r 
Write us to-day!- 


Manufactured 
THE FRANCIS-RAND CO. 


htfully belongs—on TOP 
of the steering wheel 


Ohio 




















Adams Auto Top Holder 


ROCK ISLAND MFG. CO., Dept. B, Rock Island, Ill. 


“‘Stops the rattle—saves 
your top”’ 
Neatest — Quickest — Strongest 


Dealers everywhere will find a 
ready sale for this best of all Top 
Holders. An ornament to any car. 
No unsightly projecting arms, nor 
dangling straps. Can be installed 
‘ in two minutes, and operates 
quicker than any other. 
Two sizes—% in. holes for small 
cars, % in. for large ones. 


Price, $2.00 per pair 
Write for discounts to dealers, 




















Depress the top at any 
made. May be opera 


action. 
contact is 
necessary. 
hot cakes. 


Garford Mfg. Co., 


Retail price 25¢. 


A Slight Touch Is Enough 


The Universal Push Button is positive in 


Invaluable for motor horns. 


Elyria, Ohio, U. S. A. 





int and a sure 
with the knee if 
Sells like 
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Imperial Auto Viki tee G 


Folding Steel Chair Niodel 216 





No. 211 The strong guarantee back of 
The frame is made of the very best these spark plugs makes it easy 
Se eee to sell them. Send for prices. 


The and back rest are padded 
with felt ‘= upholstered in biack 
waterproof art leather. 

Built for strength and safety as well : 
as convenience and comfort, and This genuine Viking Spark Plug is guaranteed by 





when folded occupies less space than the maker to give entire satisfaction; should it fail to 

any other seat. do 80, return it to the maker with this tag. A new 

Adult size, seat 16” high. plug will be sent you free of charge, or your money 
# will be retunded. 


Manufactured by 


IMPERIAL BIT & SNAP COMPANY 
RACINE, WIS. 











Make more money sell- 
TERMINALS wea 
front and rear. Built 
on correct ead-thrust 


THE ONLY COMPLETE LINE End Thrust _ Principle. Diamond or 


channel bars — extra 
F Te BRASS CLIP 
‘4 LA oor ran os Bumpers 


heavy, can’t rust. 
~~, in. . = ow all 
ie. Also made 
with ring. 
BATTERY CONNECTORS 


Ask your jobber or write direct. 
We make many other sizes and styles persia? the above 


H. B. SHERMAN MFG. CO. “ wer 
BATTLE CREEK, MICH. Gemco Mfg. Co., 672 So. Pierce St., Milwaukee, Wis. 


Popular Automobile Accessories 


SATIS F Y 
Sienheended Buy Tine Tools. 


your customers 
DIXON’S SO 
for Their Quality LID BELT [DRESSING 
You can't do satisfactory work with an un- 


7 tisfac wi sells itself after the first trial. It 
tisfactory too ou n’ ease your 
ustemers , &. colina them iniovior toons. has to be good to come up to the 
“RED DEVIL’? MECHANICS’ TOOLS Dixon standard of quality. Repeat 
a listinguished for their quality, and cus- 
becom pen for thom 4 Bn Stocked by orders follow naturally. 
progressive dealers and jobbers everywhere. ‘ How is your st | ? 

Made in Jersey City, N. J. by the 


SMITH & HEMENWAY CO., Inc. 
98 COIT STREET IRVINGTON, N. J, 
JOSEPH DIXON CRUCIBLE COMPANY 
2S ESTABLISHED 1827 Qs 
Cal 
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Every Mechanic Knows 


his success depends upon his pleasing the 
person who in actually paying for the 
work. He must necessarily save both 
time and money and he can do this by 
using the O. & L. No. 32 Torch. The No. 
32 Torch has no equal for indoor use or 
outside work in the wind. It is abso- 
lutely perfect. That is what you will 
say after you have made a careful ex- 
amination of the construction of the No. 
82 Torch, for the burner produces a pure 
blue flame that is unequaled in heat in- 
tensity by any other make. Jobbers sup- 
ply at factory price. Send for Catalog 


DIETZGEN 
MEASURING 
TAPES 


are a guaranteed product— 

backed by a quality firm. 
Your trade will value the 
Simplified-Reading Feature. 

Send for Tape Catalog “‘H”’ 





Eugene Dietzgen Co. pieliiaaas 
Manufacturers ~ Clayton & Lambert. 
Cstenwe Se No. 32 Torch Mf Co. 
aes York. _ 0D 2'0 1 Philadelphia a nis Detroit, ich U.S.A. 








PO 
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TERMINALS ann ADAPTERS 


The quality in Rajah Plugs has been 


107 





demonstrated over a period of 16 years. 






Their achievements are a matter of record. 






Wherever exceptional demands on a plug 






are required—in airplanes, in grueling 






racing contests, in heart-breaking hill 






climbs—there you will find Rajah Plugs. 






These proofs of Rajah supremacy make 






it easy and profitable for you to sell Rajah 






Plugs to the average owner of the aver- 









age Car. 










Address RAJAH, Bloomfield, N. J. 


HUGHSON & MERTON, Inc., San Francisco, Los Angeles, Portland, Seattle JOHN MILLEN & SON, Ltd., Montreal, Toronto, Winnipeg, Vancouver 











RAJAH TERMINALS AND ADAPTERS are furnished so that Rajah Plugs can 
be used on any car not equipped with the Rajah type of Clip Terminal. Any size 






exchanged if desired. 










RAJAH TERMINALS RAJAH ADAPTERS 








Rajah Regular Clip Terminal Rajah Thumb Nut Terminal Rajah Ball Terminal 


Adjustable to any cable. With the Adapter for Dodge, Hub, Hudson, Adapter for Franklin. 
extra collar supplied fits any make Maxwell, Mitchell, Packard Twin 
of plug. Six, Pullman 





=" 


Rajah Ferrule Clip Terminal 
With any size ferrule required. Rajah Stud Terminal Rajah Packard Terminal 
Fits any make of plug with the Adapter for Buick, Chevrolet, Adapter for Packard 4 and 6 
extra collar supplied. Oldsmobile. Cylinder. 
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NEW “Semco” PUNCH 


ae ae SMNTH & EGE var MANUFACTURED BY 


~yraee Smith & Egge Mfg. Co. 


BRIDGEPORT, CONN., U. S. A. 








Send for m bine SIX eh Ravage ey ay bed aps a perforate a hole 
ices through paper or leather, nearly the full length of the tube, at any point on the 
Putsthe ?7 aaarel you desire to cut, which is a feat that cannot be executed with the ordi- 


nary punch, 
Hole where The “SEMCO” is made of Cold Rolled Steel, nicely nickeled, the tubes from 


you want it Special Drawn Carbon Steel Rod, and each one finely tempered. 
Packed in individual paper boxes and one dozer in a container box. 


““SEMCO”’ signifies QUALITY, BEING THE ABBREVIATION FOR THE SMITH & EGGE MFG. CoO. 














SNM 








American Brand 






























QUALITY SERVICE Whitaker-Glessner 
Screen Wire Cloth Company = 
MANUFACTURERS OF = 
The best the market affords in = 
= 2 
= Billets, Slabs, = 
= Sheet Bars = 
= Blue Annealed = 
Lasts Longer—Looks Better 2 Pigg bps a = 
also = Sheets, and = 
American Bronze, = Formed Roof- = 
Galvanoid Enameled, Painted, = ings. 
Bright Galvanized = = 
All Meshes and Widths = Address all communications 3 
= to our Sales Department. 
American Wire Fabrics Co. = 
Chicago, Ill. = 











=| WHEELING, W.VA. 
FACTORIES: = 


Clinton, lowa Mt. Wolf, Pa. _Niles, Mich. = 














BOLTS, NUTS, RIVETS, WASHERS 


PICKS, MATTOCKS & GRUB HOES, CROWBARS, WEDGES, FORGINGS 
Wagon Hardware, Telephone and Telegraph Pole Line Hardware. Established 1863 
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BLACK DIAMOND FILE WORKS 








ABLISHED 186 pot MAR, 
iehe Medals i ‘ » INCORPORATED 18% 
Award at Special Grand Prize 
GOLD MEDAL 
IONAL 
INTERNATIO ea te 
Expositions 


Copy ef Catalogue will be sent free to any interested File User upon application. 


G. & H. BARNETT COMPANY Philadelphia, Pa. 


Owned and Operated by Nicholson File Co. 


STICKERS 


will place a balance on the 
wrong side of your ledger as 
quickly as anything. Your store 
is the most successful as a 








Forwarding Station 





You need goods that come on a 
through ticket not on one with 


long stop-overs. Most any Customer Satisfaction 

machinist will advise you to . 

stock “Morse” drills and men In Every Link 

like him From. end to end—from surface to center, 
every link of Bulldog, Samson and Hodell 


Chain is representative of a life time of ex- 
D t] B nd perience devoted to making good chain better. 
QO © uying We are proud of this chain, proud of the 


exacting methods which have given this chain 


its place in the sun. 
atalog on Request its place 
C g q YOU will be proud to place it before YOUR 
customers. May we send you samples and 


prices? 







Morse Twist Drill & Machine Co. von GLavELAno | Ey h 


New Bedford Mass. CLEVELAND 


,, WORKS ee. 


OHIO u.s.a. 














Standard Machinists’ 
Swivel Jaw Bench Vise 


Made with tempered steel jaws—check faced. The 
back jaw can be swiveled at will to fit irregular and 
taper work. 

Our absolute guarantee against defects of any kind 
protects both dealer and customer. 

A full line of vises is described and illustrated in 
Catalog 31. Get it before selecting your next stock. 


ATHOL MACHINE CO. se Athol, Massachusetts 
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FSi 
This Is No Free Offer 


Tt is but another evidence of J. H 
Williams & Co.’s policy to make your 
display and sale of Williams’ Wrenches 
attractive and profitable. We shall be 
well paid for the board in the increased 
business we acquire through your use of 
it. and in the added satisfaction it affords 
you and your trade. 


You Buy the Wrenches 


a carefully selected assortment that pro- 
vides the widest range of usefulness. 
Their finish and physical qualities are 
tnexcelled and they enjoy a larger con- 
sumer demand among mechanics than all 
others combined. 

We expend our advertising appropria- 
tion to introduce tool buyers to your store SILENT 
and we expend our payroll to make.them 

SALESMAN 


your regular customers. 
. a We have a larger Board of the same i l 
Ue type as the “A” Board, containing six ‘%,3'ses"Sie"iteae” 
jomebite Wrenches of each size, 22 sizes and cease 
classes, with an over all length of go”. — 


AHWILLIAMS & CO. 




















“YANKEE” \\ 


Plain Screw Driv 


Standard Style No. 90 


Saves time at Every Turn 














They cannot loosen 
in the handle, in use 
or at use. 


You have our They 
unqualified are dur- 
guarantee. able as the 
high grade 

steel that 

composesthem, 


and will render 
faithful service for 
generations. The 
comfortable handle 
and various lengths of 
blade make them: suitable 
for all classes of work. 
Your Jobber can supply you. 


North Bros. Mfg. Co. 
Philadelphia, Pa. 



































PAINTS - STAINS # ENAMELS 


The complete, compact, distinctive line in handy 
household cans only—full-size, full-measure. The 
right quality, quantity and. price to meet the 
popular demand. A great seller with Hardware 
dealers; shows a good profit for you. 


Retails at 15 Cents 


PREPARED PAINT, Ten Col- 


ors. 

VARNISH STAIN, Six Colors. 

SCREEN ENAMEL, Black, 
Green 

ory EPIPE ENAMEL, Iron 


FURNITURE VARNISH, Clear. 
(Full Half-Pints.) 
ENAMEL PAINT, White, Six 

Colors. 
(Full Quarter-Pints.) 


GOLD PAINT, Brilliant. 


ALUMINUM PAINT, Silver. 
(Full Eighth- -Pints. ) 


1-3 of Sale Is Profit 


Dealer’s Assortment (30 Doz.).......... $33.00 
Jobber’s Assortment (12 Doz.).......... = 
Open Stock, all colors, per gross........ 

Freight Allowance, 2%, Cash Discount, . 


Assortments contain all 29 colors and are packed 
with attractive display matter. 


Send for Color Card, Circulars and Booklet. 


MoliAux Pains Mroe. Ca 


150-170 Second Ave., pRoonLYr-sew re YORK 
Western Trade Supplied by Townley Metal 4 Hardware Co., 
Kansas City, Mo. 
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You Can Sell One 
Every Time 


you demonstrate to a customer how easy it is 
to sharpen shears and knives on the 


LUTHER 


No. 2C Household Grinder 


A sure and steady profit-bringer the year ‘round. 
Write for new catalog. 


Luther Grinder Mfg. Co. 
996 Point St. Milwaukee,*Wis. 
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STANLEY JOINT FASTENERS 


FOR MAKING STRONG 
AND TIGHT JOINTS 
IN WOOD WORK 








PACKED TO MEET DEMANDS 
100 to box. 500 and 1000 te box. 
And in bulk 














STANLEY SYP WORKS 





No. 8815, Saw Edge New York 
See page 83 Parallel Gorrugations 100 Lafayette Street 73 E. tan ce, 


Bo. oe. Ryko 

















THE MATERIAL 


used in the manufacture of 











our wrenches is the best that 
can be obtained. All steel 
parts with the exception of 
the springs are forged in our 


own plant, every piece pass- hy rm fea ss sain 
ing a rigid irispection before aby spent over Fix Dollar 


advancing to the next opera- 





—and she expected to spend only sixty cents 
when she walked into the store. 

This is happening every day in hardware stores that 
are equipped with Warren’s STANDARD Hardware 
Store Fixtures. 


tion. 










F. E. WELLS & SON CO. 
Greenfield, Mass., U. S. A. 


There’s a reason: 





The customers see displayed before them useful things 
that are out of sight under the old system of hard- 
ware store equipment. 


Write today for catalog and full information, address 


J. D. Warren Mfg. Company 
Masonic Temple Chicago, Illinois 























BIFURCATED RIVETS TUBULAR RIVETS 


Established Eighteen Eighty-four 


Main Offies and Factory 
JUDSON L. THOMSON MFG. CO. f } 
Waltham, Massachusetts 


Bifurcated and Tubalar Rivets, Metai Specialties and Rivet Setting Machines 
Write for Catalog and Prices ‘ OUTSIDE PRONG RIVETS 
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THERE IS 50% 


more profit in selling 


The White =e 
Wringers 


than on the aver- 
age goods in your 
Store, because 
you can turn your 
money quickly. 


White Mop Wringer Co. 
FULTONVILLE, N. Y. 
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Always Correct 


Thave are ne tompersty adjustments on Jacobs Brothers scale. They 
oo ae ss ~ ay and a os. A -4- serviceable. 

Act tests erent bureaus weights and measures, ed 
qere better then fequired by low. Write for our catalog L 4 
different sizes m6 styles. 


The 
Jacobs Bros. Co., Inc. 
78 Warren St., N.Y. C. 


, i os 
Qs Wire eiTTTTO 


— ae 





An “Acme” 
Won't Cut 
the Carpet 


A large, smooth, hardened steel ball re- 
volving on op ball bearings within «a 
cup-shaped shell allows the ‘‘Acme’’ Caster to 
roll freely in any direction. No axles, horns 
- yd to tear carpets and rugs or to mark 

e floor 


Brass, nickeled and galvanized finishes 
PRICE THEM 


THE SCHATZ MFG. CO. 
POUGHKEEPSIE, N. Y. 


Agents: J. C. McCARTY & CO., 29 Murray St., N. Y. C. 






PREPAREDNESS Are you ready to 





FORSE SHOE BRAND 











Every wringer 
m ab ufactured = stand _ 
by us is fur- dae 


nished with a 
warranty tag 
Which bears 


our name and 4 trial order 
the time of will sonvince 
warranty you 


THE AMERICAN WRINGER CO. New Dey..@ bity 











SMELTO 


a man’s broom, heavy and dur- 
able tor smelters, mines, wharves, 
ships and industries of ‘all kinds. 


MANLEE 


is the aristocrat of heavy brooms. 
Similar to SMELTO in size, made 
on black polished handle, one 
wire band and three seams of 
strong twine. 


Add these brooms to your stock. 
They sell rapidly, with a good 
profit. Freight paid on three or 
more dozen to any shipping point 
in the U. S. Special price on 
quantity orders. 


Lee Broom & Duster 


Company 
| Lincoln Nebraska 





























Keystone Boiler ‘Handles 





No. 40 Keystone Boiler Handle 


The v= gE gy By are made from h ae *- eet steel, 
brightly tinned, a four al and finest finish. ‘our ditterent 
styles for boilers = r diff — styles for covers. 

Write for prices and 


inde by 
Berger Bros. Co., 229-231 Arch St., Philadelphia 














MILBRADT 
LADDERS 


will pay for them- 
selves in a short time 
by enabling you to 
wait on more trade, 
save the wear and 
tear on your fixtures 
and goods, as well as 
bring the appearance 
of your store up to 
date. 

Write for catalogue 
showing a large num- 
ber of styles suitable 
for all kinds of shelv- 
ing. 


Milbradt Mfg. Co. 


2410 N. 10th St. 
St. Louis, Mo. 























ADJUSTABLE 
TELEPHONE 
BRACKETS 
ADD TO YOUR SALES 


STOCK THESE NOW 
Big Discounts 
EFFECTIVE SALES HELPS 





COMPANY 
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T may seem impossible that wire 
I could be shaped like the human 

hand, but if you could see our 
“Pennsylvania Fruit Picker” it would 
prove to you that this Picker is so 
much like the Human Hand that it 
shows at once the utility of the arti- 
cle. As a Fruit Picker it has no 
equal. It is made of heavy Wire and 
Galvanized after made, and can be 
easily adjusted to any pole. 


THE LOW PRICE AT WHICH IT IS 

SOLD brings it within reach of those 

who have little fruit to gather, as well 

as those who have large quantities. 
PRICE PER DOZEN, $3.00 

It will gather Apples, Peaches, Pears, etc. 





MANUFACTURED ONLY BY 


Edward Darby & Sons Company,Inc. 
248 Arch Street LADELPHIA, PA. 








Perfect Clinching Hose Couplings 


Patented finger con- 
struction prevents cutting of 
hose. The same applies to all W& 
Perfect Clinching Hose Menders. 


Lawn Sprinklers 


For sprinkling large areas 
Our goods make steady custom- 
ers. Get our Catalog on these 
profitable lines. 





Sold through Hardware Jobbers 


STUBER & KUCK CO. -:- Peoria, Ill. 


New York Office: 154 Chambers St., J. M. Sherwood, Mer. 
San Francisco Office: Rialto Bidg., Wm. P. Horn, Mgr. 











Genuine NEY Haying Tools 


STANDARD FOR FORTY YEAR 
THE COMPLETE LINE WRITD FOR CATALOGUB 


THE NEY MFG. CO. Canton, Ohio 





Forestall Advancing 
Prices 


NOW is the time to place your 
orders for Fall delivery for Yerdon’s 
Improved Hose Bands and forestall 
advancing prices which are almost 
certain to come 

Metals, fuel, crucibles and all 
items entering into the manufacture 
of Hose Bands are forcing an in- 
crease in price to the trade and pres- 
ent prices will not hold good unless 
orders are placed soon. 

Dealers will save money by getting 
in their orders NOW. Both Home 
and Foreign trade supplied. If you 
don’t know these famous Hose Bands 
write for samples 


WILLIAM YERDON 
FORT PLAIN, N. Y. 





BOX 102 




















Quick-Set Steel 


Drive Posts 








These are some of the 
reasons why the de- 
mand for these posts 
is growing: Cost less 
than wood or con 
crete, guaranteed for 
35 years, a few. blows 
set them, adapted to 
any kind of wire fenc 
ing, wire strung easily 
and quickly. 

It will pay you to 
handle these posts. 
They appeal to farm- 
ers and all property 
owners. Send for our 
catalog. It is free, 


Buffalo Steel Co., Tonawanda, N. Y. 




















Townsend Gave to the World 
The Ball-Bearing Lawn Mower 


Golf 
Mowers 


Horse 
Mowers 





All other manufacturers now make Ball-Bear- 
ing Mowers for their best grade,’ but Town- 
send still leads in design, quality and finish. 


S. P. TOWNSEND & CO., Orange, N. J. 











} ) 
Because the Best 


PEARL wis 


CLOTH 


faley $ not require 


practi ally indes 


( ol red wires In 
tetas tits if 


irantees lf 


The Gilbe rt g Bennett Manufacturing Co. 


aS Pee 


Stes 















Boat oe dame 


Ja Se fo me, 


S WAR pes 
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DOT EMBOSSED 
BOX STRAPPING 


300 feet to a coil. 20 coils ina 
case. Great Tensile Strength. 
No Sharp Edges or Rivets. 
Write for Catalog. 
Manufacturers of 
Flexible Steel Door Mats, 
Corrugated Fasteners 


ACME STEEL GOODS 
COMPANY 


Acme “Dot Embossei 2840 ArcherjAvenue CHICAGO 
Atlanta, Ga. New York City San Francisco Montreal, Quebec 
See our ad on page 119 








“WALL OILERS” 


es aa insure 
Reb a Hh oo 
ae of Ze best material and fully 


guaranteed for 5 fren 

rust or corrode. nh 
removed. Con bo henten with 

out fear of melting the bottom out. 

Styles and sizes for every 

requirement—all the same qual- 

Se a ee ee 
each backed by 





guarantee. 
prices and catalog before plac- 
ing any oiler order. 


P. WALL MFG. SUPPLY CO. 


N. S., PITTSBURGH 














Why It Sells 


It gives the popular dull velvet- 
toned finish. 

Housewives like it because it’s 
easily cleaned. 

Painters use it because it’s 
economical. 


Will you try a free sample? 


Moller & Schumann Co. 


Marcy and Flushing Avenues 


Brooklyn, N. Y. 











DON’T EXPERIMENT 


Sell F. Dieckmann pos and Shoes—look for 
> p---Fy » hy Al = a4 y ge 
and materials. ica ee — 

THE FERDINAND 
DIECKMANN Co. 


Cincinnati 
Ohio 











WRIGHT’S 
PATENT {| 


Expansive Bits \ 


Small size bores % to 1 
= — size bores 
in. Have greatest 
eH and ease of bor- 
ee Cutter accurately 
djusted and absolutely 
ean not slip. 


CLARK 


Expansive Bits. Small 
size bores 





in. Well known every- 
where. 


Manufactured by 
The Conn Valley 
Mfg. Co. 


Centerbrook, Conn. 














THE HAMMER 
HOLDS 
THE TACK 











Robertson‘HorseShoe MagnetHammers 


a high grade line with a good profit to dealers and 
jobbers. Catalogues and discounts on request. 


Silver Medal (Highest Offered) Panama-Pacific Exposition 
ARTHUR R. ROBERTSON, 144 Oliver St.,' Boston 




















THIS STICK SHOULD BE IN 
YOUR STOCK 





It is the only brand upon which you can meet 
cap conguiten and ak make a good profit. 
Superior in Quality, Profit, Service, Packages 
ASK YOUR WHOLESALER FOR IT OR 
WRITE US FOR PRICES AND SAMPLES 


THE JOBBER’S MFG. CO. 32,43" ii: 
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The Storm King 
Lantern 


WIND AND RAIN PROOF 
250 Candle Power 


er Automatically cleaned ; 
cannot Can be turned high or low. 
more reugh usage than the 

ordinary lantern and has no wicks to 
trim, no to wash, no smoke, no 
smell and no Just the thing for 





National Stamping & Electric Works 
416 S. Clinton Street, Chicago 











Perfect Clinching 
Hose Coupling 


pi cee 


and Galvanised Steel Comm, 

a Se in one article. The Lowest Priced 
bs. Coupling on the Market. Also fur- 
in all brass. It makes a Strong, Tight 
poet Neat as a Factory Inserted Coupling. 
“y Clamp Construction Prevents Cutting 


ose. 
Send for Catalogue of Hose Accessories. 


R. NELSON, PEORIA, ILL. 


Exclusive Licensee Under Patents. 
























Safety Fuse 


Ensign-Bickford is the ORIGINAL safety 
fuse—tested and tried by time and experience. 














BALE TIES 
GRISWOLD PERFECT 


(Standard and half gauge) 
STRONGEST and BEST PACKED tie on the 


market, made from selected wire. 
QUICK SHIPMENTS 
NORTHWESTERN BARB WIRE CO. 
Wire Products Mill Street, Sterling, Ill. 





Ask Your Jobber 


For Harness Snaps, Rope 
Snaps, Breast Chains, 
Horse and Cattle Ties, 
Halters, Wagon Jacks, 
Gate Hooks, etc. 


MADE BY 


Covert’s Saddlery Works 


INTERLAKEN, N. Y., U.S. A. 





Highest in quality and resistance TET a 
to rust. Specially adapted for Ay 8 


Culverts, Tanks, Flumes, Roofing, ~'% ra 
and all exposed sheet metal work. AST BS. 


We manufacture a complete line of Sheet and Tin PITTSBURGH 

Mill Products of every description and for every 

ons purpose, including Black and Galvanized 

Sb s, Corrugated an and Formed Fhoote, Electrical K E 
eects, Speci t . 

Plates, Black Plate, etc. ae re pil taietenten. “Orpey gt 





AMERICAN SHEET AND TIN PLATE COMPANY, Pittsburgh, Pa. 











Sherman Bibbs 


Are Better 
Full Size and Weight 


Many Bibbs now offered 
hardware trade are under- 
size and underweight. 


Inlet and Discharge bored smooth. Cap packed with 
cone-shaped washer. This acts as a stuffing box, 
gives long bearing for spindle, and, being thoroughly 
filled with plumbago, lubricates as well as packs. The 
most efficient and long wearing Cap Packing procur- 
able at any price. 


Each Bibb Tested Under 100 Pounds Water Pressure 
Send for Descriptive Circulars 


H. B. Sherman Mfg. Co., Battle Creek, Mich. 




















We, Corrugated 
Joint Fasteners 


The keen saw toothed 
edge means a quick job 
—and solid joint. The 
finish is of the well- 
known “Acme Quality.” 

Write for samples and 
prices. 


ACME STEEL GOODS COMPANY 


2840 ARCHER AVE., CHICAGO 
Atlanta, Ga. New York City San Francisco Montreal, Quebec 
See our ad on page 121 





% x 5 Divergent Saw Edge 























| 
| 
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“STAR EXPANSION BOLTS” 


A PLEASURE TO SELL 
STANDARD THE WORLD OVER 


Tit 


Lag Screw Wood Screw Toggle Machine 
Type Type Bolt Bolt Bolt 


STAR EXPANSION BOLT COMPANY 
20 W. Lake St., CHICAGO 147-149 Cedar St., NEW YORK 











“‘Guaranteed Perfection” 
COBBLER SETS 


AND 
LASTS and STANDS 


A strictly high-grade guaran 
teed line which you can sel! 
at a popular price. Lasts and 
Stands made of Semi-Steel, 
giving you the required 
strength and weight at 25° 
less than the cost of 
matleable. Write for new 
catalog and prices; also on 
Corn Shellers, Grist Mills 
Riveting Machines, Heel 
Plates, etc. 


The Root-Heath Mfg.Co. 
PLYMOUTH, OHIO 


N. Y¥. Office: 90-92 W. Broad 
way. D. N. Winner, Mer. 


“ae > 
SiuasamMmed. if Tton 


COMBINATION “OUTFIT 








ARMSTRONG§ 











This machine is portable, 
strong, durable and fast. 
Either power or hand. It 
will take pipe dies from 1 
to 4 inches. Cutting-off 
attachment is automatic. 
Like our No. 0, all moy- 
ing parts run in oil and 
in covered chambers. The 
die head will not wear 
loose and does not re- 
volve on: gear teeth. Send 
for our catalog. 


THE ARMSTRONG 
MFG. COMPANY 


290 Knowlton Street 
BRIDGEPORT (CONN. 









American Barbed Wire 


Both two and four point; Glidden, Baker Perfect, Ellwood 
Waukegan, American Special, Lyman and lowa brands. 


AWARDED 


American 
Nails, Tacks, 
Plain and 
Galvanized 
Wire 


R. R. Spikes 
Staples 


Barbed Wire »\ Wet tater te 
on patented 
steel reels 


Nail and Wire Catalogue sent free for the asking 


AMERICAN STEEL & WIRE COMPANY 
Chicago New York Cleveland Pittsburgh 
Worcester Denver 
Bxport Representative: U. S. Steel Products Co., New York 
Pacific Coast Representative: U. 8. Steel Products Co. 
San Francisco Los Angeles Portland Seattle 


| &Wire Company 





























Page-Storms Drop Forge Co. 


CHICOPEE, MASS. 


If it’s DROP FORGED 
WRENCHES you're 
after, remember that 
P-S Quality is 
Guaranteed. 





















Lebanon Machine 


Company 
LEBANON, N.H. 


Send for Cataleg 











RIGHT NOW 


The revival of wooden boat building will stimulate 
the demand for Ship Augers 


ORDER 
C. E. Jennings’ ““L’Hommedieu”’ Brand 





C.E. Jennings &Co.,71-73 Murray St., New York 











Prompt Shipment on Receipt of 
Your Order 


Ferrules, Copper; Bars, Copper; Bottoms, Copper; Burns, Cop- 
per; Conductor Pipe, Copper; Crimped Sheet, Copper; Eaves 
Trough, Copper; Elbows, Copper; Gaskets, Corrugated Copper; 
Hammers, Copper; Mitres, Copper; Nails, Copper ; Rivets, p- 
per; Roll Copper; Shoes, Copper; Sheets, Copper; Soldering, 
Copper; Spikes, Copper; Washers, Copper. 
If your selling needs are listed above, write us at once. 
Pittsburgh Copper and Brass Rolling Mills 
Pittsburgh, Pa. 
U. S. A. 
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SAMSON CORDAGE WORKS 


MANUFACTURERS OF ' SASH CORD, CLOTHES 

BRAIDED CORDAGE LINES, SMALL LINES 

AND COTTON TWINES EPC. 90 Aa cAALOG 
BOSTON MASS. 











IRON FENCE and ENTRANCE GATES Pox ictoneosts 


Fac Fence a Specialty 
Lawn Vases, Settees and 
Lamp Standards 
Gen. Iron and Wire Work 
Send for Catal 500 
Designs —Agents Wanted 
THE STEWART IRON 
WORKS CO. 


765 Stewart Block 
CINCINNATI, OHIO 


NAD MG) NANA 





wae 




















































































































ELEVATORS AND DUMBWAITERS 


Made to be sold by the Hardware 
Trade Can be placed in position by 
any carpenter. 


Send for Catalog No. 24 


ENERGY ELEVATOR CO. 
214-216-218 New St. Philadelphia, Pa. 





> WSS —_ ee EOS 
4 JOHN HASSALL inc. i 
> 
Q 
a 
a) 











RIVETS 
EScCUTCHEON PINS Fay 
SPEGIAL vane ane G 


Cray ano Oax 




















BROOK 














G-W ICE TOOLS 


For use by the Wholesaler for unloading Ice 
from boats or cars. 

For use by the Retailer on wagons. 

For use by the Housewife at the ice chest. 


Write for Catalog and Window Dislay Cards. 
Let us quote Jobbers’ prices. 
GIFFORD-WOOD Co. 

Works New York Rochester, N. Y. 


Hudson, N. Y. Boston Philadelphia 


Chicago 





THE WINSTED EDGE TOOL WORKS 


Manufacturers 
Chisels, Gouges and Drawing Knives 
Established 1827 Winsted, Conn. 














“‘Morton’s” Cable Chains 


I warrant these chains to be equal in 
strength, durability and finish to any similar 
chains made. Many users—all satisfied. Get 
my prices and catalog. 


THOS. MORTON, 245 Center St., New York 








C-S CO. 





12-Inch 
Hardwood slain 
Levels - 
at THE (HAPIN-GTEPHENS (0. 
Popular Prices UNION FACTORY 
Ask Your Jobber PINE MEADOW, CONN., U. S.A. 








BROOKS 


Bright Iron and Brass Wire 
Goods. Special Wire Goods 
made to order. 


M. S. BROOKS & SONS 
CHESTER, CONN. 


——_ 


PORTER’S ‘‘NEW EASY”’ BOLT CLIPPERS 


All sizes. All parts interchangeable. Jaws Special Steel. 
Big Seliers. Good profit. Write for prices. 








Parker Wire Goods Company 


Manufacturers of 


General and Special Wire Hardware, 
Wire Goods and Stampings 








N SOMMERS Peertess FAUCETS) 


H. K. PORTER Everett, Mass. 
fl $230 BEST BLOCK TIN ——- 
ww MAPLE WOOD BODY HIGHLY POLISHED 


UNING om ONLY THE GENUINE ARE STAMPED IN THE WOOD WITH 
TRADE MARK MALTESE gross (ss per cur) 
2 eee 


<< < —— ———) BEWARE OF IMMITATIONS 
SUCH AS FAUCETS SIMILAR IN SHAPE WITH KEY 
‘4 MADE OF LEAD,/RONOROTHER INFERIOR METALS, TINNED OR WICKELED. 




























Established 1863 
35-37 Wooster Street New York 


WORCESTER MASSACHUSETTS | 4 JoHN SOMMER FAUCET CD. 355 Cenraa Ave, New 
R. MURPHY SLOYD 
O. LINDEMANN & CO. | | fiisiey KNIVES Bee 
| Manufacturers of + t 4 7} ERS’ MAKERS” 
se BIRD | | ar mma 
CAGES ™* : 








Sharp Point Shoe Knife 
ROBERT MURPHY’S SONS CO., Ayer, Mass. 











Web Straps 
Web Halters 


MUCH CHEAPER THAN LEATHER 
Send Us Your Order Today 
E. T. RUGG & CO., Mfrs., Newark, O. 

















Send for new eatalogue No. 18 
WILMINGTON, OHIO 
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iis ™ Round and Oval | Punches 


AND 


PUNCHES ~~ ae C. S. Osborne & Co. 


Send for Catalog Newark, N. J. 











AMERICAN 


Sickle Edge Hay Knife. 
The original sectional edge 
hay knife. Write for 
prices. They are in- 


THE NEY MFG. CO., Canton, Ohio teresting. 











“Reliable” “Challenge” “Rival” “Banner” 


EVERYBODY KNOWS THESE 


UFAIN MEASURING TAPES 


SEND FOR CATALOGUE 


‘oi. THE LUFKIN fpuLe (0. Saginaw, Mich. Winer 





with the readers of Hardware Age to consult the Oppor- 
tunity Exchange for opportunities of all kinds—it’s a paying 


Habit habit, too. Tell us your requirements—we may be able to 
suggest something that will help you decide what is on 


nity Excha ° 
HARDWARE AGE your mind. 
299 W. 39th St., N. Y. 











Use No. 1 Extra Quality for filling deck and hull seams of Yachts and Motor Boats. 
Use No. 2 First Quality Ship Glue or No. 3 Special Navy Glue for filling deck and hull seams of 


ae JEFFERY’S MARINE GLUE 


merchant vessels. 
Use No. 7 Soft Quality or Waterproof saes Glue for filling and waterproofing canvas for 
ecks 


covering boats and canoes, cabin tops, and flying boats. 
No canoeist should be without an Emergency fan of our Special Canoe Glue. 


For Sale by all Hardware and Sporting Goods Dealers. 


‘hire onee wets =, W. FERDINAND & CO,  }2,Knesland Street 


Use and How to Use It.’’ 
7 


Snell's Star Bits bore quickly and satisfy every user. 
They sell best, because best known—over 120 years on the market. Guaranteed 


right in every way. Get our terms and catalog. 
All sizes, kinds and styles of augers and bits, 


SNELL MANUFACTURING CO. . ~ Fiskdale, Mass. 
Selling Agents—JOHN H. GRAHAM & CO., 113 Chambers Street, New York 


























‘ANSONIA” NAIL CLIP—10c. Cleveland Grindstones 


Made by the makers of the “‘“Gem’’ nail clipper. Twelve 
«NEL 


in a box or 12 on a display card. Fast ten-cent sales. Paid 4 The Cleveland Trademark as- 44 
o7 % sures you of genuine Berea <) 
; Big Profit. Rock. We own the quarries as 
and are the only producers. len 
Noe” 


Write 
: THE CLEVELAND STONE CO. 


H. C. COOK CO. 
Ansonia, Conn. CLEVELAND - - - - OHIO 











High Grade PRIEST’S 
Hand Cut Steel Stamps Clippers 


The world’s standard ‘‘back- 


ers ent Sete’ seize, tavesienion "a 
Figures ® profitable item of stock. 
American Shearer Mfg. 


THE SCHW ERDTLE STAMP CoO. Company 
Bridgeport, Conn, Nashua, N. H., U.S. A. 
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TUBULAR AND CLINCH RIVETS 


\R. RIVET 








AIR! AND MORE AIR! 


is the steadily increasing cry as the weather 
becomes warmer. 

The maximum amount of pure fresh air is 
kept in constant circulation if 


“STAR” 
Fire Retarding 
VENTILATORS 


PATENTED 


are part of the ventilating equipment. They are 
expertly designed and carefully constructed from 
the very best materials. 
Further Information and Prices upon request. 
Evans “Almetl” Fire Doors 
“Merchant's Old Method” Roofing Tin 


MERCHANT SF & EVANS Co 


NEW YORK WHEELING 
CHICAGO 


BALTIMORE 
ATLANTA 6. ST. Lous 
CLEVELANO KANSAS CITY 


Kensington High School 
Philadelphia, Pa. 


AND STUD CO., 


BOSTON MASSACHUSETTS. U.S.A. 
































It 
Holds The 


Door Open 
No. 1914 


GRIFFIN Garage Door Holder 


S as necessary to hold the door open as the bolt to hold 
it shut. The mere sight of it enables one to see at a 
glance its great value. 


The Garage door swing- pe new and modern im- 
ing to and fro in the wind rovements on his car— 
is annoying and trouble- and he gets them. So it 
mo gg mp Eg te is when he builds his gar- 
blocking or hooking the age. He wants the latest 
door open is not satisfac- improvements that add 
tory or practical. materially to his comfort 

The automobile owner and convenience—and he 
or buyer nowadays wants gets them. 


Made in U. S. A. by 


THE GRIFFIN MANUFACTURING (CO. 


30 Warren St. 17 E. Lake St 
es Erie, Penna. A ane 




















Constant Demands 


The nation wide use of The Capewell 
horse nail makes it a most profitable “buy” 
for the Merchant. 


You can turn your stock more times dur- 
ing a year with Capewell nails than with any 
other brand. 


The Capewell 
Hartford, 
Largest Manufacturers of 


for Capewell Nails 


Being the world’s best nail and selling 


at a fair price, The Capewell has for years 
led all others in sales. The demand for 
this nail is very large, constant and ever 
increasing. Stock the Capewell for the best 


returns. 


Horse Nail Co. 


Conn., U. S. A. 
Horse Nails in the World 
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Help Wanted and 


$1.00 minimum rate. 


2c per 





Business Opportunity 


Advertisements 2¢ per word— 


Situations Wanted 


word—50c minimum. 
Display Rates on Request 
Allow seven words for keyed address 





LASSIFIED advertisements must be in our office not 
later than Friday noon to secure insertion in the fol- 
lowing week's issue. 


On account of the small amounts involved, we particu- 
larly request that all orders be accompanied by remittance. 


ooo) 
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Help Wanted 


Situations Wanted 


Situations Wanted 





Original letters of reference should 
not be inclosed with replies to ad- 
vertisements appearing in these col- 
umns, as they are frequently mislaid 
and lost. A copy of the reference 
will serve the purpose. 


Wanted—Good steady man _ with 
fair knowledge of general hardware 
and kitchen supplies. Reply with 
references. Address Box A-192, 
care HarpwAre Ace, New York. 


Wanted — Salesman with full 
knowledge of mechanics’ tools, gen- 
eral hardware and kitchen supplies. 
Would like man capable of taking 
charge of tool section in large hard- 
ware store located in Wisconsin; 
references required. Address Box 
A-191, care Harpware Ace, New 
York. 

WANTED—Salesman to call on 
jobbing, hardware and supply trade 
in Middle West to sell standard fac- 
tory lines for a responsible house 
recognized as leaders in their field. 
State age, experience and salary de- 
sired. Address Box 220, care Harp 
ware Ace, New York. 





Wanted—Experienced retail hard- 
ware salesman, one having some 
knowledge of pipe and fittings pre- 
ferred. Address, giving age, refer- 
ences, experience and salary wanted. 
Give full particulars in first letter. 
The George Richards Co., Dover, 
7 


PY 


Hardware Salesman wanted. Per- 
manent position for the right man. 
Must have general knowledge of 
hardware business. Apply by letter 
or call Geo. Ferguson Co., New 


Rochelle, N. Y 





MANUFACTURER of full line 


household specialties wants local rep- | — 


resentatives in all important cities to 
handle line on commission. Depart- 
ment stores, hardware dealers, in- 
stalment houses, premium concerns 
are all big users. State experience, 
lines handled and territory covered. 
We want none but those who can 
“make good.” For such our propo- 
sition is an excellent one. Address 
“S. H.,” care Harpware Ace, New 
York. 





Wanted—Hardware salesmen to 
sell wheelbarrows to the retail hard- 
ware trade east of Ohio on commis- 
sion. D. F. Tanner, Holland, N. Y. 





Wanted—Representatives on com- 
mission to sell hardware jobbers and 
large retailers. Staple fast selling 
article on which we offer a very at- 
tractive proposition. Must have men 
who produce big results and can 
prove it. Established manufacturers’ 
agents preferred. State territory and 
how often covered. Holmes, 702 
Boston Block, Minneapolis, Minn. 





Wanted—Salesman for specialty 
line, acquainted with hardware, 
sporting goods and automobile ac- 
cessory dealers in the Middle At- 
lantic States. Permanent position 
with rapid advancement for one who 
can “make good.” Give full par- 
ticulars, age, experience, reference 
and salary —- Address Box 
A-211, care arpware Ace, New 
York. 





“WE GOT THE MAN WE 
WANTED.” {IT’S THE SAME 
OLD BUT NEVERTHELESS 
GRATIFYING STORY THAT IS 


COMPETENT MEN, 


SALESMAN experienced as 

branch manager desires change; at 
present employed; widely acquainted 
with Eastern architects and hardware 
trade. Box 585, care Harpware AcE, 
Real Estate Trust Bldg., Philadel- 
phia, Pa. 
IF YOU WANT A POSITION 
WHY DON’T YOU SAY SO TO 
THE THOUSANDS OF EXEC. 
UTIVES THROUGHOUT THE 
HARDWARE RADE WHO 
READ THIS PAGE? 

Young man wants position in re 
tail hardware; 12 years in tools, gen 
eral hardware, sporting goods; best 
of reference. Address Box A-205, 
care Harpware Ace, New York. 


Salesman’s position wanted with 
retail hardware; A-1 qualifications; 
32 years of age, 9 years’ practical 
experience; good buyer and manager. 
New York State preferred. Address 
Box A-209, care Harpware Aae, 
New York. 


Experienced salesman in_ steel 
products, railroad track and miners’ 
tools, acquainted with jobbers, re- 
tailers and department stores in Illi- 
nois, Wisconsin, Michigan, Iowa and 
Minnesota, wishes to connect with 
manufacturer. Can give good ref- 
erences and security bond. Address 
Box 414-A, care Harpware AGE, 
Otis Bldg., Chicago. 


If any large manufacturer of any 
thing in Hardware or Sporting 
Goods needs the services of an ex- 
perienced road salesman who can 
produce results, write me (either 
full line or specialty work). 
dress Box A-216, care Harpware 
Ace, New York. 





Hardware jobber or manufacturer 
requiring services of high-grade cat- 
alog man in advertising or sales de- 
partment. Please address Box A-197, 
care Harpware Ace, New York. 





HERE IS THE PLACE FOR 
YOUR MESSAGE, FOR IT 
WILL BE SEEN AND READ 
BY EXECUTIVES—THE MEN 
TO WHOM YOU MUST SELL 
YOUR SERVICES. 





Catalog compiler and advertising 
man, desires position with wholesale 
hardware firm or publishing com- 
pany. Long experience. ddress 
ox A-229, care Harpware Ace, 
New York. 





advertising man, capable of assuming 
full charge of displays and advertis- 
ing—has made good—but wishes to 
locate with a progressive hardware 
or hardware and _ housefurnishing 
concern where there’s an opportu 
nity for becoming manager or of 
securing an interest in the firm. Ad- 
dress Box A-226, care Harpware 
Ace, New York. 





Competent window decorator, card 
writer and advertising man, full of 
original ideas—has made good with 
present émployer—desires to locate 
with a progressive hardware or hard- 
ware an housefurnishing store 
where there is an opportunity for 
advancement. Address Box A-227, 
care Harpware Ace, New York. 





Hardware and mill supply man, 
24 years old, five years experience 
in various departments, mainly trav- 
eling and shipping, desires change. 
At present employed. Address Box 
arn care Harpware Ace, New 

ork. 











Window decorator, card writer and]. 





Young man, 31 years of age, thor- 
oughly versed in general hardware, 
mill and contractors supply line, de- 
sires a position as manager of retail 
store or as city salesman. Best of 
references. Address Box 223, care 
Harpware Ace, New York. 





A first class hardware salesman, 
forty, wants position after Aug. 1; 
experience as manager and buyer. 
Excellent references. Address Box 
5-222, care Harpware Ace, New 

ork. 





Wanted—Position, all or part out- 
side in southern New England pre- 
ferred. Married, 42, twenty years’ 
experience, hardware and _ paint, 
wholesale and retail, mostly inside as 
buyer and salesman, hiring and han- 
dling help. Long clean records. 
Now employed as head salesman and 
manager's ass‘stant. Address Box 
oaet, care Harpware Ace, New 

ork, 


Business Genin 


PROSPEROUS STORE in up-to- 
date Middle West town of 1000, in 
heart of fine farming district; paved 
streets, electric lights, good schools, 
ete.; $10,000 stock of hardware, 
paint, stoves, furniture. Undertak- 
ing business combined. Did $35,000 
business last year. Must be cash 
deal. Address “B. F.,”? care Harp- 
ware Ace, New York. 








IF YOU ARE DESIROUS of 
buying, selling or exchanging a stock 


Ad-lof hardware, we can be of great 


service to you on account of our 
‘ntimate knowledge of these matters 
in every section of the United 
States. Address “R. W. S.,” care 
Harpware Ace, New York. 





THERE SEEMS TO 


PERFORMANCES.” 





Wanted—To purchase second-hand 
power squaring shears which will cut 
sheet steel 12 gauge and lighter in 
strips from 3 in. to 8 in. wide and 
72 in. long. Pattern similar to Peck, 
Stow & Wilcox No. 204 power 
shears. Address McLaughlin Com- 
pany, Brockport, New York. 





Partnership interest for sale in a 
well established hardware store, lo- 
cated in Central New Hampshire, 
doing a good business. Reasons for 
selling, want to go West for health 
of family. Address Box A-166, care 
Harpware Ace. New York. 





For Sale—In Bronx, New York 
City, hardware store in good loca- 
tion; stock of hardware, paints, 
housefurnishings, etc.; will invoice 
about $3,500. od reason for sell- 
ing. Address Box A-204, care 
Harpware Ace, New York. 





YOU HAVE OF COURSE THE 
NEWSPAPERS IN YOUR CITY 
THAT YOU CAN USE T 

OBTAIN A _ POSITION; BUT 
IF YOU WANT TO GO AFTER 
IT IN A NATIONAL WAY 
USE THIS SECTION—IT MAY 
COST YOU A “LOWER” IN A 


“PULLMAN,” BUT IT WILL 
PROBABLY GIVE YOU A 
WORTH-WHILE “BERTH.” 


Wanted—Some strong hardware 
and housefurnishing lines on com- 
mission for the jobbing and depart- 
ment store trade in the Kansas City, 
Mo., territory. Address Box A-224, 
care Harpware Ace, New York. 








FOR SALE—Prosperous, old es- 
tablished hardware store in Pitts. 
burgh. Splendid location, carrying 
shelf hardware, cutlery, tools, paint, 
gon and a general line of house- 
urnishin and kitchen utensils. 
Stock and fixtures $18,000. Fullest 
investigation invited. n unusual 
proposition. Address Box A-210, 
care Harpware Ace, New York. 





NEW ENGLAND REPRESENT. 
ATIVE is desirous of taking on a 
line of machinist or carpenters tools. 
Well acquainted with jobbers and 
the better class of retailers. Address 
Box A-228, care Harpware Ace, 
New York. 





HE value of any 
i publication to an 
advertiser is the 


value of its circulation— 


Quality not quantity. 


The manufacturer must 
satisfy himself whether 
the publication is read by 
the people who buy or 
should buy his product. 


HARDWARE AGE is 
so chock full of business 
helps, that practically 
every progressive hard- 
ware merchant has ac- 
quired the “Hardware 
Age Habit,” and they all 
have thereby been able to 
turn many a perplexing 
problem into a live-wire 
profit-producer. ‘‘Hard- 
ware Age Day” is the 
most important day in the 
week in these successful 
stores. The answer is 
simple, and a sample copy 
will help you figure it out 
for yourself. 


HARDWARE AGE hae 


Ojthe quality and quantity 


circulation in the hard- 
ware field. 
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What 
Can You 
Offer to 
Our 








This mark is destined to become 


Motor Specialties ton. w 


progressiv re dea 
communicate with us promptly. 


Crow Levick Company, 2227-51 Land Title Building, Philadelphia 








*“*VICTOR’’ BOLT CLIPPER 
Send for Catalog 


17,000 
Weekly 
Readers ? 


They are all alert 
hardware men trying 
to better themselves. 
They want more im- 
portant positions; bet- 
ter business chances 
and bigger opportuni- 
ties to make money. 


An advertisement in 


“The 
Opportunity 
Exchange” 


of HARDWARE AGE 
will bring your offer to 
their attention ‘imme- 
diately in a forceful way. 

The cost of your adver- 
tisement may be as low 
as 50 cents. Why not 
take advantage of this re- 
markably low rate by 
sending in your adver- 
tisement now for the next 
issue — HARDWARE 
AGE, 239 West 39th St., 
New York City. 


ROBERTS MFG. CO.., Somerville Station, BOSTON, MASS. 








MORRILL PRODUCTS 


Saw Sets Liquid Soap Dispensers 
Bench Stops Lead Seal Presses 

Box Openers Hand Punches 

Naii Pullers Spike Pullers 


The apex of quality resting upon sound advertising, 
satisfactory service, good construction and merit, 


CHAS. MORRILL 


102 LAFAYETTE ST. NEW YORK 








ame te 


Hawthorne Mfg. Co. Inc., Bridgeport, Conn. U.S.A 
g g 

















Encourage Him 


Some bright boy in your store is show- 
ing a keener desire to know about the 
goods around him than is usually 


found in youngsters. 


This boy is of the stuff that makes 
real merchandisers. Properly tutored, 
he'll develop into a big, broad-gauged 
man able to lift many of the burdens 
you now carry. 


Encourage his continued interest, 
add fuel to his ambition and make 
him more valuable generally by giv- 
ing him a personal subscription to the 
Hardware Age. 


In many cases a Ilardware Age sub- 
scription has been an important fac- 
tor in bringing boys from the ranks. 

















How About 
the Boss 


Metal Worker? 


Ever stopped to 
realize what the 
file trade of a boss 
metal worker is 
worth? 


Consider the dif- 
ferent grades of 
metals he has to 
file—some hard, 
some medium, 
some soft — each 
calls for the use 
of a different file. 

The point is 
right here — the 
file trade of a head 
metal .worker is 
desirable, not only 
for the files that 
he buys for his 
own use, but the 
rest of the shop 
boys. 

Now if it is 
poor policy to sell 
him files that 
won't cut right, 
isn’t it good pol- 
icy to sell him 
DELTA Files and 
say: “If these 
files don’t cut ex- 
actly as repre- 
sented I’m author- 
ized to hand back 
your money!” 


That kind of 
positive assertion 
talk wins file cus- 
tomers — DELTA 
Files always hold 
them. 


The Delta 
File Works 


Philadelphia 
U.S. A. 



















HARDWARE AGE 


The Classified Directory appears 


in the first issue of each month 
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You Don’t Need a Magnifying Glass 
to Find Your Frofit in Miller Tires 


HE Miller plan of selling Geared-lo-The-Road Tires pro- 
T tects you against price-cutting and unfair competition of 

all kinds, because the Miller Plan gives you an exclusive 
territory whereby you make the profit on all the goods sold. 


You can’t make money or build up a business if you are selling 
the same brand of tires as the man across the street. Your 
profit and success in the tire business depends as much on the 
sales plan back of the tire as it does upon the quality of the tires 
themselves. 


Both the Goods and the Sales Policy Back of 


Miller <" Tires 


Are Right 


» They are building consistent profits for dealers all over the country today, making 
successful merchants out of men who once upon a time believed there was no money 
in the tire business. They know differently now. Write for the Miller Plan today. 


THE MILLER RUBBER COMPANY, Akron, Ohio, U. S. A. 
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